ok Se ee Tod) 
PANS wey. .Veod | 
JOURN Z 


PERFECT 
CIRCLE eee 


first in 


power protection 
with 
“98” oil ring 


Perfect Circle’s famous ‘‘98’’ has been 
making high compression history since 
its introduction just 5 years ago! 


THE PROBLEM: To build an oil ring that would 
seal extreme pressures and forces of high com- 
pression engines with minimum wear to cyl- 
inder, piston, rings. Ring must provide lubri- 
cation, seal against oil loss during both com- 
pression and vacuum strokes. 


THE SOLUTION: Perfect Circle “98” Oil Ring 
—the first true high performance oil ring— 
enthusiastically accepted for original equip- 
ment and replacement service by most engine 


PERFECT. 


Hagerstown, Indiana 
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7 yotn 20q4V YUV Convertible Top 
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SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES 


manufacturers. Constantly improved since its 
introduction 5 years ago, construction of ring 
provides positive cylinder and groove seal dur- 
ing both compression and vacuum strokes. 
Made of highest quality tempered steel, “98” 
Oil Ring is coated with thick, solid chrome 
plating that doubles life of cylinders, pistons, 
rings. 


INSURE CUSTOMER SATISFACTION! Install 
Perfect Circle 2-in-1 Chrome piston ring sets 
and new Perfect Circle Valve Seals for complete 
power protection. You make more profit and 
customer gets top performance and economy 
at lowest possible cost. 
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one of the very few cars* you can’t tune BRfemy item MmiZele-(el-meliaa math! 


You can tune up over 90% of all cars on the road with one 
economical assortment of Hygrade Jiffy Kits. Jiffy Kits con- 
tain needles and seats, gaskets, economizer valves, pump 
pistons, instructions and tools — to fit all carburetors: Carter, 
Stromberg, Ford, Holley, Rochester ...and small engines, 
too! See your jobber or write HYGRADE PRODUCTS DIVISION, 
Standard Motor Products, Inc., Long Island City 1, New York. 


HYGRADE JIFFY KITS 


for Carburetor Tune-Up 


A kit ti 
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WHATEVER YOU WANT TO CLEAN AND POLISH...A 
PERMATEX MAINTENANCE CHEMICAL DOES IT BEST! 


Give your customers good reason to come back to you for outside car care! 
Use the cleaners and polishes tailored to modern finishes and surfaces... 
can’t scratch ... leaves marvelous luster. Permatex takes the work out of 
these jobs, too. No elbow grease necessary ... because they’re made exclu- 
sively for you—the professional—to use fast ... without hard work. You'll 
appreciate these Permatex products for every cleaning need: PERMA- 
LUSTRE CLEANER POLISH ... FABRIC CLEANER... TAR REMOVER... BLUE 
BLAZES SILICONE CLEANER POLISH ...CAR WASH... WINDSHIELD CLEANER 
CONCENTRATE ... CHROMIUM POLISH ... ACRYLIC CLEANER AND POLISH. 
Send for your free copy of the Permatex Catalog . . . which tells you how 
and where to use every member of this famous automotive chemical fam- 
‘ ily. Ask your jobber or write us. Order the Permatex products you need! 


RMATHES 


COMPANY, INC. 


300 Broadway, Huntington Station, L. IL, New York 
Factories: Brooklyn, N. Y. « Kansas City, Kan. 


SEALING COMPOUNDS e POLISHES AND CLEANERS . RADIATOR PRODUCTS ’ SERVICE OILS AND FLUIDS e SERVICE AND REPAIR PRODUCTS 
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NOW! 


NEW, GENUINE HOLLEY PEP CARBURETORS 





COMPETITIVELY PRICED WITH REBUILT UNITS 


LOOK FOR THE MR. PEP IDENTIFICATION 
ON EACH CARBURETOR 


SEE YOUR AUTHORIZED HOLLEY DISTRIBUTOR FOR DETAILS 
OF HOLLEY’S GREAT, NEW CARBURETOR EXCHANGE PROGRAM—TODAY! 
LOOK FOR HIM IN THE YELLOW PAGES 





Z, 


11955 E. Nine Mile Road + Warren, Michigan 
THE COMPLETE LINE oF CARBURETION AND IGNITION EQUIPMENT 
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SHOP GARAGE FARM 
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We Women See Your Shop Petticoat...cccccccecscvcvscneneneene YOUR GREATEST COOLING VALUE! 


Let’s Kindle Shop Traffic 

Blueprint: Constructed for Small-Fleet Jobs..................... 529" te: a i —¥ 
Smooth Shifting to $75,000 in “Automatics”... Wes. vactoRy 3 = # 
We'll Give Corvair a Whole-Hog Flimg) ....cccccoccccsccssceee 
Sports Cars: $100,000 Yearly for Our Shop 

Our Alignment Sales Are Up 25% iy HANG- 
Priming New-Car Salesmen 
Industry aLphABet Soup 
Servicing Lark’s Front Suspension... ’ ipuenntie 
Body Shop: Fixing 1959 Ford Convertible Top. eee 
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Files at your BONDO 
Jobber’s... Stop in today and 
order up. 


BONDO DIVISION 
JAYCEE CHEMICAL CORP. 


NORTHFORDO e CONNECTIC UV? 
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June 1959 


By 1975 our standard of living will have doubled in a generation. That's what the 
president of the National Automobile Dealers Association is telling dealer audi- 
ences over the U. S. in his frequent convention appearances. In his talks which 
have caused many dealers to acclaim him the finest speaker yet to head up NADA, H. L. 
"Herb" Galles, Jr., the Cadillac-Oldsmobile dealer at Albuquerque, N. M., is point- 
ing out that our population is gaining at the rate of one newcomer every ten seconds 
and annual sales of 13,000,000 or more cars will be common by the year 2,000. 





Three million motor vehicles have been produced in the U. S. so far this year. 
That's through the third week in May, and by the month's end the 3,500,000 
mark was clearly in view. Passenger cars through May 23 totaled 2,610,000 in 
contrast to 1,840,000 the same period of last year. Better than 6,000,000 
cars may be sold this year as the nation's economy continues swelling. 





. V. "Bo" Bodine is the new manager of the Florida Automotive Wholesalers Association. 
A former jobber in Cincinnati, he has been business manager lately for the largest 
Ford dealership in that city (see page 116). 





Service-station construction may soon be changing. There's going to be a 
trend toward prefabrication, according to a report by R. A. Niles, Standard 
Oil Co. of Indiana, to the American Petroleum Institute's Division of Market- 
ing last month. Chairman of the division's operations and engineering com- 
mittee, Niles asserted that the committee's report included such projections 
as beam control of vehicles on highways and vehicles riding on a cushion of 
air. Ford Motor Co. is among the factories experimenting now with the latter. 
The answer to holding the cost on station construction lies in prefabrica- 
tion or unitized construction, the committee declared. 





Territory security legislation is now in the congressional mill. Designed to protect 
dealers and factories from possible litigation, the measure would allow dealers and 
factories to determine what, if any, areas of responsibility for motor vehicle 
sales would be carved out for dealers. Washington authorities doubted that enact- 
ment would come this year ahead of Congress’ adjournment. 





Garagemen get a far different report this year than five years ago. In contrast 
to the six men who created the Independent Garage Owners of America then, 
the annual convention of the Independent Garage Owners of America at Denver 
June 24-27 will hear that nearly 5,000 garages are members of this associa- 
tion, which seeks to elevate the level of the shops so they can maintain stand- 
ards in keeping with the increasingly complicated motor vehicles pouring 
off assembly lines. 





There’re going to be fewer new-car dealerships. Said Byron J. Nichols, who 
heads up sales for Chrysler Corp., in an interview with SAJ editors at 
Atlanta: Despite the rising registrations, it's increasingly tough for small 
dealerships to sell from, say, a six-car inventory, which means that bigger 
dealerships with more financial backing must replace—in many instances, but 
not in every case—the dealers who have been trying to handle their market with 
too few units. The wide variety of models and equipment, plus sharp competi- 
tion, require an ample inventory to sell in today's market, the Texas native 
said. The number of dealerships has declined around 5,000 in the last decade 
and a half to the present 37,000. 
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and in trucks, tractors and cars... 


IL CONTROL! 


Sealed Power KromexX piston rings sets 
with stainless steel oil rings control oil! 


New design . . . new material . . . fully tested! These rings 
come in fast, control oil even under high vacuum conditions 


-“--Y is or in tapered and out-of-round bores. ; 


OIL RING JUST ONE OF THE REASONS WHY 





U.S. Pat. No. Notice how open the vents are in this portion of 
2,789,872 Sealed Power’s stainless steel oil ring expander after 
50,000 miles of service. This expander does not pit 
or corrode because stainless steel resists the etching 
effects of the acids and gases of internal combustion 
engines. 
Carbon has nothing to cling to. This eliminates 
one of the main causes of carbon build-up and oil 


ring plugging. 


SEALED POWER CORPORATION © MUSKEGON, MICHIGAN 


sarormase, Sealed Power KromeX Ring Sets 


INSIST ON THE BEST...WHY SETTLE FOR LESS 











Automotive 


MARKETS 











This Rambler Ambassador, looking as if it had smashed out a window 

in a hurry to be delivered, was found to be a traffic-stopper for Tom 

Bush Motor Co., Carlsbad, N. M. Sign on adjoining window reads, 
“Rambler Crashes Out to New Record.” 


Chrysler Sales Chief Looks to South 


oh SALES picture for Chrysler Corp. over the South is “‘bright’’ due 
to “the terrific electrification program” and industrialization, ac- 
cording to Byron J. Nichols, corporation group vice-president—auto- 
motive sales. 

In an interview with SOUTHERN AUTOMOTIVE JOURNAL last month at 
Atlanta, where he had come to address the annual convention of the 
Georgia Automobile Dealers Association, the Texas native and former 
Georgian declared: 

“So many industries have moved down here—steel and aluminum 
as examples—and the population is increasing so much more propor- 
tionally than anywhere else” that Chrysler looks upon its market here 
as a “bright” one. 

Foreign-car manufacturers will have to begin changing their models 
regularly, he predicted, when their market catches up with them. 
Currently these factories are supplying “basic transportation” just 
as did the Motel T, but later, as was true in the late ’30s in this 
country, the buyers will demand refinements and styling, Nichols 
asserted. 


S-P "Welcomes" Big Three's Small Cars 


——_ LIKE Studebaker-Packard Corp. is almost “welcoming” the 
compact cars coming this fall from the Big Three, if you’re to judge 
by this remark during his address before the annual convention of 
the Georgia Automobile Dealers Association at Atlanta last month 
by S. A. Skillman, vice-president and general sales manager of S-P: 

“We are convinced that the entry of other manufacturers into this 
market will only enhance the market for the Lark.” 

As he was talking the 100,000th Lark was coming off the South 
Bend line since the introduction last November. 
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Texas Remains No. 2 
Gasoline Consumer 


— held its position as the 
second biggest state gasoline 
consumer last year, requiring 
4,705,000,000 gallons. California 
was first. 

Florida was the only other 
Southern state included in the top 
ten consumers. However, in the 
billion-plus category were Mis- 
souri, Oklahoma, Georgia, Kansas, 
North Carolina, Tennessee and 
Virginia. 

Consumption in the United 
States hit a record peak of 59,154,- 
000,000 last year, an increase of 
one and three-quarter billion gal- 
lons over the previous high of 
57,415,000,000 in 1957, according 
to an estimate in the annual con- 
sumption report prepared by the 
American Petroleum Institute. 

About 90°% of the U. S. gasoline 
consumption involves highway 
travel and motor vehicles, and 
taxes levied on gasoline by fed- 
eral, state and local governments 
were estimated at four and two- 
thirds billion dollars. 

Gasoline taxes presently are 
equivalent to slightly more than 
42°% of the retail price. 

Table below compares gasoline 
consumption for 1957 and 1958: 

Gallons 
(000 omitted) 

1957 1958 

911,243 945,722 

547,622 569,715 

184,704 187,432 

198,012 198,072 

1,674,124 ,762,124 

1,194,990 ,232,850 

1,034,972 ,040,439 

864,500 871,330 

909,346 940,449 

835,222 860,307 

604,440 621,971 

1,603,377 ,650,234 

404,976 444,053 

1,336,306 ,368,670 

939,609 ,007,642 

673,644 690,305 

1,064,812 ,108,460 

Texas 4,413,299 4,705,271 
Va. 1,240,026 1,264,099 
W. Va. 502,290 496,871 
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DEALERS 


Aug. 9-1l—Annual convention of 
Georgia Independent Automobile 
Dealers Association, General Ogle- 
thorpe Hotel, near Savannah. 

Aug. 23-25—Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 20-22—Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Kentucky Dam Village. 
Gilbertsville. 

Oct. 11-13—Annual convention of 
Automotive Trade Association of 
Virginia, John Marshall Hotel, 
Richmond. 

Oct. 18-20—Annual convention of 
Florida Automobile Dealers Associ- 
ation, Robert Meyer Hotel, Jackson- 


ville. 

Oct. 25-26—Annual convention of 
Oklahoma Autemobile Dealers As- 
sociation, Hotel Tulsa, Tulsa. 

Nov. 15-17—Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Bi- 


Nov. '21-23—Annual convention of 


Arkansas Automobile Dealers As- 
sociation, Hotel Arlington, Hot 
Springs. 

Jan. 17-19—Annual convention of 
National Independent Automobile 
Dealers Association, Eden Roc 
Hotel, Miami Beach, Fla. 

Jan. 30-Feb. 3—Annual _  conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 

Jan. 28-Feb. 1, 1961—Annual conven- 
tion of National Automobile Deal- 
ers Association, San Francisco. 

Feb. 3-7, 1962—Annual convention of 
National Automobile Dealers As- 
sociation, New York City. 


GARAGEMEN 


June 24-27—Anpual convention of 
Independent Garage Owners of 
America, Albany Hotel, Denver, 
Colo. 

Sept. 4-6—Fall convention of Inde- 
pendent Garagemen’s Association 
of Texas, Brownsville. 


WHOLESALERS 


June 22-23—Annual convention of 
Automotive Wholesalers Associa- 
tion of Alabama, Stafford Hotel, 
Tuscaloosa. 

Sept. 14-15—Annual convention of 
Kentucky Automotive Wholesalers 
Association, Phoenix Hotel, Lex- 
ington. 

Sept. 27-29 — First convention of 
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Southeastern Automotive Market- 
ing Association, Biltmore Hotel, At- 
lanta. 

Oct. 16-17 — Annual convention of 
Automotive Wholesalers Associa- 
tion of Louisiana, Capitol House, 
Baton Rouge. 

Oct. 21-24—Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Adolphus 
Hotel, Dallas. 

Nov. 2-5—Annual convention and 
conference of The Automotive 
Warehouse Distributors Association, 
Muehlebach Hotel, Kansas City, Mo. 

Nov. 12-14—Annual convention of 
Florida Automotive Wholesalers 
Association, Soreno Hotel, St. 
Petersburg. 

Feb. 10-13—Automotive Service In- 
dustry Show, Coliseum, New York 
City, preceded by the first annual 
convention of Automotive Service 
Industry Association at Carnegie 
Hall. 

March 24-27—Southwest Automo- 
tive Show, Automobile Building, 
Dallas, Texas. 


GENERAL 


Oct. 5-7—Annual convention and ex- 
hibit of Truck Body and Equipment 
Association, Sherman Hotel, Chi- 


cago. 

Oct. 28-30 — 12th annual convention 
and trade show of Automotive Parts 
Rebuilders Association, Roosevelt 
Hotel, New Orleans. 

Jan, 25-28—33rd annual Automotive 
Accessories Manufacturers’ As- 
— exposition, Navy Pier, 
Chicag 


Oct. 5- 4 ‘1960—Annual trade show 


and convention of Automotive 
Parts Rebuilders Association, 
Conrad Hilton Hotel, Chicago. 


Missouri Dealers Choose 
Smith for President 


A. SMITH, Buick dealer of 
pan City, has been elected 
president of the Missouri Automo- 
bile Dealers Association. 

Other officers are C. A. Gilbert, 
Buick dealer of St. Louis, first 
vice-president; W. E. Zenge 
(Ford), Canton, second vice-presi- 
dent, and J. M. Allton (Ford), Co- 
lumbia, reelected treasurer. 


Norman Dies in Mt. Airy 


John Frank Norman, 75, retired 
Mount Airy, N. C., automobile 
dealer, died unexpectedly at his 
home last month. 





NO yA ng ey eet 





heres top drawer’ selling! 


Top selling tactics nowadays call for complete selling. 
You not only sell the desirability of the car but you sell its immediate 
availability through financing. 


You not only sell the convenience of power steering but you sell the 
convenience of financing the car purchase. 


You not only sell the safety features of power brakes but you sell the 
safety features of adequate insurance coverage. 


Associates Pleasant Purchase Program can help you do a more complete 
selling job with one of the most comprehensive and flexible, financing- 
insurance plans in the business. Better listen to the man from Associates 
...he’s got full details on the Associates Pleasant Purchase Program. 


ssociates 


SOUTH BEND, INDIANA 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Dorman Products, Inc., Cincin- 
nati; Perfection Gear Co., Harvey, 
Ill.; Tasco Products, Inc., Geneva, 
Ill.; The Hastings Co., King, N. C., 
and the John Rogers Co., Atlanta, 
Ga. 


Missouri Dealers Select 
Nine New Directors 


INE district directors selected 
last month by the Missouri 
Automobile Dealers Association 
are: 

Bill Miller (Buick), St. Joseph; 
W. E. Zenge (Ford), Canton; R. C. 
Evans (Ford), Eldon; Gene Robert- 
son (Chevrolet), Crane; Charles 
White (Pontiac-Buick), Aurora; J. 
V. Corrigan (Oldsmobile-Cadillac), 
Poplar Bluff; C. Howard Pines 
“First in the nation,” says the Independent Garagemen’s Association of (Chevrolet-Oldsmobile-Buick), Sa- 
Texas, which said this is the “first group of recognized automotive ap- lem: Albert Fuchs (De _ Soto- 
Prentice mechanics ever trained by a joint committee consisting of Plymouth), Jennings, and L. M. 
garage owners, automotive wholesalers and new-car dealers.” They Stewart (Chrysler-Plymouth-Im- 
were graduated in San Antonio recently. Graduates holding U. S. De- ; “ , 

partment of Labor certificates of completion are (I. to r.): seated, Arthur perial), Clayton. ; : 
D. Stevens, James Sandstedt and Theodore Hiesser, Jr. Members of the Reelected were G. V. Boyer 
joint advisory committee and sponsors of the four-year program are (Pontiac), Independence; C. J. 
(l, to r.): standing, Joe P. Brown, garageman; Jim Brown, wholesaler; Fleetwood (Chevrolet), Belton; J. 
George C. Scheaffer, representing a local new-car dealer; Henry Rose, ee ; , it 
garageman; Max Figh, president of the San Antonio Automotive Whole- H. Scott, Jr. (Lincoln-Mercury), 
salers Association, and Henry Spindle, executive secretary of the San Kansas City; D. F. Riley (Chevro- 
Antonio Automobile Dealers Association, let), Jefferson City; V. J. Koenig 
(Chevrolet), Webster Groves; V. T. 
McMahon (Ford), St. Louis, and R. 


Tarheels Complete Steps new allied members (manufactur- E. Nolting (Oldsmobile), Kirk- 
For IGOA State Body ers) have joined IGOA. They are wood, 


RGANIZATION of a unit of the 


Independent Garage Owners Herbert Jenkins (left), chief of Atlanta (Ga.) Police Department, is 
of America in Charlotte recently shown accepting delivery of one of the department's Lark police cars— 
brought to three the number of first of a number of such cars recently purchased by the Atlanta police 
units in that state and therefore ae S. A. oe ey apy ee general 

y a ayes ales manager. Lo . ° r . S-P zone man- 
cleared the ahd for a state IGOA ager, and Llechened & = ng = damn at spahecioed poll wench tee 
organization, making North Caro- the police. Jenkins said the car was the first Studebaker product ever 
lina the 33rd state in the five-year- sold to the department. It was delivered by Harry Sommers, Atlanta 
old national body. Lark dealer. 

Lonney Reeder was. elected 
president of the Charlotte unit. 

Officers elected at earlier meet- 
ings were, at Winston-Salem, E. 
W. Hoots, president pro tem, and 
R. F. Musten, secretary-treasurer; 
at Ashville, Bill Parquette, presi- 
dent; Sam Robertson, vice-presi- 
dent, and Wm. E. Kaufman, secre- 
tary-treasurer. 

At a meeting in Roanoke, Va., 
April 21, the Roanoke Garage 
Owners, which had been meeting 
regularly as a social group since 
1942, voted to become a unit of 
IGOA,. President is Garvin Stan- 
ley. 

During March and April five 
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First in comfort—First in safety——First in Engineering 


Columbus, first in America, presents the new 


SHOCK ABSORBERS 


Licensed by 
De Carbon 


First to combine Extra spring 
/ 


/ support for heavy 
b On / loads with 
Extra shock 
in one unit.. / absorber control 


/ 
/ 


A single, complete, fully-engineered UNIT! 


Level-ride is factory-assembled—one complete 





unit with exactly the right shock absorber, spring, and 
mounting for each car. No hit-or-miss kit can approach 
the tailor-made characteristics of Level-ride, specially 
designed for each make and model of car. No other 


shock-spring combination matches its performance. 


Another Quality Heco Product 





Automotive NEWS BRIEFS 
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Franchised Dealers Must Shoulder 
State-Level Duties, Texans Hear 


By BARON CREAGER 


Southwestern Editor 


EMBERS of the Texas Automo- 

tive Dealers Association were 
exhorted to shoulder more as- 
sociation responsibilities at the 
state level and evince more in- 
terest in politics generally and 
dealership personnel in the lower 
brackets by speakers who ap- 
peared before the 42nd annual 
convention in Fort Worth May 17, 
18 and 19. 

Dealers were told they have the 
grave responsibility to see that 
“our representatives in Congress 
insist that people in government 
do the jobs they are appointed to 
do.” And one Texas project failed 
because “not enough dealers 
among our membership made any 
effort at all to pass the bill, even 
though 95% of the dealers said 
they wanted it.” 

The latter comment came from 
President Sam H. White, Oldsmo- 
bile dealer of Houston, when he 
referred to defeat in the legisla- 
ture of the association-sponsored 
Sunday closing law for all dealers 
in motor vehicles in Texas. 

In a carefully-prepared report, 
painstaking in detail, White re- 
viewed the TADA year and mild- 
ly chided membership for de- 
ficiency in efforts to propel the 
association forward. He recalled 
the year began with 966 members 
and ended with 941, a loss of 25, 
and pointed out that “membership 
is a real problem,” especially in a 
year that saw 200 dealers go out 
of business. 

Only other scheduled speaker 
actually engaged in new-car sell- 
ing was Charles A. Cronin, Ford 
dealer of Cincinnati, Ohio, with 
the subject, “The Foundation of 
the Automobile Dealer.” He said 
he wanted to talk about the minds 
and management of people. 

“We work too much from the 
second story and take for granted 
the foundation is there,” he said. 
“Your greatest investment is not 
in real estate, not in inventory, 
but in personnel. What makes the 


business worthwhile is that its suc- 
cess or failure is strictly in the 
hands of people. The discouraging 
thing about this business is its lack 
of attraction for young men.” 

Benson Ford, vice-president and 
chairman of the Dealer Policy 
Board of Ford Motor Co., urged 
dealers to participate consistently 
in politics because the government 
eventually belongs to that section 
of society making the most effec- 
tive use of practical politics. 

James C. Moore, new executive 
vice-president of NADA, was the 
speaker who cited to dealers their 
“grave responsibility” to see that 
government appointees do their 
jobs. This was after he had been 
particularly critical of the U. S. 
attorney general “who tells us 
what the law means and tells Con- 
gress what the law means” with- 
out a decision by any court. 

Moore assured the convention 
that if automobile dealers want an 
NADA executive vice-president 
who is a _ headline-hunter, pub- 
licity-seeker or stunt-maker, they 
have the wrong man. 

Other speakers were Warren 
King of Life, who conducted a 
dealer-participation program; Paul 
H. Brown, vice-president, General 
Finance Corp., with the subject, 
“The Vanishing American—Mr. 
Profit Dollar;” Congressman 
Frank Ikard of Wichita Falls, 
Texas, on federal tax legislation; 
Larry Anderson, Dallas attorney, 
on the latest developments in deal- 
er reserves taxation; T. C. Salmon, 
CPA of Fort Worth, on accounting 
procedures, and Dr. Marvin S. 
Vance, pastor of the First Meth- 
odist church of Austin. 

By resolution the convention de- 
clared its opposition to “raids” on 
federal highway money, any in- 
crease in the federal user tax and 
any increase in the _ interstate 
mileage. 

Officers of TADA are C. B. 
Smith of Austin (Dodge-Plym- 
outh), president and NADA direc- 
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tor from South Texas; F. D. 
Mitchell of Waco, first vice-presi- 
dent; C. C. Gunn of San Antonio, 
second vice-president; John H. 
Hine of Dallas, third vice-presi- 
dent; Thomas F. Abbott, Jr., of 
Fort Worth, NADA director for 
North Texas, and Tom J. Crooks of 
Austin, manager-treasurer. 

Eight directors were named to 
the 20-man board. Two—Cecil H. 
Elder, Midland, and John H. Nash, 
Jr., Austin—were reelected. The 
six new members are: Woody 
Mason of Azona, L. M. McAdoo of 
Seagraves, Maury P. Kemp of El 
Paso, Charles Clark of McAllen, 
Clifton Dennard of Dallas and 
Cecil Wade of Laredo. 

Registration was about 300. 


Purolator Products Names 
Three Vice-Presidents 


LECTION of James B. Light- 

burn, Richard T. Karr and 
Henry J. Hufnagel as vice-presi- 
dents of Purolator Products, Inc., 
Rahway, N. J., has been an- 
nounced by President James D. 
Abeles. 

Lightburn, who is general sales 
manager of the aftermarket sales 
division, was responsible for the 
creation of the company’s national 
accounts sales division. 

Karr is general sales manager 
of the equipment division and has 
been with the company since 
1937. Hufnagel is controller. 


Chrysler Ups Two in Dallas 


Y. M. Posthuma and Herbert D. 
Brundage have been named re- 
gional manager and assistant re- 
gional manager, respectively, in 
the Dallas (Texas) region for 
Plymouth and De Soto. Posthuma 
will be responsible for sales ac- 
tivities in Texas and New Mexico, 
while Brundage will head up 
planning, training, promotion and 
varied marketing programs. 


Eustis, Fia., Picks Hughes 


New president of the Eustis 
(Fla.) Automobile Dealers As- 
sociation is Lawrence L. Hughes 
of Larry Hughes Pontiac, Inc. Joe 
Creamons, Joe Creamons Chevro- 
let, Inc., is vice-president and R. 
G. Igou, Lake Motors (Dodge- 
Plymouth), is secretary-treasurer. 


13 





mi 
“ 


ROGERS IS YOUR SOLUTION... 


When you quote an installation price on a Rogers Remanufactured 
Engine you can rest assured you have quoted a firm price—one that will — Associate 
please your customer and give you a full share of profit. With Rogers you tit a 
won't have to worry about charge-backs for non-visible defects, because 
Rogers “takes the rap” on excessive oversize cylinders, scored shafts or 
other costly defects that can’t be seen from the outside. 
Your customers will be more than satisfied with an engine that will 
give them new car performance. Every Rogers Remanufactured Engine 
is tested on the latest Dynamometer equipment before it leaves the plant, 
and is fully warranted against any defects. Increase your profits by as 
much as $125 a day, quote a low Rogers price on engine jobs. 1060 Huff Road, N. W., Atlanta, Ga. 


Building top quality engines since 1920 
Rogers now serves the entire Southeast. 
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Leaders of the Georgia Automobile Dealers Associa- 
tion who have taken office include (1. to r.): seated, 
Thomas M. Callaway, Jr., of Decatur, second vice- 
president; Joe Westbrook of East Point, retiring presi- 
dent; Darrell Johnson of Thomson, first vice-president; 
Heyward Allen of Athens, treasurer, and John H. 
Lander of Atlanta, NADA’‘s treasurer and NADA di- 
rector from Georgia; standing, Lew Austin, executive 
vice-president; Walter Kelly of Marietta, W. Ches 


Smith, Jr., of East Point, E. E. Hodges, Jr., of Moultrie, 
Paul Owens, Jr., of Brunswick, H. C. Stovall of 
Cornelia and Al Rucker of Columbus, directors. Cuyler 
A. Trussell, Athens Ford dealer, was elected president 
but was absent due to illness. Other directors not 
shown are Dale Critz of Savannah, C. G. Milling of 
Griffin, J. Swanton Ivy of Athens and C. W. Cordell 
of Dublin. The 1960 convention may be held at 
famous Jekyll Island if housing facilities are available. 


Let Race Be for First in Profits, 


NADA President Tells Georgians 


WW WOULD like to see this 
race for first, second and 
third place turned around so it 
would be for the most profitable 
race.” 

Heavy applause greeted that re- 
mark by NADA’s president dur- 
ing his address before the annual 
convention of the Georgia Auto- 
mobile Dealers Association at At- 
lanta last month. 

H. L. Galles, Jr., Cadillac-Olds- 
mobile dealer of Albuquerque, N. 
M., added: 

“Of course, maybe we are being 
a little selfish in this.” 

He told the convention, whose 
attendance totaled 350, including 
representatives of 100 dealerships, 
that his contacts with manufac- 
turers had convinced him that 
factory executives “realize the 
future of this business rests upon 
quality dealers.” 

In the recent NADA poll on per- 
missive legislation to control car 
distribution practices, he said that 
73% in Georgia voted affirmative- 
ly and 27% were opposed. 


Galles, whose father opened the 
family’s dealership 50 years ago— 
before New Mexico became a 
state, declared: 

“The finest thing we have had 
in public relations is the price 
labeling law,” pointing out that 
there had been three convictions, 
including two in North Carolina 
and one in West Virginia. 

“Don’t undermine that label,” 
he urged, because he was “sure 
that top management of our fac- 
tories do not want you to merchan- 
dise in that way.” 

Two big problems recognized 
by NADA and its 22,000-plus 
members, he said, are unions and 
getting bright, young people in- 
terested in coming into this in- 
dustry. 

Joe Westbrook of East Point, 
the retiring president, reported 
that GADA membership had de- 
clined 25 in a year to its present 
415. 

Byron J. Nichols, group vice- 
president — automotive sales, 
Chrysler Corp., blamed editors for 
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publicity generated about the 
compact cars being brought out 
this fall by the Big Three. He said 
his company wasn’t “interested 
in creating a lot of publicity in 
promoting something we don’t 
have to sell.” 

Army records in the last year 
or two show that the average 
American is one to one and a half 
inches taller than the World War 
II veteran’s average “so I don’t 
believe the mass market is going 
to be in the small car but in some- 
thing the size of the Plymouth, 
Chevrolet or Ford,” he asserted. 

S. A. Skillman, vice-president 
and general sales manager of 
Studebaker-Packard Corp., main- 
tained that “the future of the do- 
mestic convenience-sized automo- 
bile is unlimited as our culture 
grows more complex and our 
population increases.” 

The Lark, he declared, “is the 
answer to the disadvantages of the 
oversized, over-elaborate domestic 
cars as well as the inadequacies of 
the too-small cars.” 

James C. Downing of Atlanta, a 
dealer in foreign cars, in intro- 
ducing Alfred S. Fosh, former 
president in England of the 
equivalent of NADA, said that the 

(Continued on page 142) 
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> since its introduction, The Lark has continued to show the fastest rising sales curve in the 
industry. But that is no startling fact. You would expect it, considering that The Lark has so many 
qualities that people want, and will continue to want well into the future. And the fact that The Lark 
is in the hands of a highly select, sound dealer body. 

Just review briefly what a dealer selling The Lark has to offer. It’s a simplified yet broadly 
versatile line: 2-door, 4-door, station wagon, hardtop; six or V-8, offering great economy plus per- 
formance (remember, The Lark V-8 outscored all V-8’s in the Mobilgas Economy Run, yet it can 
turn 0-60 mph in under 10 seconds); choice of transmissions, reclining seats, Twin Traction Differential, 


and other options. Versatility and good design and taste are the keynotes coupled to economy. 
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BY STUDEBAKER 


: Without obligating myself, | am interested in learning more : 
; about the Studebaker franchise. ; 


Manager—Dealer Development Dept. i 
i STUDEBAKER-PACKARD CORP./South Bend 27, Indiana : 


| NAME 
| ADDRESS 


ZONE __ STATE 
i SAJ-6-59 } 
iscncosssnsaniicaiebildbliiieabieetiaans aad igh Sekipaidend 
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A GUIDE TO MORE . 


Offer your customers sald 


Guide T-3 Headlamps! 


Famous Guide T-3 headlamp development made 
mechanical safety aiming possible. It’s this kind of 
Guide leadership that assures you . . . and your 
customers . . . you’re getting the best. Guide T-3’s 
can be aimed without even turning on the lamps. 
The aiming pads of each lamp are precision ground 
for simple mechanical adjustment so that the upper 
and lower beams bring maximum benefits to the 
driver and to oncoming traffic. Offer to safety-aim 
the headlamps on your customers’ cars. Guide T-3’s 
are original equipment on more new cars than any 
other brand! 


Give your wife this beau 
Oneida Silver Server Set! 


There’s something gracious about serving with silver 
. something that your wife knows about. That’s 
why she’ll more than appreciate this beautiful 
Oneida Silver Server Set. The Oneida sugar and 
creamer with matching tray is something new and 
different in fine silverplate. Each piece is plated with 
pure silver. The sugar bowl and cream pitcher are 
both lined with gold. The craftsmanship is the finest 
. by famous Oneida silversmiths. 


You can get the Oneida Silver Server Set for your wife 


during AC’ s new Guide Headlamp Promotion. Here’s 


Include $8.25 with your order for any 16 Guide 
Headlamps and the GLM-52. 


You'll receive the attractive Oneida Silver Server 
Set plus three additional Guide T-3 Headlamps, 


How: 


2 «6012, 12-volt, and 1 #6006, 6-volt, worth $8.25. 


When you have sold the extra headlamps, you have 
recovered $8.25. The profit from the sale of the 
extra lamps pays for the promotion package. 


GET YOUR ONEIDA SET WITH THE GLM-52 GUIDE HEADLAMP PROMOTION! 


AC SPARK PLUG €@ THE ELECTRONICS DIVISION OF GENERAL MOTORS 


Want more facts? Use Reader Service Card Page 101 
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OUTSTANDING NEWS ABOUT 
AC PLATINUM ELECTRODE SPARK PLUGS 








NEW 


CENTRIFUGALLY CAST 
SILVER CORE 


NEW 
SPIN-ON 
GASKET 


Specially Designed for Extreme Power Applications 
Cars—Trucks—Marine Engines— Commercial Engines 


NEW Platinum Electrodes deliver peak performance 
throughout longer service life! The tremendous heat 
resistance of platinum reduces electrode wear, mini- 
mizes gap growth and gap bridging. 


NEW Silver-filled Insulator Core provides more rapid 
heat dissipation and greater anti-fouling characteristics. 


NEW Longer Insulator Tip ensures more powerful 
sparking even under sub-normal operating conditions 
of low voltage or weak coils. The thin, finer insulator 
tip provides higher heat conduction and less chance for 
electrical leakage—no pre-ignition! 


NEW Spin-on Gasket allows for easy spark plug in- 
stallation—no more fumbling with gaskets that fall off 
during installation! 


NEW Universal Terminal designed to accept both 
common types of wiring clips. 


AC Platinum Electrode Spark Plugs offer greater 
reliability than standard spark plugs, and require less 
service. They set new standards of performance. Here’s 
aircraft quality and performance in an all-new line of 
AC Spark Plugs. Ask your regular AC supplier about 

new AC Platinum Electrode Spark Plugs today! 


AC SPARK PLUG @ THE ELECTRONICS DIVISION OF GENERAL MOTORS 


CALL YOUR ‘AC SUPPLIER 
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A Special offer from AC 


Get the New AC Service Wrench and AC Oil Filter 


both for only *3.45! 








With AC’s new Service Wrench for disposable oil filters, 

there’s no problem getting the filter from those hard-to- 
get-at places in new auto engines. The job’s as easy 
as a turn of the wrist! 


The torque of this new AC Service Wrench is suffi- 

cient to exceed normal requirements for filter removal. 
Manufactured by one of America’s leading tool 
suppliers, the AC Service Wrench features a spring 
steel alloy grip—the positive friction grip—that 
will not crush the filter. This field-tested wrench is 
designed to operate in close quarters. Its short 
handle allows you to remove filters easily from the 

most complicated engines. 


See for yourself. You can replace disposable oil filters 
in no time. Get the AC Service Wrench now during 
the new AC Oil Filter Promotion. 


For only $3.45, you’ll receive the new AC Service Wrench plus one 
popular PF-2 AC Oil Filter worth $3.45. 


When you have sold the filter, you have recovered $3.45. The profit 
from the sale of the PF-2 element pays for the promotion package. 


GET YOUR SPECIAL AC SERVICE WRENCH WITH THE OFM-51 OIL FILTER PROMOTION! 


AC SPARK PLUG #% THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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Fleets change filters 2 to 4 times as 
often as cars 


— —— 
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268,537 buses change 
filters on regular schedules 
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233,703 pieces of off-the- 
road machinery represent 
another big market 


Order Now...Sell Big to this Big Market! 
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‘AC SELLING SLANT OF THE MONTH! 


The profit from the sale of ONE AC AIR CLEANER 





~ Folds to a handy 


else alate meen yl 
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Use it as ao = 
— 


beach blanket 


Wear it 


Here is the most useful blanket you’ve ever seen. 
Covered on one side with a soft nylon blanket and 
on the other side with a vinyl coated fabric, the 
“6 in 1”’ is both versatile and durable. The over-all 
length of the ‘6 in 1” is 60 inches, and it is 50 inches 
wide. Easy to clean? Just wipe the vinyl side with 
a damp cloth or hand-wash the entire blanket. 
It’s waterproof! 


And, it’s as easy as selling Quality AC Air Cleaners 
to get one of these handy, all-weather “6 in 1” 





Use it as 
fom ate] alge) ol) 
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Use it as a picnic cloth 


Blankets for your family. Here’s all you do: 


Include $6.33 with your order for any 6 new AC 
Air Cleaners and the ACM-53. 


You'll receive the “6 in 1” Blanket plus one addi- 
tional AC Air Cleaner (type A-85-C for Oldsmobile) 
worth $6.33. 


When you have sold the type A-85-C Air Cleaner, 
you have recovered $6.33. The profit from the sale of 
the extra air cleaner pays for the promotion package! 


GET YOUR 6 IN | BLANKET WITH THE ACM-53 AIR CLEANER PROMOTION ! 


Want more facts? Use Reader Service Card Page 101 
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Better products, faster from your National Seal jobber: 
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Get set now for vacation-time profits 
with a National Seal BIG RED cabinet! 


Have the seals you need, when you want them .. . 
and ring up those extra profits on 
pre-vacation wheel repacks and brake relines! 


Vacation time’s a profit season when you’re ready with a Big 
Red cabinet! Protect vital wheel bearings, safeguard brake 
linings with new National Seals every time . . . and boost your 
gross on repacks and relines. 


Install a National Seal Service Stock, and have replacement seals 
when you need them. You’ll pick up more jobs when the parts 
are on hand, and you'll save the time and money wasted on 
sending out for seals. Your Big Red cabinet gives you controlled 
storage of inventory, too; and the stock is designed to turn 
over fast, bring in top dollar on your investment. 


Installation tool, steel cabinet, price and inter- 


change data come withstock. Cabinet 5511 (shown 
at top) holds more than 100 front- and rear- 
wheel seals: 5512 has over 50 front-wheel seals. 


Now’s the time to prepare for big new profits this summer and 
all the year ’round. Remember: whenever you remove an oil seal, 
replace with National. Call your National Seal jobber today! 


is) 


nrss’nan OIL SEALS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. « DETROIT 13, MICHIGAN 


OIL SEALS 
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“IT make good money with 
Texaco, am my own boss 
and have a solid future” 


says Texaco Dealer H. T. Neely, Houston, Texas 


Mr. and Mrs. Neely and their two children live in this fine estate holdings. He drives a new car, finds time for fishing 
modern home. He has also invested part of his savings in real and hunting, and is active in clubs and civic affairs. 
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Mr. Neely at his busy station. He pumps 
about 30,000 gallons per month, and his 
annual TBA business is around $70,000. 
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R. NEELY came out of 
World War II determined 
to be his own boss. He wanted a 
service station, and picked Texaco. 

“I like the way Texaco cooper- 
ates with its Dealers,” he says. 
“When you’ve got a problem, the 
Texaco people are on the job fast 
to help iron it out. Their experi- 
ence with Texaco’s 40,000 Dealers 
has taught them how sound, profit- 
able service station business is 
developed. 

“‘Texaco’s national advertising 
brings me a lot of out-of-town 
bonus business, too, because 
motorists from everywhere carry 
Texaco Credit Cards. Half of my 
transient business is done with 
Texaco Credit Card holders. 

“‘Texaco’s seasonal promotions 
in the spring, summer and fall 
bring me a lot of extra dollars, too. 
And car owners can’t help hearing 
about these promotions, because 
they are advertised in national 
magazines, on TV and radio and 
on thousands of billboards. In 
addition, Texaco supports local 
Dealers with special station-traffic 
building promotions to win new 
customers. 

“I'd advise any man to talk 
with the Texaco people if he wants 
to get into business for himself. 
It sure paid off for me.” 


6 REASONS WHY YOU CAN MAKE 
MONEY AS A TEXACO DEALER 


1. The best petroleum products, 
known and accepted by car own- 
ers nation-wide. Continuous re- 
search and development insure 


that Texaco will always have out- 
standing products. 

2. The best and biggest national 
advertising program...constantly 
selling Texaco Dealers to car 
owners everywhere. 

3. The best point-of-sale promo- 
tion material to help bring cus- 
tomers in and bring them back! 
4. The best customer credit card 
— in fact, the only petroleum 
credit card honored nationally, 
under one sign. 

5. The best retailer policy — 
Texaco helps its Dealers to mar- 
ket nationally-advertised and 
accepted TBA products. 

6. The best opportunity to cash 
in on “touring” business — be- 
cause Texaco customers at home 
like to stop at Texaco stations 
when on the road. This means 
you have more than 40,000 other 
Texaco Dealers helping you. 


A solid future is one of the advantages 
of being a Texaco Distributor or a 
Texaco Dealer. Proof: 683 of our Dis- 
tributors have been with us for 20 years 
or more—some as long as 45 years. 
20,096 Texaco Dealers have been with 
us for 10 years or more — some more 
than 45 years. There may be an oppor- 
tunity for you in the Texaco family. 
Get in touch with the Texaco Division 
Office nearest you. 


& 
'N FREEDOM 
NG FoR PROGRESS 


Division Offices: Atlanta, Georgia; Boston 16, Massachusetts; Buffalo 5, New 


York; Butte, Montana; Chicago 4, Illinois; Dallas 1, Texas; 


Denver 3, Colorado: 


Houston 2, Texas; Indianapolis 1, Indiana; Los Angeles 5, California; Minneapolis 
3, Minnesota; New Orleans 16, Louisiana; New York 17, New York; Norfolk 2, 


Virginia; Seattle 1, Washington. 


Want more facts? Use Reader Service Card Page 101 





Still time to 


WIN! 
WIN! 
WIN! 


FIRST PRIZE 


BUICK LESABRE 


(or a comparably priced U. S.-made car of your choice) 
The stunning LeSabre 4-door is the most popu- 
lar Buick. Equipped with heater and defroster, 
radio, white sidewall tires. Ultra-power Wildcat 
engine. Twin-Turbine automatic transmission. 
Delivered ready to drive. 








7 SECOND PRIZES OF AN 


RCA COLOR TV S&T 


RCA’s sleek new Southbridge lowboy brings the ultimate in ‘‘Natural 
Living Color.’’ Color-Quick tuning, all controls lighted. Three-speaker 
Panoramic FM Sound setup doubles as a stereo speaker unit. 


VDT FourtH Prizes 
of 4 SPORT JACKET 
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a7 THIRD PRIZES OF A 


PH co PORTABLE TV 


The new 17-inch-screen 


Philco New- Matic 
Slender Seventeener is 
as light and trim as a 
brief case. New-Matic 
Remote Control changes 
channels with only a 
squeeze. A rotating 39- 
inch antenna telescopes 
out of handle. 
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New featherweight, 
weatherproof nylon jack- 
et is ideal for all sports. 
Bright new colors and 
smart cut make it the 
most versatile jacket 
you’ve ever owned. Zip- 
, per front. Elastic back, 
‘KF ully washable. 
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YOU WIN WHEN YOUR CUSTOMERS WIN IN THE 
Ov PONT $100, 000 “LUCKY 7” CONSUMER CONTEST 


Here’s all you do: 

1. Ask your Du Pont No. “‘7’’ jobber salesman or mail the coupon below to 
order your Contest Promotion Kit, including Official Entry Blanks and 
complete contest details. 





2. When you receive your kit, be sure to put your 
name, your firm name and address in the cou- 
pon portion of the Official Entry Blank. This 
identifies you with your winning customers so 


you can win, too. Ol PONT 
Hand out Official Entry Blanks to all your cus- AUTO 


tomers. The more you hand out, the greater 


your chances of winning. POLI S ‘al 


AND CLEANER 

You profit from extra sales, too! Winning 
customers also receive big bonus a when they 
have purchased a Du Pont No. Product. This 
means sales are building to a peak as more and more 
people enter the contest. Make sure you have a full 
supply of all No. Products ready. Order from 
your Du Pont No. jobber salesman today! 

The Du Pont “Lucky 7"" Dealer Sweepstakes is subject to 
federal, state and local regulations. Dealer Sweepstakes 
closes midnight, August 15, 1959. 


R. H. Donnelley Corp. 
230 E. Sandford Bivd. 
Mount Vernon, N. Y. 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 


Rush FREE Du Pont ‘‘Lucky 7” Contest Promotion Kit consisting of: 
Official Entry Blanks, Display Material, Complete Dealer Sweepstakes Details. 


MAIL TO: 
DEALER NAME 


MAIL THIS COUPON 
TODAY to: 





ADDRESS 





CITY ZONE STATE 


(This will be used as your shipping label. Please print carefully.) 








FOR YOUR FREE 


DU PONT “LUCKY 7" CONTEST 


PROMOTION KIT 


Contents: Merchandise—4th Class Matter 
SAJ-96 This parcel may be opened for postal inspection if necessary. 


nN 
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Better products, faster from your Federal-Mogul jobber: 


THOUSANDS OF TYPES AND 
SIZES of engine bearings are 
available in the complete 
Federal-Mogul quality line. 


More types, more sizes...so you can repower 
any engine with Federal-Mogul quality bearings 


Whatever the make or model car, you get speedy service 
on the right bearings . . . turn out better jobs faster! 


saertit ENGing , J " 
Ss _ Combine rapid service with top-notch work—presto, you have a 


+ oer | profitable engine-rebuilding business! But good overhauls depend 
on the bearings you use, and service hinges on the availability of 
parts. So build your reputation for being fast and good on the 

aeanne ' complete line: Federal-Mogul quality bearings. 


Thousands of types and sizes of engine bearings are available in 
a hurry from your Federal-Mogul jobber. He’ll supply you with 
the right piston-pin bushings, shims, nuts and bolts, and recon- 
ditioned or rebabbitted connecting rods, too. You’ll never have to 
turn down or delay a job when you rely on Federal-Mogul 
bearings! 

Better bearings faster—that’s why most mechanics prefer Federal- 
Mogul. You will too! Call your Federal-Mogul jobber. 


FEDERAL-MOGUL ®™ BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 


Want more facts? Use Reader Service Card Page 101 SOUTHERN AUTOMOTIVE JOURNAL for June 1959 
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“Let me know when you discover a soft brake pedal.” 





We Women See 
Your Shop Petticoat 


| YOUR average woman cus- 
tomer. 

I’m Mrs. Brown, Miss Jones, Mrs. 
Smith. 

I'm the secretary, nurse, house- 
wife and department store sales- 
clerk. 

I’m the lady that Good House- 
keeping says influences 50% of all 
retail purchases of tires, motor oil 
and gasoline at your shop. 

You know me: I roll into your 
shop for more than gas and oil. 

When my brake pedal pushes 
down to the floor and when my 
ammeter needle sticks after start- 
ing, I come to you for help. 

I’m the one that calls you when 
I’ve got a flat on the road or when 
I can’t get the car started. 

You come running whenever I 
cry “Help!”, and then after I get 
service (ingrate that I am), I some- 
times turn to your competitor for- 
ever after and give him all my 
work. Maybe you don’t know why. 
I'll tell you. 


Whether you are the service shop 
of a dealer, independent garage 
operator or station, I want prompt 
service and thoughtful considera- 
tion. You missed somewhere if I’m 
not coming back. I need assurance 
of a straight, clean, honest and ef- 
ficient job. You’ve got to prove 
every time I come to you that you 
know your job thoroughly. Slip up 
once and I’m off of you. 

When I’m in a spot, don’t capital- 
ize on my woman’s ignorance of 
the mechanical workings of a car. 
If you want my business, take the 
time and patience to explain what’s 
wrong. Don’t treat me as if I 
couldn’t catch on even if you did 
explain. Take the trouble to in- 
terpret the dial readings on testing 
machines to me. Show me what 
you mean by tire wear; let me see 
the spark plug wire that has to be 


By JANE MERRILL 
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“Explain on your machine what you find wrong with my motor.” 


ls the Hand That 
Rocks “Rocking” You? 


A veteran observer puts 


| 
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replaced; explain why a dirty 
carburetor needs cleaning and, if 
possible, show it to me and com- 
pare it with one in good condition. 

Don’t throw part of your job 
onto me and expect me to take it. 
Moreover, if you’re busy, a nod of 
acknowledgement or a signal you’ll 
be with me, will hold me for 
awhile. 

You think that’s the other guy’s 
shop I’m talking about? No, it’s not, 
it’s yours. 

Let me remind you: The other 
morning when I called you at 7:30 
on a flat, your mechanic used my 
jack and left it standing out in the 
alley when he got through. I had 
to disassemble it and secure it in 
the luggage compartment. That 
was you. 

Last winter I quit you, one of the 
big downtown dealers to whom I 
always used to take my car. I final- 
ly gave you up. Do you know why? 
Whenever I'd pay my bill, your 
service salesman would say, “You'll 


29 





‘ving 


a 


+s 


Sete 


With the wheel off, this woman customer is shown that her brake lining 
is approaching the critical point. No doubt is then left in her mind. 


find your car out back behind the 
garage.” 

I’ve sweated too often maneuver- 
ing that car out of its tightly park- 
ed niche, up a ramp and down 
through the shop onto the crowded 
street. Is it asking too much to have 
you untangle it for me so I'm ready 
to go? 

I expect your mechanics and 
helpers to keep their minds on 
what they’re doing. Do you know 
that John drained my oil pan the 
other day on an oil change and for- 
got to put in new oil? I know that 
seldom happens—but it did. 

Maybe his attention is disrupted 
too often; maybe he’s yanked off a 
job every two seconds for some- 
thing else. You can’t blame me for 
blowing my top. A little closer at- 


“Now I see my wheels really are out of alignment.” 


tention and you’d have been spared 
the abject apologies and loss of 
needed business. 

It’s a funny thing, but a lot of us 
women get the impression that you 
sometimes look for defects that 
aren’t there and overlook glaring 
ones that are. I'll tell you what I 
mean: 

When I got out on the road one 
day and stopped for servicing, the 
young attendant looked me in the 
eye and said as though he had 
caught me redhanded, “‘You need a 
fan belt, lady.’”” Now I had bought 
one only a week ago in town. With- 
out a challenge I responded, “This 
time I'll have to let it go.” 

First chance I got, I had another 
shop check. I knew I didn’t need 
a fan belt. But I’m not mad at that 


youngster. He will learn with time 
that sound business is built on 
sound practices. 

No one could be more grateful to 
a shop and its keen mechanics 
than a woman who has escaped 
some dilemma, or even disaster, 
due to car failure. Here’s what I 
mean, and let me give credit where 
credit is due: It was an independent 
garage that caught it. I’d left the 
car for nothing more than lubri- 
cation and when I got back, Mr. 
P.... had my car sitting on the 
front-end machine. While he had a 
mechanic turn the steering wheel, 
he showed me a wobble in the 
wheel at mid-turn, indicating a 
flat side in the steering shaft worm. 

Conscientious operator that he is, 
he noticed it as he jockeyed my car 
about. Calmly, seriously, Mr.P... 
explained the inherent danger. He 
didn’t want me to drive a car in 
hazardous condition. 

That what I mean about finding 
the important things. I want you to 
worry about my safety. I’d rather 
lose my life to old age than to a 
worn-out brake lining. 

Here’s another angle: We’re liv- 
ing in an age of science and great 
technical progress. Like a lot of 
women, I respect the efficiency of 
the machine. I trust the new test- 
ing equipment that takes the guess- 
work out of _ troubleshooting. 
You’ve got a powerful weapon on 
your side if you can show me and 
prove by the dials and quivering 
needles my car needs the job you 
say it does. 

Perhaps this incident will make 
it clearer: I was having hard start- 

(Continued on page 74) 


“So that’s why my car won't siart!” 





By E. M. LOWERY 
Technical Editor 


A™ the wrong type of comebacks slowing down 
your shop traffic? If the number of your shop’s 
daily repair orders are decreasing, there must be a 
reason. Since the number of automobiles are increas- 
ing, it would be well to find out “why.” 

Repeated visits to a shop to get the same item cor- 
rected soon get “old” to the customer and he is very 
likely to go elsewhere for service requirements. 

We recall a case, although foreign to our industry, 
that is apropos and will illustrate the point. A few 
weeks ago a friend had one of his major electric 
household appliances to fail. The manufacturer’s 
authorized service department was called, the trouble 
reported and the customer was advised that it would 
send out a serviceman. But there would be a mini- 
mum C.O.D. service charge of $7.50, plus any ma- 
terial used. 

The serviceman came out, made the usual checks, 
installed a new thermostat and the bill was paid. 

The next day the unit still did not operate proper- 
ly, so another service call was made and another 
$7.50 paid. However, the new thermostat was re- 
placed gratis. 

Again, the unit would not function. The third 
service call was made at which time the customer 
was advised that all of the functional parts of the ap- 
pliance were worn out and must be replaced, or else 
purchase an entirely new unit. The last advice was 
taken and a new appliance was purchased—but from 
another firm. 

We sometimes wonder just how often such as this 
happens in our business. Particularly so when shop 
traffic slows down. 

The list of reasons why customers change service 
departments is a long one. We will consider a few 
that apply to almost any shop and ways to prevent it. 

First, we must inspire confidence. It’s probably 
true that there is room for more customer dissatis- 
faction in the short period between the time the cus- 
tomer comes in and the job goes to the mechanic 
than all the rest of the time the car is in the shop. 
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SAJ's veteran technical editor, who heads up a 
shop force of nearly 100 at Lander Motors in 
Atlanta, discusses comebacks and how they can 
be minimized to increase your R.O.'s 


Failure to greet him promptly and courteously won’t 
inspire confidence. 

Next, we must understand the customer’s needs. 
This is often the toughest part of the first few 
minutes. He says he wants a tune-up. But for what 
does he want the tune-up? Gas mileage? Sluggish 
pick-up? Acceleration miss? Rough idle? 

After all, a general tune-up may not catch the 
cause of the customer’s specific complaint unless the 
man who writes the order finds out what the need 
is—and asks the mechanic to do something about it. 

The customer says he has a bad shimmy condition 
and wants the front-end aligned. Is “shimmy” an ac- 
curate description, or is it a vibration due to some 
other cause? 

The customer who prescribes his own medicine, or 
doesn’t describe the symptoms properly, is leaving 
the shop wide open for a service job that doesn’t fix 
what’s wrong. 

So it would be worthwhile to spend a few minutes 
getting to the root of the customer’s troubles. It’s im- 
portant to get a complete understanding of what’s 
bothering the owner. 

The simplest way to uncover the customer’s basic 
need is to ask him questions. Suppose an owner asks 
to have his steering gear checked. Now perhaps you 
could check the steering gear thoroughly and do good 
work on the job he asked for, but never find any- 
thing wrong and therefore never fix the cause of 
the owner’s visit. Result: Dissatisfaction and a prob- 
able comeback. 

But suppose the man taking the order tries to dis- 
cover the need? He can simply ask, “What trouble 
have you had with your steering?” 

If the customer’s answer is that the car leads to 
the right, the serviceman knows the cause of the 
difficulty could be wheel alignment or improper tire 
inflation. He can suggest that the shop test the car to 
determine the cause of the trouble. 

Now it’s not always possible to find out the cus- 
tomer’s basic need by asking questions. Noises and 
faulty performance, for instance, are hard even for 
the owner to describe exactly. Then a road-test or 
instrument check is in order. 

Spending time talking to the customer and testing 
his car can do something else besides helping the 
shop fix the car right: It builds the customer’s con- 
fidence in the place. He has been allowed to talk 
about his problems. He gets his troubles off his chest 
and he sees the serviceman shoulder them. When the 
serviceman talks and as he tests, he displays the 
shop’s ability to handle the job. 

That builds confidence, and when the customer is 
confident, he is pre-sold on the quality of the job. 
He doesn’t have those nagging doubts that can build 
up to a gripe later, no matter how good the job is. 

Not every trouble can be located exactly, of course, 
even after testing. When the cause can be pinpointed, 
a confident-sounding diagnosis builds the customer’s 
confidence in the shop’s ability to fix the car. When 
it can’t be pinpointed, perhaps you should avoid a 

(Continued on page 82) 





Small-Fleet Jobs 


WEST HADLEY AVENUE By C. THOMAS 
oC eee ee 


HE Tillman brothers, Bob and 
Barney, recently completed 
their new garage, Tillman Bros. 
Automotive, Inc., Las Cruces, N. 
M., perhaps unconventional in 
many respects. 
PARKING AREA For several years the brothers 
HALF ACRE 
were in the petroleum transport 
business and, at the same time, 
distributed L. P. gas to larger 
STALLS users in their territory. 
Servicing L. P. gas users, the 
Tillmans did considerable convert- 
ing of trucks and tractors to the 
L. P. carburetion. This led to 
operating a garage to service 
farm machinery. Experience with 


MACHINE this type work led them into the 
ROOM garage business. 
, - “Our garage, covering 7,400 


bad Coe : |. square feet, with half an acre of 
parking was designed to conform 
to modern usage, rather than 
PARTS DEPT ‘OFFICE CONCRETE SLAB built more conventionally,” said 
36 X 30 Bob Tillman. 
Even the location is unconven- 
SUMP tional. The garage is neither on, 
nor easily accessible from, any 
ie highway. It is situated where resi- 
| STEAM dence ends and wholesale firms 
begins. 
ery “Our location,” said Barney, “is 
ae ideal. We get no shoppers. Our 
customers have no trouble locating 
us.” 

In starting out, the Tillmans 
solicited small-fleet operators— 
fleets of a half- and one-ton rat- 
ing, rather than over-the-road 

(Continued on page 90) 
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At the steel-top workbenches that drain into oil tubs beneath, one mechanic 
rebuilds a semi-automatic transmission, another gets ready to disassamble a 
unit and a third cleans parts of a Hydra-Matic at The Flying Dutchman shop. 


Smooth Shifting from $20,000 
to $75,000 in “Automatics © 


By A. L. vanKAN 


Owner, The Flying Dutchman 
Arlington, Va. 


LITTLE over two years ago I 

began repairing automatic 
transmissions out of the one-car 
family garage adjacent to my 
home, grossing as a one-man opera- 
tion $20,000 in ’57. 

By the close of ’58 I had added 
three mechanics and was exceeding 
$75,000 out of the 50’ by 36’ build- 
ing I had constructed to take care 
of expanded business. Business had 
developed so fast in automatic 
transmissions that it was now 
comprising 95% of my general 
automotive repair volume. 

Automatic transmission repair 
is very profitable. Knowhow pays 
well. True, there’s an element of 
gamble in automatic transmissions 
because a major repair may run 
into more time than estimated and 
prove a loser. On the other hand, 


a small repair may be very profit- 
able. Your profit lies in the great- 
er number of times you estimate 
right, when through knowhow you 
hit the trouble right on the nose. 
It’s hitting it right most of the time 
that keeps you well ahead and able 
to absorb an occasional losing job. 

There is a vast potential in auto- 
matic transmissions for the shop 
that gains thorough mastery. Some 
people are afraid of automatic 
transmissions. Car owners are 
afraid of the high prices that labor 
and parts will come to on a repair 
job. Many shops are afraid of the 
automatic transmission and will 
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not touch it. Customers sometimes 
go from shop to shop on a noise in 
a unit or on a burned-out unit. 
Staggering prices at a general shop 
or failure to assure correction send 
drivers to the specialist. That’s how 
we thrive. 

On a burned-out unit we rebush 
all units, replace all clutches, seals 
and gaskets, check governors and 
our bill may come to about $100. 
On a torn-out unit there is a $25 
extra charge. 

Supplementing an accurate a- 
nalysis the first time are a good 
shop setup, time-saving equipment 
and skilled personnel who are 
specialists in particular units. 
These build customer confidence. 
Practically every customer brings 
a new customer. That is our only 
advertising. 





A complete set of adjustment tools mounted on a tool 
board is maintained at each of the mechanic's stalls. 


Last week a ’58 Cadillac came in 
here after it had gone the rounds of 
three dealers. Each shop had esti- 
mated $400 to correct an auto- 
matic transmission that stayed in 
low gear and would not upshift. 
Replacing the governor from which 
a weight had come off, our price 
was $26 for labor and parts. 

In a complaint where the trans- 
mission slips and the shift pattern 
is off, we always check fluid first 
and then drive the car around. So 
often drivers and even garages fail 
to check fluid level, when the ad- 
dition of fluid would correct the 


trouble. If this does not correct it, 
we look for leaks. In educating our 
customers we stress how important 
it is to keep a check on fluid level 
to catch leaks before the transmis- 
sion is burned up. We insist that 
they check promptly as soon as the 
automatic transmission behaves out 
of order. 

We are set up to make automatic 
transmissions, tune-ups or any 
other repair profitable. A year and 
a half ago when I put up this 
$4,000 cinder block building my- 
self after clearing the backyard 
of trees, I gave thought to time- 


This 50’ by 36’ cinder block building was constructed to handle the ex- 
panded volume. Clearing the land of trees, rock garden and fish pond 
himself, vanKan estimates his savings may have amounted to 50 to 80%. 


Author A. L. vanKan gets ready to install front pump 
bushing in a Hydra-Matic in his well-equipped garage. 


saving procedures. I put in two 
eight-foot workbenches with draw- 
ers and steel tops that drained into 
oil tubs. Three of our four over- 
head doors admit cars right into 
stalls with twin-post lifts. Each 
stall has its own complete set of 
tools (four sets of tools in all), so 
that no mechanic loses time or 
temper walking around in search 
of an adjustment tool or power 
wrench. 

A board is set up at each stall 
with indicated spot for each tool. 
We have our transmission jacks, 
bumper jacks and floor jacks, our 
press, grinder and wall display 
board of automatic transmission 
bushing knockers in all sizes. 

Having been schooled in me- 
chanics in Holland, and spending 
some four and half years gathering 
automotive repair experience in 
independent garage and _ service 
station during the six years of my 
residence in this country, I believe 
the automatic transmission may 
have come a little easier to me 
through my training abroad in the 
Diesel engine. But when I got start- 
ed, I bought an old automatic 
transmission, disassembled it and 
studied each unit, learning where 
each part belonged and what its 
function was. When a problem 
turned up that I could not satis- 
factorily explain to myself, I turn- 
ed to technical literature on the 
automatic transmission, digging out 

(Continued on page 95) 
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- We'll Give Corvair 
A Whole-Hog Fling! 


F AND when the franchise for 

General Motors’ new compact 
automobile is available, we most 
certainly will take it on. We surely 
would not want another local 
dealer to have the Corvair fran- 
chise with which to meet the com- 
petition of foreign small cars and 
the anticipated Lark-led parade of 
American-made “compact” cars. 

We would display all models of 
this projected new rear-engined 
Chevrolet-conceived Corvair. We 
would never try to market such a 
product halfheartedly but would 
give it a fling on a whole-hog 
basis. 

First, we would try to make a 
good analysis of the market for 
such a car, so we would be pre- 
pared to meet local competition. 
So far, the small cars have not 
sold very fast in the Athens area, 
but the publicity and advertising 
of new domestic, as well as 
foreign, models might change this. 

Should we get the Corvair fran- 
chise, we would prepare to service 
all units in our trading area—and 
we would want to service them. 
We have consistently run better 
than average on Chevrolet’s fixed 


By DURWARD WATSON 


President, University Chevrolet, Inc. 
Athens, Ga. 


The author is a past president of 
his state association. Since 1938 he 
has been a member of Chevrolet's 
Atlanta zone Dealer Planning 
Committee every other year. In 
1955 he was chairman of the 
national Chevrolet Dealer Plan- 
ning Committee. He has been a 
civic leader, heading the Athens 
Kiwanis Club in 1948 and the 
Athens Chamber of Commerce in 
1956. During his latter tenure 
Athens was selected as the site 
for a big Westinghouse factory. 


coverage and we would try to do 
likewise for the Corvair. 

In our book, a good service de- 
partment is one of the strongest 
selling tools an auto retailer can 
have. 

We would go ahead on the 
GMAC floor plan in financing our 
inventory of Corvairs. After 22 
years in this business, we are sure 
that the GMAC financing plan is 


most economical and best for our 
operations. 

If the Corvair sells at competi- 
tive prices, there will not be much 
to give away in trade discounts! 
The dealer must protect his gross, 
which probably will prove low in 
this line. 

We would do our best to get 
a good volume of Corvair sales as 
long as we could realize a fair 
profit. Still we would endeavor to 
meet competition. 

The problem for us—and any 
other dealer—to work out is to 
avoid depressing the used-car 
market for our high-priced line. 
The used-car market has been fine 
this spring, enabling us to make 
good trades on later-model cars. 

In fact, business has improved 
so much over last year that we 
wonder what another price line 
would do to our sales volume! 
During the first four months this 
year our volume is considerably 
above last year. 

It will not only be interesting— 
but a challenge—to see what the 
imminent new American “com- 
pact” cars will do to our business 
—and for our business. 


What's Coming with Corvair, 
Falcon and Valiant? 


What problems can be anticipated with the 
arrival this fall, beginning with General 
Motors’ Corvair, of the Big Three's compact 
cars? What are the inventory and sales 
angles which will revolve around the units 
designed to lap up some of the market which 
has skyrocketed and which the Lark and 
American have been busily serving, along 
with an increasing number of foreign cars? 
The author was president of the Georgia 
Automobile Dealers Association in 1951 and 
has been a franchised dealer for a generation 
or more. All dealers are invited to comment 
on this developing phase of their business. 
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The author checks a tune-up, one of many profitable jobs in his shop. 


SPORTS CARS: 
$100,000 Yearly for Our Shop 


W: PREPARE sports cars for the 
race track, a specialty in our 
general automotive repair business 
that levered service volume from 
$3,000 a month in March ’57 to 


better than $8,000 a month by 
November ’58. 

At present we are approaching 
$9,000 a month, the prime portion 
of it sports-car preparation. 

Track results of the sports cars 
we have prepared have proven 
the best advertising a shop can 
have. Track results are the test 
of your skill, your ability to pro- 
duce. Your reputation grows and 
your shop draws new customers 


By STOVER L. BABCOCK 


Owner, Gasoline Alley 
Washington, D. C. 


steadily. When a sports-car racer 
wants his car to give maximum 
performance, he is looking for ab- 
solute tops. For this he will seek 
you out and willingly pay well. 

Sports-car preparation was a 
natural for us. My mother and 
father owned the Langhorne 
Speedway, which I promoted dur- 
°46, °47 and 48. I had a dirt-track 
race car from '36 to ’46, and over 
the years have been affiliated with 


different sports-car racing clubs, 
participating in obstacle races over 
flat surfaces set up with pylons, 
instructing drivers in sports-car 
racing, and serving on the contest 
board of tye Sports Car Club of 
America. I have been in competi- 
tive sports-car racing since ’57. 
On the track, cars we prepare 
bring results. This is the only pro- 
motion a shop needs to prove it 
has the knowhow and skill to pre- 
pare race cars. We do no adver- 
tising of any kind, but sports-car 
enthusiasts have shipped us their 
cars in boxcars from as far away 
as Poughkeepsie, N. Y. One of our 
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This fast little unit’s clutch is 
getting a last-minute check before 
the car goes on the track. 


Stover L. Babcock (left) displays 

to an interested customer a show- 

case of prizes won over the years 
in sports-car racing. 


“Look how this tailpipe has de- 
teriorated,” he tells this owner. 


prime aims in sports-car prepara- 
tion is to give such a good job 
that it will do our advertising. 

Here are examples of the kind 
of jobs we do. In one race car we 
pulled the engine, balanced it, 
lightened the tappets, milled the 
head, lightened the valve and did 
a complete valve job. We installed 
a competition clutch, completely 
regasketed it, matched and polish- 
ed intake ports and manifold. This 
job amounted to $449. 

On another job of special cam 
with unknown quantity, we put 
in larger pistons and sleeves, com- 
pletely overhauled the transmis- 
sion and overdrive, balanced the 
engine and all new bearings, 
lightened the tappets, degreed in 
cam to proper proportion. This job 
brought us $869. 

If there is an inclination toward 
racing and the driver expects to be 
competitive, a job cannot be cheap- 
ly done. The level of these prices 
prevails wherever sports cars are. 
A shop’s trading area does not 
have to be moneyed to build vol- 
ume. If a solid reputation is estab- 
lished for first-rate and depend- 
able work, customers will come 
from distant points. The immedi- 
ate area may yield less volume, 
but reputation will do the rest. 

What is absolutely essential to 
any shop aspiring to prepare rac- 
ing sports cars is qualified me- 
chanics (underline that word 
“qualified”) and the proper equip- 
ment. At an investment of approx- 
imately $15,000 we consider essen- 
tial a chassis dynamometer, an os- 
cilloscope, along with vacuum 
gauge, dwellmeter, tachometer, 
air-fuel-ratio gauge, front-end 
machines, valve refacers and re- 
seating machines, valve spring 
testers, distributor-testing ma- 
chines and all the necessary mo- 
tor-testing equipment. 

I consider a dynamometer abso- 
lutely necessary for race-car prep- 
aration in order to simulate road 
conditions. It should supplement 
motor-analyzing equipment, which 

(Continued on page 92) 





























ur Alignment Sales Are Up 25% 


By JAMES E. LARTZ 


Owner, Jim’s Auto Service 
Wheaton, Md. 


B Y CLOSE attention to tire wear, 
we have gained 25% annually 
in wheel alignment in the last four 
years. 

Since ten wheel alignment jobs 
bring about eight wheel-balancing 
jobs, wheel balancing has had a 
20% yearly gain. 

I think that 80% of our repeat 
business is due to the appreciative 
customers whose tires we have 
saved from getting worn out with- 
in a couple of weeks, whose dollars 
we have saved through conscien- 
tious inspection and whom we 
have educated to recognize tire 
wear when they see it. 

When we notice tire wear, we 
put a car on the jack so that our 
customers can see and feel what 
we have discovered. On a jack it 
is possible to shake the wheel. 

If a customer is not around, we 
note our findings on our repair or- 
der as “wheel alignment needed.” 
We explain that hitting holes on 
the road and especially hitting the 
curb knocks wheels out of align- 
ment. 

Four out of ten customers will 
give us a green light promptly to 
go ahead and align the wheels, and 
two will return in a couple of days. 
In other words, six out of ten are 
concerned enough about their tires 
to want to stop excessive wear 
promptly. 

I even cite my own case to driv- 
ers in talking about tires. Putting 
my own car on the wheel align- 
ment machine periodically, I got 
42,000 miles out of my tires. 

Very frequently a customer will 
come in and ask for an alignment 
job because he noted a shimmy. 
In such cases I prefer taking the 
car out for a road-test with the 
customer to find out at what speeds 
a shimmy occurs. 

Is it at 30mph on rough roads? 
For the car may not need a wheel 
alignment job at all. It may need 
only a balancing job, and having 
tires X’d. 

We make an extra effort to edu- 
cate the customer to having his 
tires checked at least weekly for 
air pressure. Sometimes tire wear 
is nothing more than underinfla- 


Top: “Here’s how you feel the tire for uneven wear,” the author tells 
the prospect, “Try it yourself.” Above: Sometimes he jacks up a car 
to demonstrate to a customer how a wheel shakes. Most alignment jobs 
have also brought increased volume in wheel balancing at this garage. 


tion. Rear wheels get very little 
wear from underinflation. In a re- 
cent case there was a weak spring. 
We took care of the spring first, 
and then aligned the wheels. 

In our customer education pro- 
gram on tires, we instruct the cus- 
tomer how to watch for tire wear. 


We put him through the same pro- 
cedure as we use: taking the palm 
of his hand, showing him how to 
run it across the tire tread and 
how to bring it back. 

If the tread cuts into his fingers, 
it indicates tire wear and need of 

(Continued on page 78) 
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New-Car 
Salesmen 


By C. THOMAS 


ELLING is an art at El Paso 

(Texas) Ford Auto Center, Inc., 
which placed second saleswise in 
the entire Denver district last year. 
Furthermore, for the past year its 
parts and service averaged out 
112.8% of absorption. 

No attempt is made to reduce 
selling to a science. The sales force 
varies from 20 to 25 salesmen, 
fluctuating as new recruits are en- 
listed to replace the washouts. On 
the average, four new recruits re- 
place as many washouts a month. 

A salesman who doesn’t con- 
sistently average better than $500 a 
month for himself in commissions 
doesn’t last on this sales force. 

Chuck Ashmore, general sales 
manager, screens all applicants. 
Ashmore, who has screened hun- 
dreds of applicants for sales posi- 
tions, freely admits he cannot tell 
by a man’s personal appearance 
and a half hour’s conversation 
whether or not he is interviewing 
what is going to be a top salesman. 

Just like any other individual,-he 
can tell immediately if the ap- 
plicant is the type salesman he’d 
like to have sell him. However, as 
a seasoned sales manager, he 
doesn’t narrow his sales force’s 
personalities down to coincide with 
his personal preferences, as he is 
aware that he must have a diversi- 
fied sales force. 

For example, there are those 
prospects who would be uncomfort- 
able trying to deal with a salesman 
subtle in his approach and manner. 
By the same token, other prospects 
who favor the suave and subtle 
salesman would be adverse to buy- 
ing from a salesman too abrupt and 
unpolished. 

Naturally, the manager has some 
qualifications all applicants must 
meet. An applicant must check out 
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This is a typical sales meeting. At least once a month these meetings 
are held at a local hotel and breakfast is served to start off the day. 


creditwise. Obviously, an appli- 
cant who can’t or doesn’t care to 
meet his own credit obligations 
isn’t considered the right man to 
try to sell others on credit. Every 
applicant’s credit standing is check- 
ed down to a detailed report from 
the local credit bureau. If an appli- 
cant’s credit rating is found sound, 
usually his morals are above re- 
proach. When investigation proves 
them otherwise, the applicant is 
turned down. 


“We show preferences to appli- 
cants who are married and be- 
tween the age of 25 and 35 and 
whose wife is unemployed. A man 
with a salaried wife is inclined to 
work until his commission check 
equals hers, then coast.” 

This dealership has no place for 
coasters in its organization. 

“It stands to reason that one 
salesman making $1,000 a month 
contacts no more prospects on the 
floor or on the lot than one mak- 


The guest speaker brought in for this sales meeting seems to be ring- 
ing the bell. Salesmen with varying backgrounds do the sales job here. 
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During a three-day promotion which featured “Buttons,” a Ringling 
Brothers clown, 33 new and used cars—strictly plus sales—were moved. 


ing $500 a month,” Ashmore said. 
“Our conclusions are that the low 
man, after reaching his monthly 
quota, runs off qualified buyers by 
his indifferent attitude.” 

The type applicant that im- 
presses this manager is a man in 
his thirties, not too bold but not 
shy or timid with strangers, and 
who has worked on an hourly-rate 
job elsewhere. 

“A man who has worked on an 
hourly-rate job knows what work 
is. He has learned how to make 
use of his time, not squander it,” 
Ashmore said. 

Most applicants are guaranteed 
$300 for their first 30 days. When 
an applicant shows that he isn’t 
going to make the grade before the 
30 days are up, he is paid and dis- 
missed. 

“We have salesmen,” said Ken 
Imus, president and genera] man- 
ager, “who never drop below mak- 
ing $1,200 a month for themselves. 
We have others who make much 
more. Three of our salesmen never 
drop below making $1,500 a month. 
We have one salesman who made 
$1,932 during January 1959. His 
February commission amounted to 
$1,400.” 


Salesman Is Ex-Trucker 


Prior to coming to El Paso Ford 
this man had been a truck driver. 

It is generally conceded that 
January, saleswise, is a poor month. 
Strange, but some of this firm’s 
salesmen who were never warned 
about January didn’t find this true! 

“Selling cars,” said Ashmore, “is 
no longer seasonable. We have 
proven that beyond a shadow of a 
doubt.” 

Sales meetings are held every 
morning at 8 and it’s imperative 
every salesman attend. These meet- 
ings deviate from the usual, as far 
as content is concerned. At these 
meetings contests are explained 
and all-of-a-sudden extra bonuses 
are explained. Perhaps the first 
ten sales that day will carry an 
extra $10 commission each. Only 
salesmen at the meeting can 
qualify for the extra bonus. 

These meetings are not held to 
put a stereotyped sales pitch in the 
salesmen’s mouths. 

On the sales force there is one 
man who, before enlisting with El 
Paso Ford, was a real estate sales- 
man, specializing in high-priced 
industrial properties. Besides him, 
and equally as high a volume car 
salesman, sits an ex-truck driver, 
and beside him sits a former suc- 
cessful insurance salesman, who 

(Continued on page 64) 
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Industry alphpBet Soup 


How many of these state, regional aiid national associations can you identify 
from their initials? Some serve car dealers, some serve factories, some have 
garage operators as members and some have wholesalers. If you nail down half, 
you're good. If you get them all, you win the grand prize of a subscription 
to Izvestia (and in that event send your proof directly to Moscow, where they 
can always prove you were wrong because they “invented” the associations 
first). Check off the ones you think you recognize. Then check yourself on page 70. 


Tefeye 
IGOK 
Tcleye 
IGOT 
HHSC 
reUy.\ 
KAWA 
KMCDA 
wy 
MAAW 
Vy. 
MADA 
MEMA 
NADA 
NAMA 
NAPA 
NASCAR 
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SOUTHERN JOBBERS 














and FACTORY MEN 


oO. C. Holaday, shown in the accepted April attire of The Valley— 
sports shirts and slacks—didn’t miss the recent IASI Show one whit. 


After 40 Years Outside He's 
On the Inside Looking Out 


By BARON CREAGER 


Southwestern Editor 


— 40 years in the automo- 
tive business with—note this— 
only five different factories, O. C. 
Holaday was instrumental in the 
installation of at least 2,000 job- 
bers. 

Now, for the first time, he is on 
the inside of a jobbing house look- 
ing out and the view is consider- 
ably different from what he ex- 
pected. Furthermore, he readily 
admits to discovering he didn’t 
know nearly as much about auto- 
motive wholesaling as he thought 
he did. 
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Holaday, who has long been 
something of a guidepost in the 
industry, severed his last factory 
connection in 1957, with the Ram- 
sey Corp., where he was then 
vice-president and service division 
manager. With his son, H. O. Hola- 
day, a former engineer with Bear 
Mfg. Co., he now operates the 
Grindle Sales Co., automotive 
wholesaler of Harlingen, Texas. 
The area is generally referred to 
as “the lush Rio Grande Valley.” 

H. O. Holaday is store manager. 
O. C. devotes himself mostly to 


sales and collections, but empha- 
sizes that he has assumed “no 
duties that I can’t leave, to go and 
come as I please.” They acquired 
the business from Mr. and Mrs. L. 
G. Grindle, who are themselves 
land marks in automotive whole- 
saling in The Valley. And don’t 
lift an eyebrow because Mrs. 
Grindle figured in the transaction. 
She was as much a part of the 
business as her husband. 

Admitting he was among those 
absent from the _ International 
Automotive Service Industries 
Show in Chicago last February, 
Holaday the elder was asked if he 
didn’t miss it. His eyes widened 
perceptibly and he echoed, “Miss 
ser” 

Then his reply was in the the 
negative form you might guess— 
an emphatic, four-letter prefix be- 
fore “No!” He confessed to 18 
holes of golf the previous Sunday, 
which had been one of the hottest 
April days on record for The 
Valley. 

“But the heat didn’t 
me,” he hastened to add. 

“In fact, the heat of The Valley 
is one of the reasons we moved 
down here in July of 1957. Cli- 
mate was what we were looking 
for. There were a couple of other 
reasons. For one thing, there are 
fewer objectionable people in the 
Valley than in any other sector of 
the United States. And, due to the 
freeze that wiped out citrus crops 
before I came in, plus a drought, 
the economy was about as low as 
it could get. It had to go up. There 
was no other direction left.” 

Holaday asserts that “down 
here” the heat is much more bear- 
able than it is in St. Louis, where 
there is little movement of air. 

“We like it and I work harder 
here than I ever did on the road. 
By that I mean that I put in more 
hours, but with less effort be- 
cause I am not under pressure. 

“In some respects, being in 
business in the Valley is a lot dif- 
ferent from what I expected it to 
be. For so many years I was ac- 
customed to the big industrial 


bother 
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areas where people who work get 
their money as they earn it. Here, 
everything hinges on agriculture. 
From the over-all viewpoint, busi- 
ness is fine, but counter business 
varies as much as 50% from day 
to day. 

“Another surprise was that I 
found I had a lot to learn about 
the jobbing business and that I 
didn’t know as much about it as 
I thought I did. It is also quite 
interesting to observe and study 
the sales promotion programs and 
policies of different manufactur- 
ers. From this side of the counter, 
understand. Many of the big-name 
manufacturers are still trying to 
do business with the same policies 
they had 30 years ago. The 
younger companies have policies 
and programs much better suited 
to today’s business. The result is 
that many of the big companies 
are overhauling those outmoded 
policies.” 

Despite his many years of ex- 
perience dealing with jobbers, 
Holaday found a more difficult 
task than he expected in the 
actual operation of a store of his 
own. 

“Much of the unexpected diffi- 
culty,” he points out, “results 
from the mass of detail work 
brought about by the great num- 


ber of different items it is now 
necessary to stock for new models 
of motor vehicles. Specifically, 
post-War II models. 

“Also, there is a multitude of 
small accounts, instead of a few 
big accounts. Why, we send out 
more than 500 statements a 
month. That doesn’t sound like 
many statements for a big com- 
pany, but this is a little com- 
pany.” 

Holaday thinks men in the auto- 
motive industry should look ahead 
to retirement by establishing, in 
advance of retirement, some little 
automotive business. 

“Then they will know what 
they are going to do and they will 
be in a business where they know 
their way around.” 

Holaday started in 1917 in the 
accounting department of Repub- 
lic Motor Truck Co., Alma, Mich., 
and also served as_ production 
manager for the Transport Truck 
Co., also of Alma. Later he was 
cost accountant for Yellow Coach 
Co., Chicago. 

In 1927 he became purchasing 
agent for the Bendix Brake Co., 
South Bend, and this firm ad- 
vanced him to replacement sales 
manager in 1931. In 1939 he joined 
Ramsey Corp. as_ vice-president 
and sales manager and from 1952 


James W. Cassedy, 55, Washing- 
ton legal counsel for NSPA, gen- 
eral counsel for MEWA and co- 
legal counsel for ASIA, died 
May 1 in Washington, D. C., fol- 
lowing an operation for a serious 
ulcer condition, which apparenily 
developed suddenly. A native of 
Brookhaven, Miss., Cassedy was a 
district attorney and judge in his 
home state before moving to the 
nation’s capital to accept a position 
with the Department of Justice, 
later joining the staff of the 
Federal Trade Commission. Recog- 
nized as an authority on anti- 
trust laws, he appeared before 
various congressional committees 
in support of measures to protect 
small business. 


until 1957 served the same firm ~s 
vice-president and service divisicn 
manager. 


Southern attendees of ASIA’s 1959 Sales Management Institute, a five- 
day instruction course on sales administrative ideas and procedures 
of pertinence to wholesaler sales executives, held recently at Wake 
Forest College, Winston-Salem, N. C., included: 1—Ralph L. Albertson, 
Hutchinson, Kan.; 4—Jack M. Burton, Richmond, Va.; 5—Edward 
Coward, Jr., Mobile, Ala.; 6—Carl E. Crowe, Bristol, Va.; 11—W. Berke- 
ley Grizzard, Roanoke Rapids, N. C.; 12—Conard Caraway, Tampa, Fla.; 
13—Samuel D. Harvey, Ashland, Ky.; 14—Joseph R. Harvey, More- 
head, Ky.; 15—Howard T. Hicks, Alexandria, Va.; 17—T. E. Long, 
Bristol, Tenn.; 20—James E. Millsap, Springfield, Mo.; 21—Dan W. 
Mooney, Charleston, W. Va.; 22—Cecil Morris, Greenville, S. C.; 23— 
Oscar Newberry. Spartanburg, S. C.; 25—Jack R. Phillips, Waynes- 
boro, Va.; 27—Wayne Braden Skelton, Blytheville, Ark.; 29—Jack D. 
Vanover, Nashville, Tenn.; 34—J. E. White, Jr., Orange, Texas; 35— 
= % 2 Bey! and the following gs! members: 
—Frank G. McKenzie, Bluefield, W. Va.; 38—Carl S. Johnson, Char- *: arters j anta. Ga. 
lotte, N. C.; 39—Henry Buchanan, Winston-Salem, N. C.; 40—Richard oe ee Mon ae “a id 
A. Melvin of ASIA; 41—Henry D. Ostberg, New York City, and 42— BRIO Tepeesene pabeaeaiy 
Ray Barnett of Chicago. Co. from 1938 to 1950. Most re- 
7 cently he was district manager for 
a | World Bestos in South Carolina, 
Georgia and Florida. Wright was 
Southeastern division sales man- 
ager for World Bestos for 15 
years. 


Lanford-Wright Sales Co. 
Is Formed in Atlanta 


OHN T. Lanford and W. A. “Bill” 
ey Wright have formed the Lan- 
ford-Wright Sales Co., manufac- 
turers’ representatives for a num- 
ber of major automotive lines in 
Kentucky, Tennessee, North and 
South Carolina, Georgia, Florida, 
Alabama and Mississippi, with 


Vaco Appoints Florida Firm 


Roy Bridges & Associates of 1202 
South West Ist Ave., Gainesville, 
Fla., has been named to represent 
Vaco Products Co. in the South- 
east. The firm was formerly re- 
presented by Sidney Butz & Asso- 
ciates, Tampa, Fla. 
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This is the new home and well-equipped machine shop of Piedmont 

Auto Supply in Spartanburg, S. C. Ample parking is permitted in 

front. Note the guard rails protecting pedestrians along sidewalk ad- 

jacent to the building. Shown in the shop is Marshall Folk, assistant 

foreman. Oscar Newberry claims to be “janitor” as well as the presi- 
dent. 


AWTAE Meeting to Pull 
Bigger Attendance 


__ increase in representa- 
tion is expected at the annual 
convention of Automotive Whole- 
saler Trade Association Executives 
in Oklahoma City on June 20-21, 
according to Tom Payne, president 
of AWTAE. 

The new representation is ex- 
pected from South Carolina, Ken- 
tucky, Illinois, Ohio, Montana and 
Arizona and from the Virginias- 
Carolinas Automotive Wholesalers 
Association. 

This should increase representa- 
tion from 14 states, represented at 
Chicago last February, to 22, said 
Payne. 

Payne, of Okmulgee, Okla., is 
also executive secretary of the 
Automotive Wholesalers of Okla- 
homa and is an Oklahoma state 
senator. 
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He made the announcement 
from his hotel room in Oklahoma 
City, where he has been attend- 
ing the current session of the 
Oklahoma legislature, but at the 
moment Payne was incapacitated 
and recuperating from a visit to 
an Oklahoma City hospital and 
light surgery. His doctor would 
not permit legislative activity, but 
Payne keeps in touch with de- 
velopments from his hotel. 

He said that at the time he had 
not had a response from an invita- 
tion to B. W. “Whit” Ruark to ad- 
dress AWTAE. Ruark is co-execu- 
tive secretary of the recently 
formed ASIA. If he were not to 
be available, Payne asked that 
someone appear for him who 
could report the progress of ASIA 
and discuss a cooperative arrange- 
ment between ASIA and _ state 
associations. 

Other 


discussions definitely 


AA 
} 


J. L. Daniell, shown here, well- 
known in the Southern after- 
market for more than a genera- 
tion, has resigned as senior vice- 
president in charge of sales for 
Pullman Vacuum Cleaner Corp. 
and has founded J. L. Daniell Co., 
sales contractors, 522 North Mc- 
Donough Street, Decatur (Atlanta), 
Ga., which will represent Pullman 
and other automotive lines, plus 
some industrial firms, in the Caro- 
linas, Georgia and Florida, James 
W. “Billy” Smith has joined the 
new company and others will be 
added to the sales force, according 
to Daniell, who has served a num- 
ber of manufacturers since first 
entering the aftermarket in 1933. 


scheduled for the AWTAE con- 
vention are reciprocal agreements 
and trade-out information. 

“AWTAE has no secrets,’”’ Payne 
commented, in pointing out that 
a fully-informative press release 
will be distributed immediately 
after the meeting. 


James O. Ford, counterman at 
Keenan Auto Parts Co.’s main 
store and warehouse in Albany, 
Ga., was selected to be a member 
of the United Motors Countermen’s 
Council for 1959. The group met 
last month in Anderson, Ind., 
where with UMS executives they 
toured manufacturing facilities, 
exchanged ideas and reviewed 
UMS promotion programs. 
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Officers of AWAT include (Il. to r.): 
Shot” Nelson of Kingsport, retiring president; George 
W. Kinnie of McNutt & Burks, Inc., Knoxville, presi- 


J. Matthew “Hot 


School-Trained Mechanics Are 
Few, Turner Tells Tennesseans 


i training schools 
in our country are not grad- 
uating enough mechanics to serv- 
ice the teachers’ cars.” 

That’s what Mel Turner, veteran 
Chicago garage operator and vo- 
cational director for the Automo- 
tive Service Industry Association, 
told the annual convention of the 
Automotive Wholesalers Associa- 
tion of Tennessee at Lookout 
Mountain, Ga., last month. 

He also stressed the need for 
more up-to-date teaching manuals 
and displayed a copy of ASIA’s 
new booklet listing aids for teach- 
ers of mechanics available from 
ASIA manufacturer members. 


A panel discussion on a wide 
variety of questions submitted by 
AWAT members occupied one 
afternoon session of the conven- 
tion. Participants were James C. 
Parker of Chattanooga, T. E. Long 
of Bristol, John W. Duke of Nash- 
ville, E. W. Windsor, general 
manager of automotive sales, The 
Sherwin-Williams Co., Cleveland, 
Ohio, J. Paul Saunders of Bowling 
Green, Ky., and Grant Roy of At- 
lanta. The moderator was William 
C. “Bill” Herbert, editor of 
SOUTHERN AUTOMOTIVE JOURNAL. 

Approximately 40 questions 
were handled. Nearly a dozen re- 
lated to price-cutting and distri- 


Plans for the annual convention of the Automotive Wholesalers Associa- 
tion of Louisiana at the Capitol House, Baton Rouge, Oct. 16-17 were 
made at this recent directors’ meeting (1. to r.): seated, H. M. Himel, 
Jr., of Hammond, W. Preston Barnes of Baton Rouge, AWAL’s treas- 
urer; Sid Farr of Alexandria, Bob Cook and Martin Charbonnet of New 
Orleans; standing, Harold Delhommer, Jr., of Lafayette, of the associa- 
tion’s management institute committee; John Preston of Shreveport, 
vice-president; Willard Casso of Donaldsonville, Oscar Kagan of New 
Orleans, Harold Delhommer, Sr., of Harold’s, Inc., Lafayette, president; 
Jules L. Lamothe of Baton Rouge, executive secretary; John Walton of 
New Orleans, Jack Broussard of Baton Rouge and Jack Hodges of 
Lake Charles. 
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dent; Mike Cochran of Camden, vice-president, and 
T. Keith Broyles of Nashville, executive secretary. The 
attendance set a new convention record, totaling 300. 


bution practices involving anti- 
freeze and spark plugs. 

The annual banquet was ad- 
dressed by J. McEwen Cherry of 
Nashville, president of AAR. 

Among the _ speakers besides 
Turner and Cherry were Presi- 
dent Andrew W. Holt of the Uni- 
versity of Tennessee, Paul Rand 
Dixon, counsel and staff director 
of the U. S. Senate subcommittee 
on anti-trust and monopoly, B. W. 
“Whit” Ruark, co-executive secre- 
tary of ASIA. 

A cocktail party was sponsored 
by Automotive Booster Club B-44. 

Directors of the association in- 
clude John Church of Pulaski, J. 
Tinsley Smith of Nashville, May- 
ford Bell of Knoxville, Herman 
Whitehead of Waynesboro, R. H. 
Chilton, Jr., of Nashville, J. Mat- 
thew “Hot Shot” Nelson of Kings- 
port, James M. Rippey of Colum- 
bia, Russell W. Johnson of Chatta- 
nooga, Robbins Mitchell of Motor 
Parts Co. of Tennessee, Carl A. 
Shults of Gallatin, Glyn G. Bounds 
of Knoxville and Henry E. Hal- 
bert of Memphis. 

The Burris M. Gibbs memorial 
award was presented to John W. 
Duke of Nashville in recognition 
of his outstanding service to the 
industry and the association. 
Gibbs, a founder end past presi- 
dent and former Knoxville jobber, 
died several years ago. 


Muskogee Store Moves 


Opening of Economy Auto 
Parts, Muskogee, Okla., at a new 
location at 112 N. “C” St., with 
approximate floor space of 8,000 
square feet, a large, convenient 
parking lot and an increased sales 
force of three, has been announced 
by Owner J. E. Graves. 

(More Jobber News on page 126) 
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SERVICE and MAINTENANCE 














Lark's Front Sus 


A” cars ride better, steer easier 
and have better road stability 
when the front suspension system 
is in tip-top condition. Just servic- 
ing a front-end is one thing, but 
servicing it correctly assures tip- 
top condition. 

Let’s look at the Lark. 

Coil springs are used in the 
front suspension on all Lark 
models. The lower end of the coil 
spring is seated on the control arm, 
and the upper end in a recess in 
the front crossmember (Figs. 1 
and 2). 

Threaded steel bushings are 
used at the outer pivot pins of 


both the upper and lower control 
arms. The inner pivot shafts of 
both the upper and lower control 
arms have rubber bushings and 
require no lubrication. 

A front stabilizer bar and links 
are used on all models equipped 
with the V-8 engine to improve 
steering stability and control body 
roll. The stabilizer bar is attached 
to the lower control arms through 
rubber bushings. The links connect 
the bar to the frame through 
rubber bushings. 

Rubber rebound bumpers at- 
tached to the frame side rail di- 
rectly above the ends of the front 


Below is Fig. 1 and, at bottom, Fig. 2. 


ension 


crossmember cushion the down- 
ward movement of the upper con- 
trol arm. 

Upward movement of the lower 
control arm is cushioned by rub- 
ber jounce bumpers which are 
mounted on the lower control 
arm. 

Two tie rods, a reach rod and 


i 


— 
= 
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By E. M. LOWERY 
Technical Editor 


a single bellcrank (which is 
mounted in the center of the front 
crossmember) are used on all 
models. The reach rod, connected 
between the pitman arm and the 
bellcrank, is situated along the 
lower left side of the engine. 
Caster and camber adjustments 
are made by turning the upper 
control arm outer pivot pin. 
Direct-acting-type shock absorb- 
ers are used on all models. They 
are located within the coil springs 
and operate on a vertical plane. 
Both bushings and bearings are 
used in the steering knuckles on 
all models. A bronze bushing is 
used in the upper section of the 
steering knuckle and a _ needle 
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bearing is used in the lower sec- 
tion of the knuckle. 

Stabilizer shaft and links as- 
sembly—removal: 

Remove the nut and bolt from 
the upper end of the stabilizer 
shaft links (Fig. 3). Remove the 
two cap screws holding the stabi- 
lizer shaft to the lower control 
arm and pull the shaft and links 
assembly down and outward to 
free the shaft bushing retainer 
clips from the slots in the control 
arms. 

Disassembly: 

Remove the link lower bushing 
clip clamp bolts. Spread the clips 
and remove the links from the 
stabilizer shaft. Remove the lower 
control arm-to-stabilizer shaft 
bushing retainer clips. Slide the 
four rubber bushings from the 
stabilizer shaft. (If the bushings 
are to be replaced with new ones, 
the old bushings can be split with 
a knife or hacksaw to simplify 
removal.) 

Reassembly: 

Clean the stabilizer shaft to re- 
move dirt, oil or grease. Apply 
gasoline or naphtha to the inside 
surface of the rubber bushings and 
slide the bushings on the shaft to 
their proper locations. (Do not 
cut or split the bushings.) 

Assemble the lower end of the 
links on the link bushing and in- 
stall the bushing clamp bolts, nuts 
and lock washers but do not 
tighten. 

Installation: 

Install the _ shaft-to-lower-con- 
trol-arm bushing retainers. Insert 
the retainer in the slots on the 
control arms, pushing the shaft in 
and upward. See that the rubber 
bushings are properly aligned with 
the bushing retainers and install 
and tighten the retainer-to-con- 
trol-arm screws. 

Align the links and lower bush- 
ings with the frame brackets and 
install the bolts to fasten the up- 
per end of the links to the frame 
brackets. Tighten the bolts secure- 
ly. Tighten the clamp bolts at the 
lower end of the links to clamp 
the rubber bushing in place. 

Front spring—removal: 

Raise the front of the car and 


Above: Fig. 3 
Right: Fig. 4 


support it with stationary jacks 
under the frame. The front of the 
ear must be high enough to allow 
the end of the control arm to clear 
the floor when it is released (see 
Fig. 4). Place a roller jack under 
the extreme outer end of the lower 
control arm and raise slightly to 
support the control arm. Do not 
position the jack under the 
knuckle pin. 

Remove the front shock absorb- 
er. 

Remove the wheel, hub and 
drum, and backing plate. Do not 
disconnect the front brake flexible 
hose; fasten the backing plate to 
the fender inner panel. 

Remove the upper 
bumper. 

Disconnect the tie rod outer end 
from the steering arm. 

On models equipped with a 
stabilizer bar, disconnect’ the 
stabilizer bar from the lower con- 
trol arm. 

Remove the two upper control 
arm inner _ shaft-to-crossmember 
retaining bolts. Also, loosen the 
inner shaft bushing capscrews suf- 
ficiently to allow the shaft to turn. 

Pull the upper control arm out- 
ward and lower the jack. Be sure 
that the upper control arm is out 
far enough to clear the frame 
crossmember (see Fig. 5). 

Lower the jack and control arm 
until the spring is free. 

Remove the spring. 

Installation: 

Place the top end of spring into 
the crossmember and position the 
spring on the lower control arm. 

Caution: The spring must be in- 


rebound 








July: Troubleshooting the Cooling 


You're going to see some "steamers" if you don't watch 
the jobs rolling through your shop. That's why Ed Lowery is 
discussing cooling system maintenance and troubleshooting. 
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stalled with the closer coils to the 
top and the lower coil end toward 
the center line of the car. Be sure 
that the lower coil is placed over 
the lip of the seat in the lower 
control arm to prevent the spring 
from slipping while it is being 
compressed (see Fig. 4). 

Place the roller jack under the 
extreme outer end of the lower 
control arm and slowly raise the 
jack. Make certain that the upper 
control arm is clear of the cross- 
member while the jack is raised. 
After the spring is compressed suf- 
ficiently, position the upper con- 
trol arm and inner shaft over the 
frame crossmember. 

Use a drift punch to align the 
inner shaft and crossmember holes. 
Install the capscrews. For safety 
reasons, use a wrench for position- 
ing and holding the capscrew nuts. 
A short piece of masking tape will 
help hold the nut and washer to 
the wrench. Torque the capscrews 
to 75 to 80 ft.-lbs. 

Replace the 
bumper. 

Replace the backing plate as- 
sembly, the hub and drum and 
wheel. Adjust the front wheel 
bearings according to _ specifica- 
tions. 

Replace the tie rod and torque 
to specifications. 

Replace the stabilizer bar, if so 
equipped. 

Lower the jack. 

Install the front shock absorber. 

Remove the car supports. 

After car is on the floor, tighten 
the upper control arm inner shaft 
bushing capscrews to 50 to 55 
ft.-lbs. 

Check the front wheel align- 
ment. 

Front shock absorbers: 

Direct - acting non - adjustable 
shock absorbers are_ standard 
equipment on all models. The front 
shock absorbers are mounted with- 
in the front springs. The upper 
end of the shock absorber extends 


upper rebound 


47 





Fig. 5 


up through the crossmember and 
frame side rail and is connected 
to a bell-shaped bracket riveted 
on top of the frame. The lower end 
of the shock absorber has a hori- 
zontal bar set in a rubber bushing 
in the mounting eye. The hori- 
zontal bar is bolted to the lower 
control arm. 

Removal: 

To remove the front shock ab- 
sorber, remove the pal nut and re- 
taining nut at the upper end of 
the shock absorber. To prevent 
turning of the shock absorber, hold 
the shock with a small wrench on 
the flats provided at the end of 
the shock absorber shaft. 

Remove the grommet retainer, 
grommet and grommet seat. Re- 
move the two lower fastening bolts 
at the control arm (see Fig. 6) and 
thread the shock absorber out of 
the coil springs. 

Remove the grommet and grom- 
met retainer from the shaft at the 
upper end of the shock absorber. 

To remove and install the hori- 
zontal bar and bushing, use an 
arbor press and a suitable sleeve 
to press the bar, bushing and 
sleeve out and in. Avoid grasping 
the exposed position of the shock 
absorber shaft with tools or mar- 
ring the shaft finish as this will 
damage the seal and shorten the 
life of the shock absorber. 

Installation: 

Install the grommet retainer and 
grommet on the stud at the upper 
end of the shock absorber. Place 
the shock absorber in position in- 
side the coil spring and install the 
two bolts to hold the horizontal 
bar at the power end of the con- 
trol arm. 

Install the grommet seat, grom- 
met and grommet retainer. Install 
the retaining nut and pal nut on 
the upper end to fasten the shock 
absorber to the frame bracket. 

Lower control arm assembly: 

Rebound and jounce bumpers: 

Rubber jounce bumpers (8, Fig. 
7) are fastened to each of the 


48 
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lower control arms to prevent 
damage to the suspension parts on 
severe bumps. To remove the 
jounce bumper, remove the stud 
nut through the hole in the lower 
side of the lower control arm, and 
take the rubber bumper off the 
top of the arm. 

Rubber rebound bumpers, which 
support the supension when the 
car is lifted from the frame or 
when a wheel drops into a hole, 
are mounted on brackets on the 
top of the frame, just under the 
outer ends of the upper control 
arms. The bumpers are removed 
by pulling out the portions that 
are turned under the bracket and 
then slipping the bumper off the 
bracket. 

Lower control arm assembly— 
removal and disassembly — all 
models: 

Raise the front end of the car 
high enough so that the the lower 
control arm will clear the floor 
when the spring is relieved. Sup- 
port it with stationary jacks under 
the frame just to the rear of the 
engine rear crossmember. Remove 


the wheel assembly. Disconnect 
the front stabilizer shaft from the 
lower control arm if so equipped. 
Remove the front shock absorber 
and front spring as outlined under 
“front spring’ and “shock «ab- 
serber.” 

Disconnect the inner end of the 
lower control arm. Remove the 
threaded bushings (9, Fig. 7) from 
the outer end of the lower control 
arm (6). Remove the tapered lock 
pin (10) by driving it upward with 
a suitable pin punch. Then, using 
a brass drift, drive the lower con- 
trol arm outer pin (12) out of the 
lower steering knuckle support, 
permitting removal of the lower 
control arm (6) and grease seals 
(11). 

Before the inner shaft can be re- 
moved from the control arm, the 
rubber bushings must be removed. 
Use the J-5472 tool set to remove 
the bushings. First, place the 
J-5472-4 large receiver over one 
insulator and screw the 12” x 214” 
capscrew into the other end of the 
shaft. 

Turn the inner shaft in the con- 
trol arm and install the J-5472-6 
large spacer to prevent distortion 
of the control arm. 

Using an arbor press, move the 
inner shaft down so that the lugs 
on the shaft contact the outer 
shell of the lower insulator. Con- 
tinue to press until the outer shell 
is flush with the flange on the 
control arm. 

Put the control arm in a vise, 
gripping near the partly removed 
insulator, and knock the insulator 
the rest of the way out with a 
hammer and blunt chisel. Remove 
the capscrew from the inner shaft 


Fig. 7—Numerals indicate capscrew (1), lock washer (2), retainer (3), 
bushing (4), inner shaft (5), control arm (6), spring pad (7), jounce 
bumper (8), bushing (9), lock pin (10), grease seals (11) and outer pin (12). 
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Fig. 8 — J-5472-1 large installer, 
J-5472-3 small receiver and J-5472-6 
large spacer. 


and install it in the other end of 
the shaft. Using the large receiver 
and large spacer as before, remove 
the second bushings in the same 
manner. 

Reassembly and 
all models: 

Insert one end of the inner shaft 
in one member of the control arm, 
push in as far as possible, swing 
the opposite end into position and 
insert it in the other member of 
the arm. Then place the J-5472-6 
large spacer in position between 
the ends of the control arm as 
shown in Fig. 8. 

Start the rubber bushings in the 
holes at either end of the control 
arm. Place a J-5472-1 large in- 
staller in position on each bushing 
and, using an arbor press, force 
both bushings in place until the 
shoulder on the outer sleeve of 
the bushing is seated against the 
control arm. Do not attempt to 
seat the flange of the bushing on 
the control arm. Install bushing 
caps (3, Fig. 7), lock washers (2) 
and capscrews (1). 

After the control arm has been 


installation — 


Fig. 11—J-5472-25 bar, J-5472-5 
small spacer and J-5472-3 small 
receiver. 


Fig. 10—Numerals indicate bolts, nuts 

and lock washers (1), inner shaft (2), 

bushing (3), retainer (4), lock washer 

(5), capscrew (6), upper control arm 

(7), bushing (8), grease seal (9) and 
outer pin (10). 


installed in the car and the weight 
of the car is on the springs, tighten 
the capscrews to 65 ft.-lbs. (9.0 
kg-m) torque. 


Fig. 12—J-5472-2 small installer, 
J-5472-5 small spacer and J-5472-3 
small receiver. 
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It is necessary to spread the 
outer ends of the lower control 
arm .015” (0.38 mm.) feeler gauge 
which is inserted between the out- 
side edge of the control arm and 
one prong of the calipers. 

After setting the calipers, posi- 
tion the outer end of the lower 
control arm at the lower steering 
knuckle support and install the 
outer pin, with a grease seal, on 
the pin on each side of the steering 
knuckle support. 

Using a screwdriver in the slot 
provided in the end of the outer 
pin, turn the pin and align the 
slot at the center of the outer pin 


and the hole of the lower knuckle 
support and install the lock pin. 

Then install the spreader tool 
J-2044 between the inner surfaces 
of the outer ends and spread the 
outer ends until the outside di- 
mension is equal to the setting of 
the calipers (see Fig. 9). 

Centralize the outer end of the 
control arm on the outer pin. In- 
stall the bushings and tighten 
them securely. Then remove the 
spreader tool. Make sure that the 
control arm turns freely on the 
outer pin. 

Be sure that the shock absorber 
mounting bolts are seated in the 
control arm before installing the 
spring. Install the front spring pad 
and spring and complete the in- 
stallation of the lower control arm 
as outlined under “front spring— 
installation.” Install the front 
shock absorber. Connect the stabi- 

(Continued on page 78) 
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Fixing — Tips 
on the 


1959 Ford 
onvertible Top 


By E. M. LOWERY 
Technical Editor 


H™ are some “fixing” tips on the ’59 Ford’s con- 
vertible top which may come in handy for you: 
If the top cannot be lowered or raised satisfactorily, 
or if it fails to operate at all, and the trouble is not 
readily apparent, make the following mechanical, 
electrical and hydraulic checks to find the cause of 
the trouble. Always check the battery before making 
any of these checks. 
Symptoms 
Top does not retract. 


Possible Causes 
Top control switch. 
Low battery charge. 
Motor. 

Circuit breaker. 

Faulty wiring. 

Hydraulic cylinder. 

Air in hydraulic system. 

Insufficient hydraulic 
fluid. 

Bent linkage. 


Top action sluggish. Low battery charge. 
Faulty wiring. 
Hydraulic cylinders. 
Air in system. 
Insufficient fluid. 


Bent linkage. 


Top sides operate 
unevenly. 


Hydraulic cylinders. 
Bent linkage. 


Rear rail area out of 
adjustment. 


Top does not stack. 


Rear rail area out of 
adjustment. 

Balance link bracket 
adjustment. 


Side rails do not fit. 


Top control switch. 
Low battery charge. 
Motor circuit breaker. 
Faulty wiring. 
Hydraulic cylinder. 
Air in system. 
Insufficient fluid. 
Bent linkage. 


Top does not raise 
from stack. 


Bent linkage. 

Header bow out of 
adjustment. 

Header dowels out of 
adjustment. 

Pivot bracket adjustment. 

Toggle clamp adjustment. 

Door window adjustment. 

Quarter window adjust- 
ment. 

Weatherstripping. 


Top does not latch. 


Header bow adjustment. 
Rear rail area adjustment. 
Toggle clamp adjustment. 
Door window adjustment. 
Quarter window adjust- 
ment. 
Weatherstripping. 


Top leaks. 


Mechanical checks: 

1.—If the action of the top is slow, raise and lower 
it slowly and look for bent or misaligned linkage. 

2.—If binding is noted when clamping the top at 
the header, check the alignment of the door and the 
quarter windows with the side rail weatherstrips. 
Also check the top sag adjustment and toggle clamp 
adjustment. 

For adjustment -procedures, see “top adjustment.” 


Fig. 1—Header bow adjustment. 
BLIND. NUTS 
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Electrical checks: 

Battery charge: 

The battery charge should be 
determined before making any 
electrical checks, because a par- 
tially discharged battery will 
cause slow motor and pump op- 
eration. 

To check the current draw in 
the top operating circuit, discon- 
nect the black wire at the circuit 
breaker (located on the right 
fender apron) and connect an am- 
meter in series in the circuit. Op- 
erate the top control switch and 
note the ammeter readings. The 
current draw should be 20-40 
amps operating, and 40-50 amps 
stalled, with a voltage reading of 
9-10. 

Current in excess of 75 amps 
indicates a frozen pump or cylin- 
der or a mechanical obstruction. 
Low amperage with the motor 
running and no top movement in- 
dicates a defective pump or low 
fluid level in the reservoir. 

Top control switch: 

1.—Connect one terminal of a 
test lamp to the black (feed) wire 
of the top control switch and 
ground the other lead. If the test 
lamp does not light, there is an 
open or short circuit between the 
battery and the switch. 








July: Paint Shop Problems 


Bet you have been having some headaches in your painting 
operations. Next month Technical Editor Lowery, whose men 
hit these knots daily, will outline solutions he's found. 








2.—If there is voltage to the 
switch, connect a jumper wire be- 
tween the black (feed) wire and 
the red wire, and then between 
the black wire and the yellow 
wire. If the top motor operates, 
the switch is faulty and must be 
replaced. 

Circuit breaker: 

If there isn’t voltage to the top 
control switch, connect a jumper 
wire across the terminals of the 
circuit breaker (situated on the 
right fender apron) and operate 
the switch. If the top motor op- 
erates, the circuit breaker is faulty 
and must be replaced. If there isn’t 
voltage to the circuit breaker, 
check the black wire from the cir- 
cuit breaker to the starter relay. 

Switch-to-motor wires: 

Disconnect the yellow and the 
red switch-to-motor leads at the 


Fig. 2—Balance link adjusting bracket. 


MAIN PIVOT 


BUMPER SCREW BRACKET SUPPORT 





MAIN PIVOT 


BRACKET SUPPORT BALANCE LINK 


* 
BALANCE LINK ADJUSTING 
SCREW (SIDE RAIL SAG) 


VIEW IN DIRECTION OF ARROW AA 


BALANCE LINK ADJUSTING 
BRACKET MOUNTING SCREWS 


junction block near the motor. 
Connect a test lamp between the 
yellow wire and a ground and 
check by operating the top con- 
trol switch to raise the top. 

Connect the test lamp between 
the red wire and a ground and 
check by operating the switch to 
lower the top. If the test lamp 
does not light in either case, the 
wire from the junction block to 
the switch is open or shorted. 

Motor: 

Check the operation of the mo- 
tor by connecting first one motor 
lead and then the other directly 
to the battery positive terminal. If 
the motor operates in either case 
but will not operate when hooked 
into the wiring harness, check the 
wiring harness again for short or 
open circuits. If the motor will not 
work when hooked directly to the 
battery, check the black (ground) 
wire from the motor. If the motor 
still does not work, it must be 
replaced. 

Hydraulic checks: 

Faulty hydraulic system opera- 
tion can be caused by lack of fluid, 
leaks, air in the system, obstruc- 
tions or kinks in the hoses, or 
faulty operation of a cylinder or 
the pump. 

Fluid level check: 

1.—Remove the rear seat and 
raise the top. 

2.—Place absorbent cloths be- 
low the filler plug. 

3.—Remove the filler plug and 
check the fluid level. It should be 
level with the bottom edge of the 
hole. 


Fig. 3—Main pivot bracket adjustments. 
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4.—If the level is low, check the 
system for leaks, adding heavy- 
duty brake fluid as necessary. 

Lift cylinder check: 

Remove the rear seat and the 
quarter trim panels, operate the 
top control switch and observe the 
operation of the lift cylinders for 
the following: 

If one piston rod moves more 
slowly than the other, the cylinder 
with the slower rod is defective 
and should be replaced. 

If both rods move slowly, or do 
not move at all, disassemble and 
repair the pump. 

Top adjustments: 

Header bow adjustment (Fig. 1): 

If the top is misaligned, correc- 
tions should not be made until af- 
ter a check has been made for bent 
linkage. All pivot points in the top 
linkage should be lubricated peri- 
odically with light engine oil. 

Before aligning the top, visually 
determine if the trouble results 
from top misalignment and/or 
window misalignment. It may be 
necessary to align both the top 
and the windows because of the 
relationship between the two. Ad- 
justments of the door and quarter 
windows must be checked and any 
necessary changes made _ before 
making top adjustments. These 
windows must be fully closed to 
insure proper adjustment. 

Header area adjustment: 

Header bow: 

The header bow can be adjusted 
fore and aft to provide alignment 
with the header. 

1.—With a pencil, mark the 
present location of the joint be- 


tween the header bow and the side 
rail. This mark provides a measur- 
ing point for adjustment. 

2.—Raise the top to a satisfac- 
tory working level, prop it in posi- 
tion and remove the screws that 
hold the front part of the side rail 
forward weatherstrip to the side 
rail and the header bow. It is not 
necessary to remove the entire 
weatherstrip. 

3.—Using a putty knife, loosen 
the front part of the weatherstrip 
from the side rail and the header. 

4.—Loosen the blind nuts (Fig. 
1), move one or both sides of the 
bow fore or aft to get proper 
alignment at the header and 
tighten the nuts. 

5.—Loosen the dowels and lower 
the top to check adjustment. 

6.—After making sure the 
dowels are aligned with their 
striker plates, tighten the dowels 
in position. 

Dowel adjustment: 

The header bow dowels must be 
aligned with their striker plates in 
the header bow. After making any 
top adjustment, check the dowel 
alignment and adjust if necessary. 
After removing the header bow 
weatherstrip, the dowels can be 
moved laterally by merely loosen- 
ing the screws. 

Toggle clamp adjustment: 

The toggle clamps that hold the 
header bow against the header can 
be adjusted to provide a good seal. 

1.—To determine which side is 
not sealing, check the weatherstrip 
between the header bow and the 
header. Both toggle clamps need 
not be adjusted unless necessary. 


2.—Release the toggle clamps 
and thread the toggle hook in or 
out until adequate sealing pressure 
is applied at the header weather- 
strip. 

Balance link adjustment: 

The balance link adjusting 
bracket is mounted on the main 
pivot bracket support (Fig. 2). Two 
adjustments are provided at the 
bracket. Sliding the bracket in the 
elongated mounting holes permits 
proper stacking of the top in the 
well. Turning the Allen head ad- 
justing screw in the bracket cor- 
rects sag in the side rails. 

Side rail sag: 

If the side rail sags above the 
door glass, adjust as follows: 

1.—Use the top of the door glass 
and quarter glass as reference 
points to determine the proper 
level of the side rail. 

2.—Have the top locked in the 
fully-raised position. 

3.—With an Allen wrench, turn 
the adjusting screw in the balance 
link adjusting bracket down to 
raise the side rail. 

4.—If the side rail is too high, 
or crowned, above the windows 
(this does not usually occur), turn 
the adjusting screw up to lower 
the side rail. 

Top stack: 

When the top is stacked, it may 
be too high or too low in the well. 
If the top stacks too high, it will 
be difficult to fasten down the boot. 
If the top stacks too low, the 
folded side rails may pinch the 
top material and the resultant 
chafing may wear a hole in the 
material. To obtain proper stack- 
ing, proceed as follows: 

1.—If the top stacks too high 
in the well, loosen the balance link 
adjusting bracket mounting screws 
and slide the bracket forward to 
lower the top in the well. 

2.—If the top stacks too low in 
the well, loosen the balance link 
adjusting bracket mounting screws 
and slide the bracket rearward to 
raise the top in the well. 

3.—After the top is properly 
stacked, adjust the bumper screw. 


Fig. 4—Motor and pump disassembled. 
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Main pivot bracket adjustments: 
The main pivot bracket (Fig. 3) 
is mounted on the main pivot 
bracket support. The support is 
mounted to the inner quarter panel 
and the wheelhouse extension. The 
main pivot bracket and its support 
provide for shifting of the entire 
top assembly, fore and aft, up and 
down, and laterally. Because 
movement of the main pivot 
bracket will disturb several ad- 
justments, move this bracket only 
after other adjustments have 
failed to solve a specific problem. 

Fore and aft adjustment: 

This adjustment moves the top 
assembly straight forward or rear- 
ward to obtain a good fit between 
the rear side rail weatherstrip and 
the rear edge of the quarter glass. 

1.—Loosen the screws which re- 
tain the main pivot bracket sup- 
port to the inner quarter panel 
and to the wheelhouse extension 
(Fig. 3). 

2.—Shift the entire pivot brack- 
et support fore or aft as required 
to bring the rear side rail in proper 
relationship to the quarter glass. 

3.—Check the quarter glass op- 
eration and tighten the mounting 
screws. 

Vertical adjustment: 

This adjustment moves the top 
assembly up or down to obtain a 
good fit between the rear and cen- 
ter side rail weatherstrip and the 
top of the quarter and door glass. 

1.—Loosen the screws which re- 
tain the main pivot bracket to its 
support (Fig. 3). 

2.—Shift the main pivot bracket 
up or down as necessary to level 
the side rails with the quarter and 
door glass. 

3.—Make sure the weatherstrip 
is not bottomed on the glass 


Fig. 5 — Reservoir 
cover position. 


frame, and tighten the screws. 

Lateral adjustment: 

This adjustment shifts the top 
assembly sidewise to obtain a good 
seal between the side of the rear 
side rail weatherstrip and the side 
of the quarter glass frame. 

1.—Loosen the screws which re- 
tain the main pivot bracket to its 
support. 

2.—Shift the main pivot bracket 
toward either side as necessary to 
obtain the proper interference fit 
between the side of the rear side 
rail weatherstrip and the side of 
the quarter glass frame. 

3.—Check the operation of the 
quarter glass and move the main 
pivot bracket as necessary to re- 


lieve any binding’ condition. 
Tighten the mounting screws. 

4.—If proper sealing and quarter 
glass operation cannot be obtained 
with this adjustment, adjust the 
quarter glass guides. 

Bumper screw adjustment: 

Whenever the stacking of the 
top in the well is adjusted, the 
bumper screw (Fig. 2) should be 
raised or lowered so the center 
side rail is held approximately 
%” up from its fully bottomed 
position. 

Top power 
ments: 

Motor and pump: 

A pump repair kit and a reser- 
voir repair kit are available for 
service. 

Removal: 

1.—Operate the top to the fully- 
raised position. 

2.—Disconnect the battery posi- 
tive cable. 

3.—Remove the rear seat cush- 
ion. 

4.—Disconnect the motor leads 
at the junction block and discon- 
nect the ground wire. 

5.—Remove the attaching screws 
and remove the motor and pump 
assembly from the floorpan. Do 
not lose the rubber grommets. 

6.—Vent the reservoir by re- 
moving the filler plug and then 
reinstall the filler plug. The reser- 
voir must be vented in order to 
equalize the pressure. This lessens 
the possibility of fluid spraying on 

(Continued on page 90) 


assembly replace- 


“Miss Terriwiggler is our talent scout.” 
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1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 
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A—Powerglide 9, Turboglide 4. 


ABBREVIATIONS 
D—One 332 cubic inches and 


*_1¢° greater on driver's side, 
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... the emphasis is on 
personalized service” 


says R. J. PARKER, Rambler Dealer, Fresno, Calif. 


“IT guess we all like people who come through with help in a 
pinch. That’s one of the big reasons we have stayed with 
ComMerciAL Crepit PLAN for over 10 years. They can be 
depended on to help in a financial crisis, if humanly possible, 
whether a dealer or customer is involved. This is typical of 
their operation—the emphasis is on personalized service. 
Their understanding of the competitive situation and their 


flexible attitude work to the dealer’s advantage.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest CoMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 ... offices in principal 
cities of the United States and Canada. 











MAKE AND 
MODEL 


1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 
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19-23 
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CHEVROLET 6 

CHEVROLET 8 (283-cubic-inch V-8) 
CHEVROLET 8 ene V-8) 
CHEVROLET Corvette. . ‘ 
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CHRYSLER Windsor__ 
CHRYSLER Sarat 
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12-16@3800 
12-16@3800 


21@14.5” 
21@14.5” 





16@2000 


22@16” 





24-28@3500 
28@3750 
24@4600 
28@3700 


15@8.5” 
15@15.5” 
15@15.5” 
15@15.5” 


Au 


25bte 
| 33bte 


39bte 


| 16bte 





13-17@4700 


11-17@2100 
17-21@4300 


oe. 


23-29@16.4” 





29 .5@4000 


22@15” 








17-21@4300 
17-21@4000 


19-25@14.5” | 60N | 


23-29@18.2” 


60N | 
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Ca-BB 








15-19@3600 
11-15@4600 
17-21@4300 














m 300 

FORD 8 Fairiane and Fairlane 500__ 
FORD Thunderbird Hardtop 

FORD Thunderbird Convertible 


16-21@16” 
17-23@13.2” 
_® ~25@14 5” 


2@ 15” 
22@15” 


Ca-BB 


Ca-BB 
Ca-BB 








22.5@8 5” 


21@15” 








LINCOLN 








MERCURY Monterey __ 


MERCURY Montclair & Park Lane... _- 





OLDSMOBILE 88 and 98 





PLYMOUTH 6 Savoy and Belvedere __ 
— 8 Savoy, Belvedere and 


py 


7. 5bte 








PONTIAC Catalina 
PONTIAC Star Chiet and Bonneville. 


6bte 
6btc 








STUDEBAKER Lark 6 


STUDEBAKER Silver Hawk 6 
STUDEBAKER Sliver Hawk 8 


1—l4e greater on driver's side. 
atdc—After top dead center 
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@ 4000 
29.5@4000 


15” 


22@15” 


19 | 
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22-26@4400 


23.5@21” 
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CsP 
VD 


35 
35 


15-19@3600 


16-20@4600 
17-21@4000 


16-21@16” 


24-29.5@16” 
23-29@18.2” 
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CsP_ | 33-38 
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VD | 33-37 


| 33-37 


20@2900 
20@2900 


19@13.5” 
19@13.5” 


| 514-614 | 
| 514-644 





16@4000 
24@4200 
38@4000 
38@3800 


13@11” 
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1214bte 
18\4bte 
1244bte 


18bte 
22bte 


16bte 


12bte 


17bte 
20bte 


22bte 


30bte 


10bte 


12. 5bte 
12. 5bte 
12. 5bte 


| 15bte 
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CsP—Crankshaft pulley. 
D—Ford or Holley. 


ABBREVIATIONS 


FW—Flywheel. 


H—Holley. 


tdc—Top dead center. 
VD—Vibration damper. 
W—=3°btc Std. or O.D. Trans. 


Au—Automatic. E—Std. Trans. premium fuel 3°btc. N—Negative. 


BB—Bal. and Bal. 
btc—Before top center. 
o—Cold. 

Ca—Carter. 


Auto, Trans. premium fuel 6° to 10°btc. 


F—Premium fuel &° to 10° btc. 


With 361-cu.-in. engine ,Std. Trans, 3° to 10°btc. 


With Auto, Trans, 6° to 10°btc. 


RP—Rochester Products. 

St—Stromberg. 

T—4° bte Std. or O.D. Trans. 
6° Automatic Trans. 


6° btce Automatic Trans. 
—“Q” engine 7.5°btc. 
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See Your Nearest 


DIXASTEEL 


Building 


ALABAMA 
Andalusia 

Waller Construction 
Company 

Jernigan Street 
PHONE: 892 


Anniston 

The Concrete 
Products Company 
520 West 2Ist Street 
PHONE: AD. 7-2091 
Birmingham 
Atlantic Steel Co. 
Steel Building Div. 
4230 Ist Ave., South 
PHONE: WO. 1-2147 
Dothan 

Hollis & Spann, 
Contractors 

202 South Alice St. 
PHONE: 5-1910 
Huntsville 

Putnam Construc- 
tion Company 

120 Blount Street 
PHONE: JE. 4-1242 
Montgomery 
American Au Steel 
Buildings Com- 
pany, Inc. 

1701 Owens St. 
PHONE: AM. 4-7341 
James M. Horner 
3446 So. Perry St. 
PHONE: AM. 4-2995 
Piedmont 
Ellis-Allen Tractor 


Co 

104 North Main St. 
PHONE: GI. 7-4561 
Tuscaloosa 

“pause _, SemareEn 


& So 
2104 4th Street 
PHONE: PL. 2-1506 
FLORIDA 
Gainesville 
H. A. Lee Steel Co. 
1800 N.E. 23rd Blvd. 
PHONE: FR. 6-7741 
Indian Rocks Beach 
R. E. Gentle 
20116 Gulf Blvd. 
PHONE: 91-3353 
Lakeland 
G. E. Lees Con. 
1355'2 Edgewood 
Ave. 
P. O. Box 2295 
PHONE: MU. 2-3541 
Orlando 
Peninsula Steel 
Buildings Inc 
109 E. Pine St. 
PHONE: GA. 4-4091 
Ormond Beach 
Tom Daugherty 
Steel Buildings 
666 Buena Vista Ave. 
PH: ORange 7-1868 
Sarasota 
Atlas Construction 
1027 N. Washington 
Bivd. 
PHONE: RI. 7-0727 
Stuart 
Sadler Con. Co. 
612 Akron Ave. 
PHONE: 24J 
Tallahassee 
J. H. Dowling & Son 
705 W. Madison 
PHONE: 2-2616 
Tampa 
Peninsula Steel 
Buildings Inc. 
4811 North 
Westshore Blvd. 
PHONE: RE. 7-2072 
GEORGIA 
Atlanta 
Atlantic Steel Co. 
Steel Building Div. 
575 14th St.. N. W. 
PHONE: TR. 5-3441 
Brunswick 
Glynn Iron & Steel 
Co 
South End soverd 
PHONE: 284 
Columbus 
Steel Builders, Inc. 
Old Cusseta Road 
PHONE: FA. 4-2452 
Macon 
Dixie Metal Co. 
2014 Riverside Drive 
PHONE: SH. 3-7437 
Newnan 
Newnan Steel 
Building Company 
.~ E. Washington 


PHONE: AL. 3-3364 
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Dealer 


Savannah 

Savannah Iron and 
Fence Corporation 
E. President St. Ext. 
PHONE: AD. 4-5188 
Thomasville 

H & H Construction 
& Supply Co., Inc. 
P. O. Box 576 
PHONE: CA. 6-5533 
Vidalia 

Montoya Foundry & 
ne. Co. 

201 . 3rd St. 
PHONE: 4565 
Waycross 
Business, Inc. 
610 Alice Street 
PHONE: AT. 3-8358 

LOUISIANA 

New Orleans 

Metal Bldg. Prod. 


Co., Inc. 
1937 Lafayette St. 
PHONE: JA. 5-3242 
NORTH CAROLINA 
Charlotte 
Roebuck Buildings 
Company 
2400 Wilkinson Blvd. 
PH: FRanklin 5-1294 
Raleigh 
Ace Steel Bldgs. Co 
P. O. Box 2401 
PHONE: TE. 2-9752 
Winston-Salem 
True Wall Steel Co 
738 East 28th Street 
PHONE: Park 3-2494 
SOUTH CAROLINA 
Charleston 
Cc. C. Rhodes 
Lumber Co. 
441 Maybank 


Hi-way 
PHONE: SO. 6-1656 
Columbia 
Roebuck Bldgs. Co 
726 S. Edisto Ave 
PHONE: AL. 4-2942 
Roebuck 
Roebuck Bldgs. Co. 
Highway 221 
a Sptnbg 
2-315 
enaimenn 
Chattanooga 
Southern Sales & 
Export Co. 
2010 So. Willow St 
PHONE: OX. 8-2315 
Clarksville 
Thomason & Reece 
College at Second 


St. 

PHONE: MI. 7-1113 

Columbia 

it. S. White & 
So. Garden 

PHONE: EV. 8-9123 

Cookeville 

Better Homes 

Construction Co 

Cox Building 

PHONE: 693 

Jackson 

Hubert M. Owen 

Con. Co. Inc. 

373 No. Cumberland 


St 

PHONE: 2-3321 
Johnson City 

J. E. Green Co. 
Division St. 
PHONE: 707 
Memphis 

John Cassidy Const 


Co. 
801 Roland St. 
PHONE: BR. 6-7341 
Nashville 
Leon Herlinger 
4829 Corning Dr. 
PHONE: VE. 2-1960 
Volunteer Struc- 
tures, Inc 
4108 Dakota Ave 
PH: CYpress 17-5358 
Waynesboro 
Barnett Motor Co 
Inc. 
U.S. Highway 64-W 
PHONE: 17-2771 
VIRGINIA 
Portsmouth, Va. 
James T. Copley, Jr 
2618 | gad Suffolk 


PHONE: EX. 7-5801 


nly $2 a square foo 


K building 


This Drxisteet Multiple Rigid Frame Building has 41,800 
square feet of clear span working area. The complete cost, 
including sprinkler system, was only $2.71 a square foot. 


Beautiful DrxisteEEL Buildings 
offer the easiest, quickest, most 
economical way to have a mod- 
ern structure for any type of 
business . . . from small work 
shops to large manufacturing 
plants. 

$3.75 a sq. ft. for this 40 x 60 

Dixistee Building, including 

air conditioning. 


DrxisTEEL Buildings are avail- 
able in two complete lines: 
Standard, 4/12 
slope, and the new Lo-Line with 
a 114/12 roof slope. 


with a roof 


$3.87 a sq. ft. for this 100 x 120 
Dixisteet Lo-Line which makes an 
ideal clear-span bowling alley. 


a 


pixiSTEEL : 


FREE CATALOG! 


Write for your copy of this 
illustrated, descriptive booklet 
on Dixisteet Buildings. 


$3.32 a sq. ft. for this 7,000 sq. ft. 
Drxistee Building, including 
air conditioning and all fixtures. 


FREE ESTIMATES e NO OBLIGATION 


HOME OF CONVENIENT FINANCING AVAILABLE 


DIXASTEEL 


Steel Building Division 
PRODUCTS 


Atlantic Steel Company 


P.O. Box 1714, Atlanta 1, Georgia ¢ TRinity 5-3441 
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Readers are invited to contribute to— SHOP TALK. 





VETERAN WRITER RETIRING 


A personal friend of the first 
Henry Ford and of many other 
automotive “greats” is retiring this 
month from the automotive in- 
dustry. He’s David J. Wilkie, the 
first and only automotive editor 
of The Associated Press since right 


after the turn of this century. 
Dave’s byline has been read over 
the world for generations and 
there’s more to come from his 
typewriter in the years ahead, as 
he’s working on a book which will 
recall—purely from his memory 
and not lengthy records—incidents 
and experiences with the big 
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Strike It LUCKY... 


WINCASH «. BIG 


Rust 
Master 


SWEEPSTAKES 


SS 
5 . “ONCE rRarso 


Thousands of DOLLAR 
=” BILLS GIVEN AWAY.. 


PLUS 


12 Menthly Cash 
. Prizes from $25 


to. °200° 


fet Cooling SY" SYST USE NEW . . . IMPROVED 


— water. any - ner 

Prevents clogginn vonn ove et 

“insures proper heat ar 4 
S Nevtralizes harmiu! 


Parts No. 58 


NEW IMPROVED 

RUST MASTER WITH 
DEACTANE —IT'S THE 
BEST THERE IS! 

@ Prevents and disperses 


rust. 
Prevents clogging and 
overheating. 

Neutralizes harmful acids. 


vents hard water scales. 


* 
2 
@ Softens water. . pre- 
@ insures proper heat 


dissipation. 
@ Lubricates water pump 
and thermostat. 


LOOK FOR THE MYSTERY CAN 

WITH THE RED CONTENTS. 

IT CONTAINS THE LUCKY $1.00 
«+e AND A CHANCE TO 

HIT THE JACKPOT IN THE 

BiG RUST MASTER 

SWEEPSTAKES! 


©1959. 





58 Want more facts? Use Reader Service Card Page 101 


RUST MASTER with DEACTANE 
THE UNIQUE METAL DEACTIVATOR . . 


Spectacular Development 
in Cooling System Protection 











to OK FOR TRE MYSTERY CAN WITH) # 
RED CONTENTS. it’s Got the Lucky $1.00 | 


- Coupon. . . Gives You A Lucky Chance 
ae eee 
Drawings, 


eS AE 8 





* this offer expires December 31, 


Yes, to launch this astonishing new product, Rust Master 
Chemical Corp. is enclosing a serial-numbered plastic cou- 
pon in thousands of cans of New Improved Rust Master. 
You will know the lucky can by the RED contents (ordinary 
can contents are green) and the plastic coupon. Mail this 
plastic coupon to Rust Master Chemical Corp., 56 Creighton 
Street, Cambridge 40, Mass., 
Rust Master will send you $1.00 for every plastic coupon 
returned, Then, these plastic coupons will be included in the 
Big Monthly Drawings in which 12 cash prizes will be 
awarded, ranging from $25.00 to $200.00. 


with your name and address. 


1959. 


Rust Master (Mental (oyos:ation (OMe 


56 CREIGHTON ST AMBRIDGE 4 





A column of informal 

comments about the 

automotive trade and 
its problems 





names carved in this mammoth 
business. 

When that book, written in the 
clear language of Wilkie, is avail- 
able, you’ll be advised, as it will 
undoubtedly be one volume you'll 
want to preserve. 


SOLD ON SAFETY 


Memphis, Tenn. 
Gentlemen: 

Please forward us 12 “Safety 
Points for Mechanics” as listed in 
your April issue. 

We think these are very ap- 
propriate and certainly can be well 
applied to our operation. 

H. BRYAN MorrTON, 
Hoehn Chevrolet Co. 

Happy to send you the material. 
We must all do everything we can 
to minimize dangers inherently ex- 
isting in repair shops. 


NOT SOLID GOLD? 


A Mercury sedan stolen recently 
from the Millbury Motor Co., Mill- 
bury, Mass., shouldn’t have been 
too hard to find. At least, local 
police felt encouraged they could 
locate it pronto. 

The $4,600 car had a complete- 
ly gold interior. 

The thief also helped himself to 
the dealer’s registration certificate, 
his plates and $42. 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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You're SAFER with SOUTHERN 


FACTORY REBUILT 


, 3 TRUCK 


BECAUSE OF THESE 3 PLUS VALUES 





|. Only DRY-MIX linings employed 
(Our Fiber Block and Chip Block) 





2. All bonding by DOUBLE=LOCK® 
(Our famous 2-Adhesive system) 














3. And END-RIVETS in addition to bonding 
(For added safety when overloading) 


W hy settle for less when the best is available for Trucks 








6 TRUCKS 
OPERATED IN rine 
-Q— —C)— 


261 N. C. and S. C. cities and towns given free delivery and 
pick-up weekly. Up to $3.00 two-way freight allowance 
elsewhere. 


OUTHERN 


FRICTION MATERIALS CO-CHARLOTTE I,N.C. 
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GARAGEMEN TO EAT 
BUFFALO STEAKS 


Several hundred garagemen are 
going to be eating right high on 
the hog this month, ’cept it won’t 
be anything remotely resembling 
a hog. 

Said a press release (titled 
“Tighten Your Molars”) from the 
Independent Garage Owners As- 
sociation of Metropolitan Denver, 
where the annual convention of 
the Independent Garage Owners 
of America will be held June 24- 


27: 

“The Old West will live again 
when the Independent Garage 
Owners of America 1959 national 
convention takes its members to a 
buffalo steak chuck wagon dinner 
in beautiful Red Rocks Park near 
Denver. 

“This unusual dish will be 
served under the stars and around 
campfires sparkling like diamonds 
in the cool Colorado night. A group 
of Indian dancers will complete 
the Old West effect as their songs 
echo off the majestic red sand- 





MAKE MORE 
MONEY 
CLEANING 


Sunk 


with GUNK & 


and NEW Ein-Zwei-Dry POWER GUN! 


THE ORIG 


WHAT A TERRIFIC PROFIT COMBINATION FOR YOU! 
Now degrease and clean engines faster with GUNK SUPER 
CONCENTRATE using the new Ein-Zwei-Dry Power Gun. 
Cost of enough GUNK-kerosine mixture to clean the aver- 
age engine is only 35¢. Lets you make more money cleaning 


force to reach all dirty surfaces; permits thorough de- 


: é — engines at a small investment. Also ideal for degreasing 
DEGREASEF parts right on the wash rack. It's as easy as 1-2-3: 
: re 1. Power Gun sprays on GUNK with deep penetrating 


greasing in minutes, without harming engine or ignition 


system. 


2. Power Gun rinses away grease and grime emulsified by 
GUNK with non-splashing water jet; won't clog drains. 


3. Power Gun dries cleaned areas quickly with controlled 
air pressure action. 


“Be a GUNK-spert” — have your jobber demonstrate how 
it pays you to clean away grease, grime and oil with fast 
acting, safe GUNK. The best for keeping concrete floors clean, 
too. Remember, there's only one GUNK® — SUPER CON- 
CENTRATE — it’s the original and always the best! 


Banners To Advertise 
“ENGINE CLEANING 
WITH GUNK” 

Are Available On Request 
From Your Jobber. 

















(hile wer your car 
OREMOVES MRE HALARD REMOVES GREASE AND Gd 
©STOPS WIRE DETERIORATION © iMPROVES COOUNG EFFICIENCY 





GUNK CHICAGO CO., River Forest, Illinois 


“ 


] RADIATOR SPECIALTY CO., Charlotte, No. Carolina 


Want more facts? Use Reader Service Card Page 101 





stone forrnations which have made 
this park famous nation-wide.” 

Sounds like seconds might be in 
order! 


Plymouth Bulletin Deals 
With Air Conditioning 


eye Division has issued 
the following service bulletin 
on air-conditioning expansion val- 
ve: 

The expansion valve sensing 
bulb on early-built 1959 Ply- 
mouths equipped with factory-in- 
stalled air conditioning is insulated 
against under-hood temperatures 
by a wrapping of black insulating 
tape around the suction line and 
sensing bulb well. This type of 
insulating material will absorb 
and retain heat. 

In some cases, if the car is driv- 
en far enough to raise the under- 
hood temperatures and then is 
parked and _ re-started shortly 
afterward, the _ air-conditioning 
system may produce little or no 
cooling effect for some time after 
re-starting. A foam-rubber-type 
insulation entered production 
early in November 1958 to elimi- 
nate the above-mentioned con- 
dition. 

An air-conditioning refrigerant 
tubing insulation and mounting 
clamp package, part No. 2084287, 
which contains the same _ type 
foam rubber insulating hose used 
in production, is available through 
regular MoPar parts sources. This 
part is stock class code ‘P”’. 

Before installing the insulation 
package, check the sensing bulb 
in the well. The bulb should be 
fully inserted in the well and the 
shim must be properly located and 
sufficient tension exerted to hold 
the bulb in firm contact with the 
side of the well, adjacent to the 
suction line. 

Split the foam rubber insulator 
lengthwise and carefully fit it 
around the sensing bulb well and 
suction iine. Seal the insulator 
with black weatherstrip adhesive 
and insta!l the hose clamps to hold 
it in place. 


St. Petersburg Picks O'Brien 


R. J. O’Brien of R. J. O’Brien 
(Volkswagen) is the new presi- 
dent of the St. Petersburg (Fla.) 
Automobile Dealers Association. 
Vice-president is Cosby Swanson, 
Alan Peterson Motors (De Soto- 
Plymouth), and Page Harris, Dew 
Motor Co. (Cadillac), is the secre- 
tary-treasurer. 
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FILT-O-REG Does More For You! 


Does more to improve engine performance and get you satisfied customers! 


You can recommend a precision FILT-O-REG with confidence! 


*FILT-O-REG helps you reduce comeback complaints from carburetor 
troubles caused by over-pressure in the fuel system. It does the job better 

... makes your job easier ...more profitable! 
*FILT-O-REG gives engines the maximum benefits of fuel pressure regula- 
Vlew super $-300 tion. It is factory set to provide a constant, unrestricted, volume of fuel at 
Inexpensive, compact, minimum pressure, on the carburetor float valve and seat. This maintains 
precision built, universal the proper float level under all operating conditions ...speeds, loads, alti- 


style regulator — tudes, extreme weather temperatures. 
in most crampe 
engine conditions *FILT-O-REG offers you the ONLY COMPLETE LINE of pressure regulators 


Yeu improved for AUTOMOTIVE, INDUSTRIAL, MARINE engines. A correct pressure model 
“C’" MODEL r (% psi, 2 psi, 3 psi) is made to cover the entire range of gasoline engines 
COMBINATION ® from small air-cooled engines to the largest truck engines. 
a *FILT-O-REG is EASIER TO INSTALL because it works efficiently in any posi- 
” tion or angle in the fuel line. 
ED * FILT-O-REG supports your trade with the most consistent-NATIONAL ADVER- 
rISING IN POST, LIFE, POPULAR MECHANICS, MOTOR TREND and hundreds of 
leading daily newspapers. 


Hew improved 
“RR” MODEL 
REGULATOR 


with magnet Install FILT-O-REG with every tune-up! 


Prevent FLOODING + ROUGH IDLING + STALLING + VAPOR LOCK 


be 


Order From Your Jobber / 
= F| LTO-REG FilTers the fuel...REGulates the pressure 
Combination 


Filter-Regulator 
with magnet. 


All Chrome... All Metal ALONDRA, INC., LOS ANGELES 19 








Dear Bill, 

We just closed our muffler drive 
last month, are now beginning our 
battery drive month, and we’re 
lining up for the shock absorber 
drive next month. 

At the service meeting last 
night the bull-of-the-woods decid- 
ed maybe allour “drives” should 
be explained to the new men who 
might not understand why these 
sales pitches had become an inte- 
gral part of our operation. This is 
how he explained it: 





“These drives are aimed at the 





ACCEPT NO SUBSTITUTE 
insist on genuine Go-Jo 
because - 


YOU GET THE 
Si G ACTION 
ROTECTION 


. ONLY 
§-Jo GUARANTEES 


MEDICALLY 

APPROVED 
nent. CONTAINS 
ee: ee FORMULA GT-7 


+ a 


* 


destroys harmful skin 

bacteria on contact — 
Guards against 

Industrial Dermatitis 


awd 





*ONE-SHOT DISPENSER 
CUTS COSTS OVER 50% 


NO FUSS—NO MUSS—NO WASTE 


GOJER INC. Box 991 AKRON, OHIO 
America’s Largest Manufacturer 
of Creme-Type 


HAND CLEANER 
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customer, at the company and at 
our service and parts men. They 
benefit each and all. 

“Take the customer first (and I 
don’t mean ‘take’ him in the sense 
of robbing him): our approach to 
him is only to sell him something 
he needs at the time he needs it— 
or a little before he actually has 
to have it. This is in the nature 
of preventive maintenance. 

“Does this mean he is asked to 
buy something he wouldn’t have 
bought otherwise? Maybe yes and 
maybe no, is the answer to that 
one. Motorists don’t always buy 
everything they should. If we sell 
them something they need but 
wouldn’t have bought otherwise, 
so much the better for both of us. 
If we sell them something they 
need and that they would have 
bought sometime later when they 
had to buy it, then we’ve sold 
them something we might not 
have otherwise sold, and we've 
possibly saved them trouble. 
We've fulfilled a responsibility to 
them. 

“How do our efforts help the 
company? First, of course, is the 
profit we make through extra 
sales. We help pay the rent and 
maintain an establishment where 
business can be done. Then, we 
make it easier for them to sell 
new cars to customers we are able 
to hold for service, for statistics 
show regular service customers 
are more likely to buy their car 
from the same company. If they 
buy the new car here, we still 
have a service customer, and nat- 
urally we have kept up a good 
trade-in car which can be turned 
on our used-car lot at a minimum 
of expense. 

“All this may sound elemen- 
tary, but that’s the way the busi- 
ness ball bounces. Which brings 
us to ourselves, the service men 
and parts men, and how we are 
affected by the sales drives. First 
off, we discovered that we find 
what we are looking for. In other 
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Lark Aga) 
10 | Valve = 


Every day there are more small cars on the 

road. And that’s good news for Gabriel 

dealers ... for we have been exporting 

small-car shock absorbers for years, and are 

now prepared to equip almost any small car, 

including all those listed above. Here is your 

chance to get the jump on competition .. . hgh 
and cash in on the small-car market with the é 

finest, most complete line of shock absorbers 


made! . 
THE GABRIEL COMPANY Coie 


Cleveland 15, Ohio SHOCK ABSORBERS 
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words, by concentrating our 
thoughts and efforts on a single 
item for a given length of time, we 
do a better job of locating need 
for that single item than when we 
use ‘shotgun’ inspections looking 
for anything and everything we 
can locate. 

“By pushing hard on one item, 
our efforts are concentrated, the 
parts men can stock for the drive 
and we stand little delay in sup- 
ply. In fact, we are all on our 
toes, we cooperate to keep the 
ball rolling. By planning ahead 


for future drives and preparing 
for them we assure ourselves a 
certain amount of business even 
though the drop-in sales may fall 
off. And having a program and 
keeping after it keeps us from 
backsliding into trusting to luck, 
business-wise. Our records show 
that the drives invariably push up 
the gross in the departments con- 
cerned, and the old timers will tell 
you there is a boost in the pay- 
check. That’s the story of our 
drives and the simple why and 
wherefore that we use them.” 





























RBlouw 


“HERE'S THE SECRET OF THE 


EXTRA HORSEPOWER /" 


Keep that satisfied sparkle in 
your customers’ smile—install 


Nanliey 


airchrome valives 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 
Co., Dallas. 
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All in all, I thought he gave a 
pretty good explanation of our 
merchandising efforts. Since it is 
our job to merchandise parts and 
labor, the best method is the 
method that helps us get the job 
done, and we know from experi- 
ence that special sales drives do 
just this. 

Yrs, 
Ed. 


Priming Car Salesmen 
(Continued from page 40) 


sold executives annuities. By 
reason of birth, natural aptitudes, 
environmental influence, they 
could not possibly use the same 
sales pitch, not present one in the 
same words or manner. Likewise, 
on this force are high-volume men 
who depend on selling their friends 
and their acquaintances’ while 
others find it easier or more pos- 
sible for them to contact and sell 
strangers. 

But there is one attribute all 
these top salesmen have in com- 
mon: they all know how to work— 
how to get the most profitable re- 
turns from their time. 

All salesmen are paid 25% of 
the gross profit on the going-in 
deal. Trades are figured at whole- 
sale. Salesmen clear between $95 
and $100 on each deal. 

There are no house deals to de- 
moralize the sales force. When one 
of management makes a deal, the 
sale is credited to a salesman. 


UMS Will Market 
Electric Washer 


oa. to market the automobile 
industry’s first “all-electric ac- 
tion” windshield washer, described 


as offering passenger-car, truck 
and bus operators the advantage 
of “clear vision safety” all year 
‘round, have been announced by 
United Motors Service Division of 
General Motors. 

Developed by GM’s Delco Ap- 
pliance Division, the washer fea- 
tures a newly-designed centrifugal 
pump to deliver more pressure to 
nozzle outlets than is normally 
available in other washer systems. 
Its performance is wholly inde- 
pendent of engine operation. 

Available for any equipment 
having a 12-volt electrical system, 
washer is said to be easy to in- 
stall. Power requirements report- 
edly are less than required by the 
average automobile electric clock. 
Electrical system of washer is pro- 
tected against damage by an auto- 
matic thermal overload. 
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PRESENTS 
THE GREATEST 


QNE-TWO-PUNCH 


IN THE BATTERY INDUSTRY! 


See the Main Bouts inside! i 
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Se a 


THREE 6-VOLT 


PREST-O-LITE HI-LEVEL 








CHECK THESE FEATURES 


Hi-Level is the battery that needs water 
only 3 times a year in normal car use. 


The unique construction of Hi-Level per- 
mits more than three times the liquid 
reserve above the separators. 


Plates of Hi-Level are kept covered and 
active long after plates of ordinary battery 
become inactive. 


Fibre-glass mats hold the power- 
producing material in the plates where it 
continues to deliver full power long after 
other batteries wear out. 








NOW AT PRICES OF ORDINARY BATTERIES! 


Now! 


Prest-O-Lite gives you the answer to 
competition from low-cost, low-profit 
batteries. Your customers know the 
Prest-O-Lite Hi-Level as one of the 
world’s leading high-quality premium 
batteries. Three out of five of those 
customers are driving cars four years 
old or older. They need top quality at a 
reasonable price. When you sell Prest- 
Q-Lite, you can offer them a full range 
of six-volt Hi-Levels, priced to sell and 
priced to give you the profit you need. 
See your Prest-O-Lite wholesaler today 
and compare the deal he has for you 
with any other in the market! 


NEEDS WATER ONLY 3 TIMES A YEAR 


IN NORMAL CAR USE 
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THREE 12-VOLT 


PREST-O-LITE 
VIBRATION-PROOF HI-LEVELS 


AFTER SEVERE VIBRATION TEST 
LOOK WHAT HAPPENED: 





HERE IT I8! 


Ordinary batteries failed after only 55 Here is the amazing new battery to sell 
hours on test. Not one ordinary battery your 12-volt customers. Now you can 
could produce minimum starting voltage sell new car owners, offering them top 
for more than 55 hours of testing. prices on trade-ins and still make more 
unit profit than you’ve ever made before. 
Remember, the Prest-O-Lite Vibration 
Proof Hi-Level is so good that every 
battery sold is registered in the owner’s 
Look at the difference! Vibration Proof name at the factory. For real profit and 
Hi-Level Batteries showed no damage prestige, see your Prest-O-Lite whole- 
ot all... and still delivered FULL saler today, or write direct to Prest-O- 
STARTING VOLTAGE after 1,000 hours Lite, Toledo 1, Ohio, for complete 
information. 


EE 


of testing. 








dpa. aloo alecocwoeks 


SO GOOD IT’S REGISTERED IN THE 
CAR OWNER’S NAME AT THE FACTORY 
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PROOF! 


PREST-0-LITE HAS WHAT IT TAKES 


TO MAKE MONEY SELLING BATTERIES! 
Check these features against your present line 


: 





COMPLETE AND SIMPLIFIED LINE. No need to carry heavy stock of slow movers. The 
Prest-O-Lite line is built for fast turnover, steady profits. 





CAR-OWNER ACCEPTANCE. For over 50 years, Prest-O-Lite has been a demand item 
with motorists who want the best. 





NATIONWIDE SERVICE. Prest-O-Lite distribution and service are available through- 
out the country. Warranties are honored anywhere regardless of point of purchase. 





FIELD HELP. Prest-O-Lite has a competent and experienced sales force to help you 
hold and increase your business. 





ADVERTISING ALLOWANCE. The Prest-O-Lite advertising plans give you powerful 
advertising backing in your own home marketing area. 





TRADE MAGAZINE ADVERTISING. Big, colorful advertising reaches the entire trade in 
MOTOR, GASOLINE RETAILER, SUPER SERVICE STATION and other 


leading trade journals. 





DIRECT MAIL. Prest-O-Lite has effectively planned free mailings to help you pre-sell 
your markets. 





IDENTIFICATION AND SALES PROMOTION. A wide selection of sales aids including 
window and counter displays, clocks, signs and other items is available. 





SELECTIVE SALES PLAN. Offers the wholesaler and dealer the greatest opportunity for 
repeat sales in the industry. 





PROFIT ADVANTAGES make Prest-O-Lite one of the fastest growing lines in the 
entire battery industry. 
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For your own custom-made battery selling plan, 


Cm write today to PREST-O-LITE 


TOLEDO 1, OHIO 
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brake bonding experts 
insist on 


GRIZZLY 


witins because 
ILLINOIS... their dealers’ customers 


Louis F. Kieken, Jr., . . 
Reliable Spring Co., 10557 t th b 
So. Michigan Ave., Chi- INSIS on e est 
cago 28, Ill. “It's been 
GRIZZLY exclusively in our 
shop for 12 years. We're 
proud that motorists report up 
to 334 % longer life with our 
GRIZZLY bonded shoes when to 
compared with previous lin- 


ing. That's the kind of prod- MISSOURI 


uct our dealers want.” 


Wm. W. Wintroub, Acme 
Brake Bonding Co., 1808 
Walnut, Kansas City, Mo. 
“We use GRIZZLY brake 


LOUISIANA... 2 lining plus the finest bonding 


agent and we've never had a 


W. L. Creger, Colquitt Spring 
and Brake Service, 311 N. 
Market, Shreveport, La. ‘‘For 
10 years we've used GRIZZLY 


bonding failure! The perfect 
contour of GRIZZLY lining and 
the superior bonding agent 
has taken the risk out of 


lining only and business has bonding %“ and 2" lin- 
never been better! Sure, our ing for trucks, We've used 
rebonding know-how and de- GRIZZLY lining exclusively 
pendable delivery have for 10 years because our 
helped, but GRIZZLY’‘s dealers count on us for 
superior quality is an sure, safe brake shoes.” 
important factor in 
helping us produce the 
quality product de- 
manded by our dealers 
and in our 30% sales 


panne aay yo Take a tip from companies with a total of 32 years of 
brake experience. Like bonders all over the country, 
they insist on GRIZZLY brake lining for extra wear 
and safety! You’re sure to meet dealer’s demands for 
the best when you install GRIZZLY. 


BEAR IN MIND ... ASK FOR 


GRIZZLY 


BRAKE LINING 


GRIZZLY BRAKE DIVISION PAULDING, OHIO 
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even your 
newest man 
can be a 
tune-up expert 
with this 
SIMPLIFIED 


INSTRUCTION 
SHEET 


in every 
PACCO 
CARBURETOR 


Whe 


Easy to follow, illustrated, step-by-step instruction sheet tells you — or anyone 


in your shop — how to disassemble, 


clean and reassemble the carburetor. 


e Application listed on every box — 
no confusion 


No special tools needed — just 
wrench and screwdriver 


All necessary gauges included 


PACCO 29 KIT ASSORTMENT 
PUTS YOU IN THE TUNE-UP 
BUSINESS FOR ONLY *60 dealer cost 


PRECISION AUTOMOTIVE COMPONENTS CO., MANCHESTER, MO. 
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New officers of The Electric 
Auto-Life Co. Toledo, O. are 
(l. to r.): Gurdon W. Wattles, 
chairman of the executive com- 
mittee; Robert H. Davies, presi- 
dent and a director, and James P. 
Falvey, chairman of the board. 
Former Board Chairman Wattles 
replaces C. Russell Feldmann, who 
will continue as a director and a 
member of the executive commit- 
tee. Falvey, who was president 
for five years, has been with the 
company 25 years. Davies has been 
associated with Clark Equipment 
Co. of Buchanan, Mich., as vice- 
president. 


Identifying Associations 
(See page 41) 


As you will note, a number of 
truck and otherwise “heavy-duty” 
groups are omitted in the list, as 
well as some “vertical’’ factory 
groups. The ones identified below 
are among the better known and, 
when it comes to state and re- 
gional groups, the associations for 
automotive interests in the 19 
Southern and Southwestern states 
which this publication serves. 
Some well-known metropolitan 
associations have been omitted 
also. 

AABMA—Association of Amer- 
ican Battery Manufacturers. 

AAC—Automotive Advertisers 
Council. 

AADA—Arkansas 
Dealers Association. 

AALA—American 
Leasing Association. 

AAMA—Automotive Accesso- 
ries Manufacturers of America. 

AAR—Automotive Affiliated 
Representatives. 

ABCI—Automobile 
Clubs, International. 

ADAA—Automobile Dealers 
Association of Alabama. 

AEA—<Automotive Electric As- 
sociation. 

AERA—Automotive 
Rebuilders Association. 

AMA—Automobile Manufactur- 
ers Association. 

AOT—Automotive Old Timers. 

APRA—Automotive Parts Re- 
builders Association. 

ASBI—Automobile Safety Belt 
Institute. 

ASIA—Automotive Service In- 
dustry Association. 

ATA—American Trucking As- 
sociations. 

ATAM—Automobile Trade As- 
sociation of Maryland. 


Automobile 


Automotive 


Booster 


Engine 
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Better products, faster from your Bower bearing jobber: 


Spher-O-Honed tapered roller 
wheel bearing takes radial and 
thrust loads equally well . . . has 
a long, trouble-free life. 


Check the bearing for these signs 
of wear whenever you pull a wheel! 





Dirt, water, improper adjustment can ruin bearings fast! 





Inspect them often...rep!aze with Bower when necessary 


Worn wheel bearings can be a nuisance . . . or a hazard! They can 
lead to a late-night breakdown on a lonely road, or cause a serious 
accident. You owe it to your patrons to check wheel bearings 
every chance you get. Most often, four things ruin bearings: 





1. Abrasive dirt wears roller and races, makes them dull and 
rough; 2. Water in lubricant will corrode and pit rollers and 
races; 3. Improper adjustment causes flaking en small ends of 
rollers if too loose, blue discoloration from heat if too. tight; 
4. Improper mounting can crack a cup or cone, pit its surface. 


If you spot these or other danger signals, replace the bearing 
before it makes trouble. Your Bower jobber gives fast delivery on 
a complete line of tapered wheel bearings. Keep some in stock! 


BOWER ROLLER BEARINGS (eon 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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ATAM—<Automotive Trade As- 
sociation Managers. 
ATAV—<Automotive Trade As- 
sociation of Virginia. 
AWAA—Automotive Whole- 
salers’ Association of Alabama. 
AWAL—Automotive Whole- 
salers Association of Louisiana. 
AWAT—Automotive Whole- 
salers Association of Tennessee. 
AWDA—<Automotive Ware- 
house Distributors Association. 
AWO—Automotive Wholesalers 
of Oklahoma. 


AWOT—Automotive Whole- 


salers of Texas. 

AWTAE—Automotive Whole- 
saler Trade Association Execu- 
tives. 

ETI—Equipment and Tool In- 
stitute. 

FADA—Florida Automobile 
Dealers Association. 

FAWA—F lorida Automotive 
Wholesalers Association. 

GADA—Georgia Automobile 
Dealers Association. 

GAWA—Georgia Automotive 
Wholesalers Association. 


IGAT—Independent Garage- 








45 ADVERTISED iH 
THE SATURDAY 
CveninG 


POST 


With this COMPLETE fuel 
pump service line, you can 
match the item to every shop’s 
repair-job need. Keep costs 
down and profit margin high 
with a dependable new CAPAC 
Fuel Pump or precision-rebuilt 
pump backed by Capac’s 
guaranteed quality. Rebuilt or 
new, CAPAC FUEL PUMPS 
assure complete, lasting 
satisfaction in service ...on 
every car and truck. 


CAPAC Fuel Pump Repair Kits and Diaphragm Kits 
are always dependable for minor repairs. 


Write for Catalogs and Price Schedules 


A PRODUCT OF 


YELLS 


MFG. CORPORATION 


FOND DU LAC, WISCONSIN 
;Mfrs. of Automotive & Magneto Ignition Parts — Dependable Quality for over 50 Years 
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men’s Association of Texas. 
IGOA—Independent Garage 
Owners of America. 
IGOA—Independent 
Owners of Alabama. 
IGOA—Independent 
Owners of Arkansas. 
IGOG—Independent 
Owners of Georgia. 
IGOK—Independent 
Owners of Kansas. 
IGOO—Independent 
Owners of Oklahoma. 
IGOT—Independent 
Owners of Tennessee. 
ItHSC—Inter-Industry 
way Safety Committee. 
KADA—Kentucky Automobile 
Dealers Association. 
KAWA—Kentucky Automotive 
Wholesalers Association. 
KMCDA—Kansas Motor 
Dealers Association. 
LADA—Louisiana 
Dealers Association. 
MAAW — Middle Atlantic 
Automotive Wholesalers (Associa- 
tion). 
MADA—Mississippi 
bile Dealers Association. 
MADA—Missouri Automobile 
Dealers Association. 
MEMA~—Motor and Equipment 
Manufacturers Association. 
NADA—National Automobile 
Dealers Association. 
NAMA—National 
Muffler Association. 
NAPA—National 
Parts Association. 
NASCAR—National Association 
for Stock Car Auto Racing. 
NCADA—North Carolina Auto- 
mobile Dealers Association. 
NCAWA—North Carolina Auto- 
motive Wholesalers Association. 
NHUC—National Highway 
Users Conference. 
NIADA—National Independent 
Automobile Dealers Association. 
NMADA—New Mexico Auto- 
motive Dealers Association. 
NTDRA—National Tire Dealers 
and Retreaders Association. 
OADA—Oklahoma Automobile 
Dealers Association. 
SAE—Society of 
Engineers. 
SAMA—Southeastern Automo- 
tive Marketing Association. 
SAWA—Southwestern Auto- 
motive Wholesalers Association. 
SCADA—South Carolina Auto- 
mobile Dealers Association. 
SCAWA—South Carolina Auto- 
motive Wholesalers Association. 
TAA—Tennessee Automotive 
[Dealers] Association. 
TADA—Texas Automotive 
Dealers Association. 
TBEA—Truck Body and Equip- 


Garage 
Garage 
Garage 
Garage 
Garage 
Garage 


High- 


Car 


Automobile 


Automo- 


Automotive 


Automotive 


Automotive 
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SARAN FIBERS 


(ea WY. 


... it’s easy to show him why saran seat covers are a prize catch for rugged 


Fishin Expert service and long wear. Time-tested saran seat covers fit better, look better and 


last longer because they resist wear, tear, spills, sagging and cupping. 


The most salable seat covers areS ARAN 


. she'll quickly approve the tasteful, attractive appearance of saran seat covers. 


Fashion Expert Then explain that saran weaves stay colorful because the color is built into every fiber. 


Woven to “breathe”, saran fabrics are more comfortable, summer and winter. 





Yes, America’s favorite seat cover fabric is time-tested saran. Saran seat covers offer all 
your customers the ultimate in value. Stock them, display them and you'll see how profitable 


it is to sell what most people want . . . saran. 


THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN 
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ment Association. 
VCAWA—Virginias - Carolinas 
Automotive Wholesalers Associa- 
tion. 
WVADA—West Virginia Auto- 
mobile Dealers Association. 


Women See Petticoat 
(Continued from page 30) 


ing soon after a tune-up. If I went 
back to George’s it would kill a 
morning, and so I stopped on my 
way at a corner garage. After a 
perfunctory look-see, the operator 


mumbled darkly about worn 
brushes, bearings and bushings, 
and couldn’t I leave the car for the 
day. 

I took off, frightened by the 
nightmare of another big repair 
bill. 

Some distance out, I stopped at 
a dealer’s. Pulling a portable piece 
of equipment alongside the car, the 
operator began checking it out. 

After checking what he called 
primary and secondary circuits, 
and telling me the car did not need 
a compression test, he went on to 








ACME 
RUBBER 
VALVES 


ACME 


SINCE 





*USE ANY STANDARD GOOD 
QUALITY RUBBER SOLVENT. 
No special brand is required. 


| ALSO AVAILABLE: —__ 


ALSO AVAILABLE 


% Complete Line of Rubber Covered 


%* Straight Clamp-in type. 
%* Truck Tubeless Tire Valves. 
* Brass Convertible Repair Valves. 


Write today for our complete catalog 


ACME AIR APPLIANCE CO., INC. 


205 NEWMAN STREET e HACKENSACK, N. J. 


including the NEW TR-13 
for the 14" tube. 


TRACTOR VALVE 
Short Stem Length |-27/32". 


an with No. 208 Removable 
Core Housing and Valve Core and 
Valve Cap. 


Tubeless Tire Snap-in Valves. 
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explain the behavior of the needles 
and showed me from a chart in a 
manual what normal action should 
be. All he earned for his trouble 
was $2 for a loose connection. 

But he paid me the compliment 
of explaining a testing machine. He 
thought I was smart enough to 
catch on. He was letting me in on 
a technical aid, bringing me up-to- 
date. Like a lot of women, I find 
myself putting more and more 
faith in the accuracy of a volt- 
meter, motor analyzer and dyna- 
mometer, rather than in the fall- 
ible human ear and eye. 

Down deep inside of you you 
may think we women have never 
gotten beyond the broom and wash- 
tub. No matter, but to our faces, at 
least, let on how up-to-date you 
know we are, show us the new 
equipment your shop is sporting 
and give us a few pointers. We'll 
bite and come again to try them. 

And something else: We ladies 
are born bargain-lovers. How we 
love to think we're saving two 
cents! 

Every once in a while do some 
little thing for us (mind you, 
*specially for us) and don’t charge 
us. Clean the battery terminals, for 
instance, and do it right in front of 
us, letting us know you are doing it 
for free. Tighten some little bolt or 
nut and, with pleasure in your eye, 
tell us, “For you as a _ good 
customer, no charge.” It will also 
give us the feeling that you are 
not out to relieve us of every loose 
coin jingling in our purses. 

And remember, when we’re ap- 
proaching your shop with car 
trouble, be sympathetic, attentive 
and patient. We love our cars, but 
when they give us repeated trouble, 
we’d just as soon toss them out the 
window and go back to our two 
sore feet. Listen to us patiently, as- 
sure us that the resources of your 
shop are at our disposal, that no 
stone will go unturned to straight- 
en us out. 

We'll leave your shop thinking 
what a great little social mender a 
service manager can be. Hopping 
mad we were when we drove into 
the reception lane, later leaving on 
foot thinking, ‘Not a bad world if 
everybody could be as nice as Mr. 
RE 


Atlanta Fleetmen Inspect 


A tour of inspection of John 
Rogers Co.’s engine-rebuilding fa- 
cilities in Atlanta, Ga., was made 
last month by the Atlanta Fleet 
Superintendents Association dur- 
ing its monthly meeting. 
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P-714 ZIP- 


CP-714-14 Body Shop Set, 
other sets available 











UN 


CAN BE THE MOST VERSATILE TOOL 


IN YOUR SHOP 


This air-powered CP Zip-Gun is a hammer to do 
dozens of different jobs better, faster, smoother. 
It’s more powerful, too... yet weighs only 3% lbs. 
Use it for cutting, shearing, ripping, punching, 
bumping ... driving. Flexible control with CP 
spool valve design lets you ease your way through 
delicate panel trimming, split bushings, or cut a 
bolt with the full 4” stroke hammer action. CP 
Zip-Guns need only 4 c.f.m., about the same as a 
grease gun. Your Zip-Gun is always safe. Avail- 
able in metal carrying case with choice of tools 
and accessory items. Call your jobber for a demon- 
stration or write for Catalog SP-3042. 





Shearing blind screws 








Cutting license plate bolts 





Driving bushings 


Chicago Pneumatic sivites sie, new vou vm 


AIR AND ELECTRIC IMPACT WRENCHES e¢ PNEU-DRAULIC TRUCK. JACKS AND PUMPS © ZIP-GURS @ BEAD BREAKERS 
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what more proof 
do your customers 
need? 
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SELL THE HOTTEST NEW PRODUCT 
TO HIT THE MARKET IN YEARS! 


EVERY MOTORIST NEEDS ONE! 


Even though today’s bigger engines need really effective 

fuel filtration for peak performance, only one car in four has 
a gasoline filter of any type... and almost none does a 
thorough job! Actually, surveys prove that only about 1% of 
motorists even realize what a gasoline filter is for, and why 
it’s necessary to have one! So all it takes to open up this 
huge new market is to make sure customers know what the 
new Carter In-The-Line Gasoline Filter is, and why it’s 

so important to have one! 


THE NEW CARTER 
FILTER DOES A JOB 





EASY TO SELL=-EASY TO INSTALL! 


No special fittings to stock .. . all parts in one package... 
three sizes fit all cars! And the new Carter In-The-Line 
Filter is installed simply by removing a section of gas line 
and fitting the filter in place! The whole job can be done in 
less time than it takes for an oil change or lube job! 





GET YOUR SUPPLY OF NEW CARTER 
IN-THE-LINE FILTERS AND THESE FREE 


SALES AIDS TODAY! With your initial order 
for a Carton of 10 Filters (all three sizes included) you get this 
eye-catching DISPLAY RACK, a handy TUBE CUTTER 
(dozens of uses!), two WINDOW POSTERS, and 

50 COLORFUL CONSUMER FOLDERS! TRAPS ROAD 


oemT.. 


NOW rRees ep 2 


"CARTER 


rirer @® 
> i = 





PREVENTS FLOODING 
AND STALLING... 


CONSERVES GAS... 
RESTORES POWERI 





STOCK UP NOW... 
CALL YOUR SUPPLIER TODAY! 


CARTER CARBURETOR 


DIVISION OF QCfF INDUSTRIES, INCORPORATED «+ ST. LOUIS 7, MISSOURI 
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Alignment Sales Up 25% 
(Continued from page 38) 


wheel alignment. Caster and cam- 
ber angles need checking, or toe- 
in or toe-out. 

We also show him pictures on 
our walls of what happens when 
tires are underinflated, when tires 
are riding on their sides, what ex- 
cessively high speeds do to tires 
and their treads, when tires are 
overloaded, etc. 

We show in picture and explain 
what a heat buildup does to a tire 


when a car is run at high speeds 
for long distances, Good tire care 
means better mileage out of tires, 
better car performance and, yes, 
even safety. 

I cannot tell you how much cus- 
tomers appreciate this time I take 
to instruct them. To them it indi- 
cates concern for their car expense; 
also, it indicates that I am not try- 
ing to get additional jobs out of 
their cars for my shop. 

I considered wheel alignment 
service so important to customers 
that I bought a used machine at an 





i 


i 


MS 


Tighten an AERO-SEAL Hose Clamp in place and no 
amount of vibration will snap its jaws open. You just 
can’t shake it loose! An exclusive patented feature permits 
quick installation with just a few turns of the precision worm drive 
screw. Anti-corrosive bands and housings are of 302-18-8 
stainless steel. 100% stainless also available. Best of all, 
AERO-SEAL JETS tighten evenly all around—won't pinch 
or damage hose. No extra price for quick-attach JETS. Famous 
regular AERO-SEALS available if preferred. Get genuine 
AERO-SEALS and satisfy customers. Make full profit, too. 


fhew-Seal JET 


Quick-Attach Hose Clamps 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVENUE, UNION, N. J 
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investment of $1,800, even though 
I did not have space within my 
shop. I had the ground adjacent to 
the shop surfaced and built a roof 
over the machine myself to protect 
it in bad weather. Total cost of this 
enclosure came to about $150. 

During the warm months of 
July, August and September we do 
12 wheel alignment jobs a day. 
Winter months bring about ten a 
week. 

Wheel alignment is very satis- 
fying. Wheel alignment is not dif- 
ficult to sell because a customer 
can see and feel tire wear; the evi- 
dence is definite and right in front 
of him. It’s not like motor jobs 
which are much harder to pin- 
point. 

Moreover, when you educate cus- 
tomers to tire wear, they will come 
back to you right after they have 
bought new tires or when they 
buy new cars. They trust your tire 
checkup and ask for wheel align- 
ment and wheel balancing so that 
they can conserve their tires as you 
have taught them. 

Wheel alignment today compris- 
es about 30% of my $14,000 annual 
gross in general automotive re- 
pairs. 


Lark's Front Suspension 
(Continued from page 49) 


lizer shaft, if so equipped, and in- 
stall the wheel assembly. 

If new rubber bushings have 
been installed on the inner shaft, 
tighten the retaining capscrews to 
65 ft.-lbs. (9.0 kg-m) torque. 

Upper control arm assembly — 
removal and disassembly — all 
models: 

Raise the car and support it at 
the outer end of the lower control 
arm. Remove the front wheel as- 
sembly. 

Remove the threaded bushings 
(8, Fig. 10) from the upper control 
arm outer pin. 

Mark the top front of the con- 
trol arm inner shaft (2) so that 
the shaft can be installed in the 
same position. 

(The holes in the inner shaft 
are drilled off the centerline of 
the shaft and turning the shaft 
over will increase or decrease the 
camber slightly less than 14°. 
Therefore, on reassembly it is im- 
portant that the shaft be installed 
in its original position.) 

Remove the bolts and nuts (1) 
which hold the inner shaft to the 
frame bracket. Be careful not to 
drop the nuts or washers in the 
front frame crossmember. Shift 
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One and the Same 


od 


FOR ORIGINAL EQUIPMENT 
OR REPLACEMENT 


DETROIT -Wichipan 
ALUMINUM HI-THERM 


AND 
BRASS 


engine 
bearings 


Whichigan WI-THERM 


BS Rees. | wee) ee ee 


There is only one right way to manufacture engine bearings. Michigan Hi-Therm bearings for 
replacement and the bearings we supply to original equipment customers are one and the same. 
Our complete Michigan line is made to the same standares, of the same materials, by the same 
craftsmen. We can meet all your engine bearing needs from babbitt to heavy duty copper-lead 


Ask your jobber for Michigan Hi-Therm 


"Wlikegan 
HI-THERM 


j ba The most satisfactory bearing 
eo | f jobs come from the red, yellow 
U engine 

agtiie** and black Michigan box. 


Detroit Aluminum & Brass Corporation 
3975 Christopher Avenue 
Detroit 11, Michigan 


Mitelalthaciaitia-ta-Mohmectaleilalsm olctelalale. 


for original equipment since 1925 


SOUTHERN AUTOMOTIVE JOURNAL for June 1959 Want more facts? Use Reader Service Card Page 101 





the upper control arm to one side, 
turn the arm and lift it off the 
end of the pin. Then remove the 
arm by slipping it off the other 
end of the pin. 

To remove the upper control 
arm bushings, use tool No. J-5472. 

Use the J-5472-3 small receiver, 
J-5472-5 small spacer, the 34” x 
2%” capscrew and J-5472-25 bar 
as shown in Fig. 11. Insert the two 
short capscrews through the bar 
and inner shaft, and install the 
two thin nuts to hold the bar in 
position. 


Press on the capscrew in the end 
of the shaft as shown until the 
J-5472-25 bar has pushed the shell 
of the bushing to the flush posi- 
tion. Then invert the control arm 
in the press, put the capscrew in 
the other end of the shaft and 
press the second bushing to the 
flush position. Remove the arm 
from the press and knock the bush- 
ings out the rest of the vray with a 
hammer and blunt chisel while 
the arm is held securely in a vise. 

Reassembly and installation — 
all models: 





for want of a nail...a shoe...a horse—a battle—was lost! 














Seemingly unimportant “‘little things” often upset some pretty big plans... 


Take this car—fairly new, high horsepower, 


roomy and powerful! But a ‘‘fiat’' caused by a leaky tire valve stopped it just as effectively as if the engine fell out! 
Below are a few of the Dill products you will find fast—profitable—movers. Dill Valve products meet rigid tire 


and rim specifications... 


DILL SUPER-SEAL VALVE INSIDES 


Features exclusive built-in stainless 
steel spring for longer trouble-free 
life... smoother, faster inflation, 
deflation and pressure gauging. 
Packed 5 to box and 100 bulk 


approved for the Original Equipment Market! Specify them to your salesman 


DILL TUBELESS VALVES 


Snap-in type valves designed for 
quick, convenient — positive seal 
— installation. Available in boxes 
of 10 and 50 or in special Valve- 
Pak assortments which contain 
valves and extensions to fit all 
tubeless tires on the road 





DILL VALVES FOR TUBES 


Rubber covered vaives specially 

designed for safe, sure perma- 
nent repairs. Semi-cured 
base protected by Hol- 
land ready for vulcaniza- 
tion to tube. Packed 5 to 
box. 





DILL SUPER-SEAL VALVE CAPS 


Precision machined Dill Valve Caps 
provide a positive secondary air- 
tight seal . . . protect Valve insides 
from foreign materials. Available 
in various styles. Packed 5 to box 
and 100 in bulk 


Write Dept. SA-6 for catalog No. 12 ee Dill’s complete line of Valve hardware 
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Y Manufacturing Company cox 


The| IDE Zz. }700 E. 82 Street, Cleveland 3, Ohio 


1402 S. Los Angeles Street, Los Angeles 15, Calif. 


ace 
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Insert one end of the inner 
shaft in one member of the control 
arm, push in as far as possible, 
swing the opposite end into posi- 
tion and insert it in the other 
member of the arm. Then place 
the J-5472-5 small spacer in posi- 
tion between the ends of the con- 
trol arm (see Fig. 12). 

Start the rubber bushing in the 
hole at either end of the control 
arm. Place a J-5472-2 small in- 
staller in position on each bushing 
and, using an arbor press, force 
the bushings in place until the 
shoulder on the other sleeve of 
the bushing is seated on the con- 
trol arm. Do not attempt to seat 
the flange of the bushing on the 
control arm. 

Install the bushing cap (4, Fig. 
10), lock washer (5) and screw 
(6). After the control arm has 
been installed in the car and the 
weight of the car is on the springs, 
tighten the cap screws to 50 to 
55 ft.-lbs. (6.9 to 7.6 kg-m) torque. 

Place one side of the outer end 
of the control arm over one end 
of the outer pin and install the 
opposite side of the control arm 
on the outer pin. 

With the marked side of the 
inner shaft up, align the holes of 
the inner shaft and the holes of 
the frame bracket, and install the 
retaining bolts, washers and nuts. 

The outer end of the upper 
control arm must be _ spread 
.015” (0.38 mm.) before install- 
ing the outer shaft and bush- 
ings. Using calipers and a .015” 
feeler gauge, determine the out- 
side dimension. Install spreader 
tool J-2044, spread the ends of 
the control arm to the setting of 
the calipers, and start the bush- 
ings on the outer pin. Center the 
end of the kingpin in the control 
arm and, with the spread still in 
place, install the bushings. 

Remove the spreader and install 
the wheel assembly. 

Check and adjust camber and 
caster as necessary. 


Whittingham Heads Long 


Harry H. Whittingham has been 
elected president and general man- 
ager of Long Mfg. Division of 
Borg-Warner. Formerly executive 
vice-president and assistant gen- 
eral manager of the division, Whit- 
tingham is well known in both the 
automotive and appliance _in- 
dustries, having been active in 
either or both of the fields for 
40 years. His association with the 
automobile industry began in 1919, 
when he joined Buick Motor. 
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tilko” 


HIKO 


YOUR BIG PROFIT- WINNING 
ete] i-il, F-walel, & 


SE-1A Tune up Assortment 
SE-1 Tune up—Service Assortment 
SE-2 Dealer— Service Assortment 
SE-3 Complete Service—Stock Assortment 





for big, extra profits in SMALL ENGINE IGNITION 
... here’s your p ROFIT -WINNING COMBINATION! 


Filko’s “‘Master Plan” puts you in a big profit-winning position to cap- 

ture your full share of ready-made volume business... from the millions 

make more money — of power mowers, outboards, small engines of all types that need ignition 
save more time parts service this year ! 


with complete stock ®@ The most complete fractional H.P. © Famous Crown Jewel craftsmanship 
assortments ignition parts line in the industry. that builds repeat business. 


, T . . * ; ay, be . . ‘ 
at FULL automotive discounts ! Full automotive discounts. © Stock-displays to meet every small 


®@ Immediate delivery, no job hold-ups. engine ignition requirement. 


The season’s here ... write for complete Filko Master Plan details now! 


® "1959 IGOA National Convention to be held in Denver, Colorado, June 24-27. 


& B. MFG. CO., 4248 W. cui Ave., oF 51, lil. 


20 Public Warehouse facilities serving 
all leading trade areas. 
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Let's Kindle Traffic 
(Continued from page 31) 


promise of satisfaction. A diag- 
nosis that later turns out to be 
wrong simply builds the customer 
up to a bigger let down—and a 
louder gripe! 

One order writer says, “Once 
you’ve made a promise, you’ve got 
to keep it or the customer is 
bound to be disappointed. So if I’m 
not sure what’s wrong with the 
car, I tell the man just that. I tell 
him we'll have to check further, 


and if it’s going to cost him any 
more money than we think, I'll 
phone him. And if he’s not avail- 
able by phone, and I think we’re 
going to run into trouble, I'd 
rather not touch the job.” 

That order writer realizes you 
can gain respect by being frank 
with the customer. His object is 
to inspire genuine confidence and 
to reach a mutual understanding 
with the owner—not just his sig- 
nature on a repair order. 

Pride of workmanship prevents 
comebacks. 








SNAP RING PLIERS SET 





OR, SELL THE COMPONENTS 


Interchangeable Points 90° 
3 Types—12 Sizes 
= 


= 15° aad 


Finest quality hex tool steel, 
correctly tempered. Dispenser 


Box Free ! 


EZEW for INTERNAL RINGS. 


445T—Tool only, no points. 


446T—Tool only, no points. 


with INTERCHANGEABLE Points 


WIRES 

















Includes 9 prs 
Interchangeable 
Points 


Includes 5 pairs Points. 


$3.25 


EZT3 for EXTERNAL RINGS. 


Includes 5 pairs Points. @ 


$3.25 








BRAKE TOOL KIT 


K-D 288 services all 
brakes except ‘4” 
bleeder nut. Bleeds, 

| adjusts, removes, re- 
places retaining and 
return springs. 
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FREE 


SPRING CATALOG 


SUPPLEMENT 


WITH NEW TOOLS, 


WRITE. 


Eastern Resale Prices 
quoted in this Ad. 


K-D TOOLS 


LANCASTER, PA., U.S.A. 





Good performance by the order 
writer, the parts man and so on is 
necessary to help the mechanic do 
a good job. And sometimes good 
performance in these other opera- 
tions helps minimize mistakes 
made in the mechanic’s stall. But 
for customer satisfaction, you have 
to control the standards of me- 
chanical workmanship around 
which the other service depart- 
ment operations resolve. 

Now, assuming that every man 
in the shop has met certain 
standards of ability, what is apt to 
be the biggest single difference 
between the man whom customers 
ask to have work on their cars 
and the man who gets a lot of 
comebacks? Wouldn’t the differ- 
ence be pride of workmanship? 
Probably so. 

The man who takes pride in his 
work does a better job than the 
man who doesn’t give a darn. Now 
offhand you might say there’s 
not much an employer can do 
about whether or not a man has 
a good feeling about a job being 
well done. 

But doesn’t pride of workman- 
ship stem almost directly from 
good management-employe rela- 
tions? After all, if you took a 
man with the finest mental atti- 
tude and plunked him down in a 
shop where management obvious- 
ly didn’t give a darn about the 
employes, the good man would 
soon be afflicted with “don’t-give- 
a-darnitis” disease. 

So perhaps the mechanic’s pride 
in his own work is a direct re- 
flection of his pride in the whole 
organization. If there’s a team 
feeling that stems from manage- 
ment, each man is apt to feel a 
responsibility for the work he 
turns out. 

When management gives the 
mechanics a feeling of importance 
to the success of the team—when 
the men get the idea that they 
are to a great extent responsible 
for the success of the organization, 
then they will turn out the kind 
of work that builds a solid repu- 
tation for the shop. 

They won’t be the type that 
hardly ever have enough time to 
do a job right but always have 
enough time to do a job over (pro- 
vided the customer allows the op- 
portunity). 


Got Any Ideas? 


Want to pick up $7? Turn to 
page 123 and see how simple you 
can do just that. 
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AMERICA’S NUMBER ONE 
ORIGINAL EQUIPMENT CARBURETOR 


YOU BOOST 
SERVICE BUSINESS! 


READY-MADE MARKET! Rochester-GM Carburetors are specified on more new cars 
than any other carburetor . . . and are now on more than 22 million cars on the road, 
putting you in a profitable position for service potential! 


EASE OF SERVICE! Fewer parts mean quicker, surer service. And reliable Rochester- 
GM Carburetors stay serviced and assure satisfied customers. 


WORLD’S MOST ADVANCED TRAINING! Rochester-GM Carburetor training, 
available near your home or shop, teaches you quick, sure carburetor service, offers 
experience in the latest fueling advances. 


FASTEST GROWING LINE! Profitable Rochester-GM business boosters like Carb- 
AlRator, Carbon-X Chemicals, Kleanout Kits, Master Repair Kits and Parts and 
top-quality replacement carburetors help you tap a bigger market and more profits. 
Order the Rochester-GM Carburetor line from your nearby UMS distributor! 


Rochester Products Division of General Motors, Rochester, New York. UMS = 


America’s 

number one 
Original equipment 
carburetors 


ROCHESTER paoURETORS 
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Wagner Lockheed 
are made right--fit right-- 


Rigid quality control assures positive sealing 


of rubber cups against cylinder walls 


It takes rigid quality control by experts who 
check and check and check again to make 
certain that brake parts have uniform top 
quality. 


This Wagner inspector deals in extremely 
fine measurements. His comparascope, 
which enlarges inside surfaces to many, 
many times their original size, tells him if 
cylinder bore surfaces are smooth enough 
for a positive sealing of the rubber cups 


Want more facts? Use Reader Service Card Page 101 


against cylinder walls when brakes are 
applied. 


Wagner uses such rigid quality control to 
help you do better, safer brake work, and 
to reduce your chances of costly comebacks. 


Remember, you can depend on Wagner 
quality because Wagner products are used 
as original equipment by car, bus, truck and 
trailer manufacturers. 
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Hydraulic Brake Parts 
assure better, safer brakes! 


You, like the makers of fine cars and trucks, can 
rely on Wagner products. Wagner Lockheed 
Brake Parts are made right to function perfectly, 
thus reducing your chances of any job you 


handle having to be done over at your expense. 


Save time. Save money. You'll find that Wagner 
Lockheed is the most complete and most trouble- 
free line of top-quality brake service products on 
the market. It includes master cylinders, wheel 


cylinders, pistons, springs, washers, cups, boots, 
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hose and all related items for every make and 
model vehicle. Available individually or in fac- 


tory sealed kits. 


Wagner is the best known name in brake serv- 


ice. Best for you. Best for your customers. 


For details on complete line which includes 
brake parts, brake fluid and brake lining—con- 
sult your nearest Wagner distributor, or write 
us. Get a valuable Brake Service Manual FREE, 


Use the coupon below. 





Wagner Electric @rporation 


6362 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S.A. 


(Branches in principal cities in U.S. and in Caneda) 


Please send us Bulletin FU-411 on Hydraulic Brake Servic- 
ing. We understand that there is no charge or obligation. 


NAME 





FIRM NAME 





ADDRESS 





CITY & STATE As. 
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TOUGH 
ENOUGH 
TO ENDURE 
A SLIDE 
8/, TIMES 
AROUND 
THE 
WORLD! ** 


You may say: “‘What’s so wonderful 
about that—an engine bearing is supposed 
to have a lot of endurance.”’ True, but how 
much is ‘“‘a lot?’ The answer to this question 
determines to a great extent the amount of mileage 
you can expect from a bearing. 


Creating bearings that have a longer life span has always been 
a specialty of Clevite engineers. Many case reports show that 
Clevite 77 bearings have stayed on the job for as long as 300,000 
traveled miles. No other fact we could present could better verify the 
high performance ability of Clevite 77 bearings. 


Always use replacement engine bearings that you can install with confidence. 
Specify Monmouth Clevite 77. Get them from your N.A.P.A. jobber. 


Be sure te attend *By slide, we mean the action of a given point on the 

1959 IGOA National Convention senetiniinaih tenieall ‘tue bonsing face. 300,000 

Séaven, Obldie dene 0007 crankshaft traveling over the bearing surface. 300, 
vehicle miles result in a slide of 210,000 miles (8% 
times around the world) when using a ratio of .7 to one. 


ENGINE 
0) BEARINGS +The words Monmouth, 


CLEVITE SERVICE: Cleveland Graphite Bronze © Division of Clevite Corporation * Cleveland 3, Ohio . a can dpopebapdie a emir 
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Octane Ratings 
Headed Upward 


VERAGE octane numbers of gaso- 

line will climb three to five 
points during the next five years, 
according to J. A. Costello, vice- 
president of The Ethyl Corp., New 
York. 

Addressing the 31st annual 
meeting of the Lead Industries As- 
sociation last month, Costello said 
that putting today’s averages at 
99 for premium gasoline and 92 
for regular grade, premium “might 
reach an octane number as high as 
102 to 104, and regular grade 
gasoline might get to 95.” 

He attributed the moderate rise 
of octane numbers in recent years 
to stabilization of the octane re- 
quirement of new engine designs 
and to “the very high cost per 
octane number at the higher levels 
that have now been reached.” 

Citing the discovery of an ap- 
preciator to increase the effective- 
ness of tetraethyl lead, Costello 
said, “It is our opinion that the 
effect of this appreciator might 
well be to increase tetraethyl lead 
use rather than reduce it, because 
it appears that, for the material 
to be effective, fairly high concen- 
trations of tetraethyl lead are 
necessary. This will have the ef- 
fect of making tetraethyl lead a 
more useful product in future 
years when the octane numbers of 
gasolines get above the 100 level,” 
he said. 


Plymouth Reveals Change 
In TorqueFlite Governor 


LYMOUTH Division has issued 

the following service bulletin 
on TorqueFlite transmission high 
performance governor change: 

A change has been made in the 
high performance TorqueFlite 
transmission governor assembly. 
Plymouth vehicles with Golden 
Commando engines will incorpo- 
rate a change in the outer gover- 
nor weight to lower the part 
throttle shift points. 

The outer weight, part No. 
1823726, previously used on the 
high performance TorqueFlite 
transmission has been replaced 
with a heavier weight, part No. 
1636461-P, the same as is used on 
standard performance assemblies. 

As a result of this change, the 
part throttle 1-2 and 2-3 upshift 
points in the high performance 
passenger cars are much the same 
as in standard performance cars. 
The full throttle shift points in the 
high performance car will still be 
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the same. The 1-2 and 2-3 up- 
shifts will occur at higher speeds 
than in the standard passenger 
cars because the high performance 
governor assembly retains its 
lighter weight spring. 

This change became effective in 
transmissions built after April 1, 


1959, with transmission case 
serial No. 1139828. 

To check governor pressure on 
high performance Torquet lite 
transmissions, as outlined on page 
16 of the 1959 Plymouth Service 
Manual Supplement, the following 
chart now applies: 


GOVERNOR PRESSURE CHART 
(in “D” range, without hand brake drag) 


Engine (r.p.m.) 
1,000 
1,600 
2,400 


25-31 
46-52 
63-71 


Standard Cars (p.s.i.) 


High performance transmission 
25-30 
40-44 
56-62 








FREE 


83 PIECE 
BADGE-0-RAMA 


MERCHANDISING KIT 


“oust FREE 
$12 
BADGE-O-RAMA 
KIT 


We all know that a good station attendant should suggest 


extra items to every customer. But in the rush of business 
there just isn’t time . . . or the man forgets. Now Pullman 
makes these extra-item sales automatic by providing 
your men with visual reminders to help them sell without 
saying a word. All they do is pin the attractive “badge- 
of-the-week”” to their shirts . .. and customers’ attention 
is automatically called to items they need . . . and your 


TBA profits go up... up... up! 


©1959 Pullman Vacuum Cleaner Corp. 
25 Buick St., Boston, Mass. 


ve Neod fel - 118 3 


“ * eRe age: ba 


oS Eka 


@ Plastic Badges for your men 


@ 78 Piece Badge insert set printed with psycho- 
logically tested messages 


@ Wali-hang case to keep kit where service men 
will use it. 


WHEN THEY EYE IT... 
THEY BUY IT! 


+ nent, Recor tines 


SEND FOR FREE SAMPLE 
BADGE NOW! 


PULLMAN 
Vacuum Cleaner Corp. 


Dept. SAJ-~ 
25 Buick $. Boston, Mass. 
RUSH ME MY FREE 


SAMPLE BADGE 
and full details on Pullman's 
------> BADGE-0-RAMA 








STATION MAME 
a 





us STATS. 
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NEW FROM CARTER 


the LZiolit 


CARBURETOR 
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40 FASTEST-MOVING CARTER CARBURETORS NOW 
AVAILABLE IN THE FABULOUS NEW ZioFt. SERIES! 


TAKE ADVANTAGE OF IMPORTANT NEW PROFIT OPPORTUNITIES 
WITH THE NEW CARTER » CARBURETOR! 





ANOTHER PROFIT-MAKER: 
Carter Zip-Kit Carburetor Clean-Out Kits! 


Cc A R T E R C A R B U R E bi Oo R 
Division OF QC INDUSTRIES, inccrPoRATED ~- ST. LOUIS 7, MISSOURI 
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Constructed for Fleets 
(Continued from page 32) 


transports. 

“We can handle the heavy jobs,” 
said Barney, “and we get all of 
this we want and can take care of 
from personal acquaintances.” 

The truck service shop is situated 
separately from the passenger-car 
shop. It is equipped with 16’-high 
doors; the passenger-car shop 
doors are ten feet high. 

Diesels can enter the truck shop 
without removing their stack; like- 


wise, they can run in on the align- 
ment shop which also has doors 
16’ high. All heavy equipment and 
tools are situated in this depart- 
ment and left there. 

This garage offers no fleet dis- 
count on parts or labor. 

“We know the fleet business 
from first-hand experience,” said 
Bob Tillman. “The discount on 
parts and labor is inconsequental 
to a fleet operator compared 
with ‘down time.’ The fleet owner 
wants fast, dependable service, 
over and above a discount.” 





Qe 


BEARING 


precisely right 


= inevery DETAIL! 


Precision design and precision control of all 
stages of manufacturing insure the quiet per- 


formance and longer life of L & S bearings. 
L & S has pioneered quality-control advance- 
ments in the industry. Jobbers and their cus- 
tomers all over the world look to L & S for 


top performance and extra profits! 


Write for 


full information today! 


L&S BEARINGS 


L & S BEARING CO. 
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P. O. BOX 995 


OKLAHOMA CITY, OKLAHOMA 





Another in 
Blueprint Series 


Here's another in the popular 
series detailing garage plants 
which have proven successful. 
If you think you may someday 
expand your building, or start 
from scratch on a new one, 
maybe you'll want to file this 
material. Others already 
printed in the series will be 
— you upon request— 
until the supply's exhausted. 


On major test equipment, there 
are three of everything. One set is 
left in the truck department and 
two sets are in the passenger-car 
shop, where each mechanic has 
two stalls. All test equipment is 
either on wheels, or otherwise of 
the portable type. 

A machine shop is fully equip- 
ped and has two drum lathes. One 
lathe is set up to handle rear 
wheels, the other front wheels. 
Both front and rear can be han- 
dled on either lathe, but by hav- 
ing two, set as they are, valuable 
time is saved. 

The majority of passenger-car 
customers are fleet operators, the 
firms’ sales cars and employes’ 
private cars. 


“Fixing” Tips on Ford 
(Continued from page 53) 


the trim and paint when the hoses 
are disconnected. 

7.—Place absorbent cloths be- 
neath the hose connections, dis- 
connect the hoses and then plug 
the open fittings and lines. 

Disassembly: 

1.—Remove the filler plug and 
drain the fluid from the reservoir 
into a clean container. 

2.—Scribe lines on the reservoir, 
pump body and reservoir cover so 
these parts can be positioned 
properly upon assembly. 

3.—Remove the center bolt from 
the reservoir cover (Fig. 4). 

4.—Remove the cover and reser- 
voir, and the two O-ring seals at 
each end of the reservoir. 

5.—Remove the mounting bolts 
that hold the valve body on the 
pump body. 

6.—Place a cloth under the as- 
sembly and carefully remove the 
valve body so that the check balls 
are not lost. 

7.—Remove both rotors and the 
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MEE T... 


three recent cash winners... 


California Cash Winner! “Treasure Hunt Virginia Cash Winner! “I’ve also made a_ Indiana Cash Winner! “I'm selling more air 
has brought me a gold mine in oil changes handsome profit on oil filters! Treasure Hunt _ filters than I ever thought possible! This pro- 
too. Sure pays to get those hoods up,” says _ really sends the customers in,” says Mr. motion is a real business builder,” says Mr. 
Mr. Robert E. Noyes, Noyes Flying A Ser- Don R. White, White’s Sunoco Service, Louis L. Cooper Jr., Cooper Cities Service, 
vice, Burbank. Richmond. Indianapolis. 


in the FABULOUS FRAM 


*60,000.00 
. TREASURE HUNT! 


= Promotion runs to June 30...look for prize filters 
every day! Keep checking all cars! Thousands are still on the 
road equipped with specially tagged FRAM Oil and Air Filter 
cartridges—worth up to $1000! Each prize filter pays the same 
amount to you... the car owner... . your wholesaler salesman! 
Whether or not you find a tag, you profit from extra 
filter sales, added oil changes and lube jobs! Hurry! 
Promotion is subject to 
Federal, state and local laws 
and regulations. 
FRAM CORPORATION, 
Providence 16, R. I. 
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drive ball. 

Assembly: 

Use all the parts contained in 
the pump repair kit when assem- 
bling the pump. If the reservoir or 
seals indicate the need, use the 
reservoir repair kit also. 

1.—Install the drive ball and in- 
ner rotor on the armature shaft. 

2.—Install the outer rotor over 
the inner rotor. 

3.—Place the check balls in the 
pump body channels. 

4. Install the valve body on 
the pump body. 


5.—Install the 
mounting bolts. 

6.—Install an O-ring seal in each 
end of the reservoir. 

7.—Install a new seal on the 
center bolt, and install the reser- 
voir and cover on the valve body, 
using the lines previously scribed 
as guides. 

The embossed lines in the cover 
must be positioned as in Fig. 5. 

8.—Place the assembly in a 
horizontal position, fill the reser- 
voir with brake fluid to the level 
of the bottom of the filler plug 


valve body 





VULCANIZE . 


Monkey Grip ‘'Sizzle" 


FILLER TABS on Monkey Grip 
Patches are used to “ 
ing a stronger vulcanized repair... an 
extra convenience, 
safer tire. 


e e with genuine 


MONKEY GRIP 
“SIZZLE” PATCHES 


SAFETY 


IN TUBELESS 
TIRE REPAIRS 


for 


Sizzle" 
plug the hole”’ insur- 


and reminder for a 


“SIZZLE"' PATCH repairing is easy! Light 
the fuel board — the rest is automatic. 
The result, a completely vulcanized patch. 
No guessing, no unnecssary equipment. 


VULCANIZING WITH HEAT seals the punc- 
ture to prevent further damage and tread 
separation sometimes caused by seeping 
of air between the plies and tread. 


Patches and Vulcanizing 


Clamps are all that's needed for complete puncture 
repair service on tube and tubeless tires. Universal, 
portable clamp fits all passenger car and small truck 


tires, and all size tubes. 


Only two sizes of Blunt 


Diamond ‘‘Sizzie'' Patches fill all needs for any size 
puncture — saves on inventory — takes less space. 


Sold through Automotive Jobbers everywhere. 


MONKEY GRIP SALES CO. 


DALLAS. TEX4S 


P O BOX €é170 
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The name MONKEY GRIP 
stands for the finest 
quality in all kinds of 
tire and tube repair 
materials. 





hole. Install the filler plug and 
new seal. 

Installation: 

1.—Remove the plugs from the 
lines and fittings and connect the 
lines to the pump. Use cloths to 
absorb any fluid that leaks out of 
the lines or the pump. 

2.—Install the assembly on the 
floorpan, making sure the rubber 
grommets are in proper position 
under the mounting brackets. 

3.—Connect the motor lead 
wires at the junction block and 
connect the ground wire. 

4.—Connect the battery positive 
cable. 

5.—Operate the top assembly 
two or three times to bleed any air 
from the system, and check the 
fluid level in the reservoir. The 
top must be up when the level is 
checked. 

6.—Install the rear seat cushion. 

Lift cylinder replacement: 

1.—Disconnect the battery posi- 
tive cable. 

2—Remove the quarter trim 
panels and rear seat cushion and 
back. 

3.—Disconnect and plug the hy- 
draulic lines at the upper and low- 
er ends of the cylinder. Use ab- 
sorbent cloths to catch any fluid 
that leaks out. 

4—After removing the hairpin 
clip and clevis pin at each end of 
the cylinder, remove the cylinder. 

5.—Position the cylinder in the 
floor bracket with the hose con- 
nections facing down. 

6.—Install the clevis pins and 
hairpin clips at each end of the 
cylinder. 

7.—Connect the hydraulic lines 
to the cylinder. 

8.—Connect the battery positive 
cable. 

9.—Operate the top assembly 
two or three times to bleed any 
air from the system. 

10.—Check the reservoir fluid 
level. 

11.—Install the quarter trim 
panels and the rear seat back and 
cushion. 


Sports Cars: $100,000 Year 
(Continued from page 37) 


tests only an idling engine. Cars 
that leave our shop are at the ab- 
solute maximum performance of 
which they are capable. 

A shop engaged in this specialty 
cannot relax its standards on qual- 
ified mechanics. Any mechanic 
with a tool box will not do. An 
alert shop operator or shop fore- 
man knows who the qualified me- 
chanics are around town. 
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FILLERi 


te 


FILLERit? 


CURE-1T 4-20 


Powder 





With two types of FILLERite Plastic Paste 
now available, you can choose the type exactly 
right for every autobody repair job. Select 
either Regular FILLERite . . . or the all-new 
Flexible type for repairs on surfaces where 
metal moves or flexes. Flexible FILLERite 
remains flexible . . . yet it bonds positively 
and permanently and can be feather-edged. 
Can be filed a long time after application, thus 
eliminating dust. Even when it’s ground, 40% 
of the dust is eliminated. Can be “picked” and 
“dinged.” 


SEND NOW FOR Your FREE BOOKLET ! 
. . that tells you all about FILLERite and proves 


how these modern systems for autobody repair 
will save you time and money. 


MAKES ALL YOUR 


AUTOBODY REPAIR JOBS 


FASTER, EASIER and 
MORE PROFITABLE! 


FLEXIBLE or REGULAR—FILLERite Systems Give You These BIG Advantages: 


© HOURS FASTER .. 
after applying. 
© CUTS COSTS . . . because one can of CURE-IT 4-20 
Catalyst is enough to mix two 3 Ib. cans of paste. 
® NON-TOXIC . . . no glass dust, no fire hazard. 


® SIMPLE, EASY TO USE. . . only one powder catalyst 
to add. No sloppy liquids. No exact measuring. 

*® TOUGH, PERMANENT .. . won't shrink, crack, rot or 
mildew. Not affected by salt water, gas, light acids 
or most solvents. 

* TAKE A MIRROR-SMOOTH FINISH .. . and can be 
sawed, filed, sanded, drilled or tapped. 

* TAKE ALL PAINTS. . 
primers. 

® QUALITY-CONTROLLED . . . constant supervision of 
Chemical Engineering Dept. assures you uniform 
products of highest quality. 


- can be filed or ground 15 minutes 


- and need no special fillers or 


FORMULATED AND MANUFACTURED BY 


BAIRD DYNAMIC CORPORATION 


1700 STRATFORD AVENUE, STRATFORD, CONNECTICUT 


BAIRD orm CORPORATION 


bit = like TD information on 
. Pieane send my free 
No. 100. 
a UNDERSTAND THAT PROFITABLE BUSI- 
NESS C TE: 
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name 





company 





co. address 





city state 





my supplier is 





street 








city 
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New 


RADIATOR 
CAP WRENCH 


to free you from 
painful radiator burns! 


IT’S YOURS 

‘ when you buy 
13 _ two dozen cans of 

r Mac’s No. 13 or 
. Mac's Sealer and 

Stop Leak (or any 
combination 

‘ of the two). 


‘ 
‘ 


BRICAN 


Wrench is of heavy duty nylon. Built- 
in magnet in handle lets you ‘‘hang”’ 
it on any metal surface. ‘‘Hot’’ cap is 
held within wrench so it never touches 
your hands. 

Now that spring is here, you'll need 
plenty of Mac’s Sealer and Stop Leak, 
which stops radiator leaks in seconds, 
and Mac’s No. 13, the rust inhibitor 
that keeps cooling systems clear for 
an entire year. So place your spring- 
time order now...and get your FREE 
RADIATOR CAP WRENCH besides! 


MAC’S SUPER 
GLOSS CO., INC. 


Los Angeles 42, Calif. 
Cincinnati 26, Ohio 
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William J. Cleveland (right), president pro tempore of the Louisiana 
Senate and a Crowley, La., automobile dealer, recently testified before 
the subcommittee of the U. S. Senate committee on labor and public 
welfare in opposition to Senate bill 1046, which would bring many 
dealers under the wage-hour law. Shown with him is Senator Jennings 
Randolph (D-W. Va.), whe presided at the hearing in the absence 
of Senator John F. Kennedy (D-Mass.). Also a director and regional 
vice-president of the National Automobile Dealers Association, Cleve- 
land appeared before the committee on behalf of the entire franchised 
new-car dealer membership of NADA. 


We require of a topnotch me- 
chanic that he be capable of hand- 
ling a valve job on a Mercedes- 
Benz. He must know how to over- 
haul the fuel injection system, do 
rear-end and engine work on any 
American car, set correct valve 
timing, know what tolerances to 
allow an engine, whether on a 
racing car or one prepared for the 
street. We do a more concentrated 
valve job than your average shop 
and insist on retorquing the head 
and doing a complete tune. 

A valve job on a four-cylinder 
car where labor may come to $50 
to $65 plus parts includes refacing 
valves, reseating, removing car- 
bon, cleaning carburetor, checking 
distributor, installing points, re- 
torquing head, adjusting valves, 
balancing and adjusting carbure- 
tor, and a complete dynamometer 
tune. In order to protect our cus- 
tomers as well as ourselves, we 
insist that race cars leave here 
with no recourse. 

If any trouble turns up after the 
car has left our shop, we regard 
it as our responsibility. Then we 
have failed to find a trouble spot. 
Work is then carried out at our 
expense. 

In our opinion there is only one 
way to give a tune-up. From time 
to time a customer for general 
automobile repair will say, “Just 
give it a regular tune-up, not for 
racing,” and our reply is always 


an explanation that a job to get 
maximum performance out of a 
car on the street does not differ 
from that done for racing. Check- 
ing the car, we may learn it does 
not need a tune-up but perhaps a 
valve job. 

We sell our mechanics to the 
public. We emphasize their out- 
standing ability, their highly de- 
veloped skill in putting cars into 
top condition. 

We develop trade around indi- 
vidual mechanics so that they be- 
come drawing cards with a follow- 
ing of their own. Any customer 
can well appreciate having only 
one mechanic working on his car, 
especially a mechanic who knows 
his job thoroughly and the cus- 
tomer’s particular car. 

As I said above, results at the 
track have steadily built our vol- 
ume. At local competitive events 
we have a printed streamer at the 
side of our car with Gasoline Alley 
on it. At major events Gasoline 
Alley is stitched on the back of 
my coveralls. Of course, circulat- 
ing and talking among racing en- 
thusiasts, sports-car preparation is 
a persistent topic. 

There is a potential, and a prof- 
itable one, to be found in sports- 
car preparation in any area. But 
the two prerequisites remain con- 
stant no matter where: 

Proper and adequate equipment 
and qualified mechanics. 
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Milton R. Schulte (right), former 
executive vice-president of Tung- 
Sol Electric, Inc., has been elected 
president, succeeding Louis Rie- 
ben, (left), who was elevated to 
board chairman. Schulte joined the 
company in 1923 as a mechanical 
engineer. He was elected vice- 
president in 1951. Rieben, who 
marked his 55th year with Tung- 
Sol on May 1l—also his birthday 
—joined the organization in 1904 
at the age of 14. He was named 
a vice-president and director in 
1921 and in y mee became presi- 
ent. 


Smooth Shifting to $75,000 


(Continued from page 34) 


the answer for myself. 

I trained my three young me- 
chanics the same way. Training 
them on the job, I insist that they 
know the why of each part, the 
why of each move they make. A 
young trainee first learns to take 
a transmission out, disassembles it 
under supervision, learns how to 
wash it in cleaning fluid, how to 
check an individual unit, where 
each part belongs, how it works, 
what to look for. We show him that 
each unit goes in only one way, 
that he is never to force it when it 
does not go in readily. We teach 
him that when he starts off on a 
fresh job at the workbench, his 
surface must be absolutely clean. 
No bolt, no spring, nothing ex- 
traneous to the job he is about to 
undertake can lie about. 

Handling a front pump, he learns 
the basic principles right at the 
bench: that it is hooked up to the 
flywheel and driven by a motor 
building up oil pressure to apply to 
hydraulically operated units in the 
transmission. 

It takes about ten units to train a 
young mechanic. After he has 
learned one transmission, he is 
switched to another. Each me- 
chanic becomes a specialist in one 





A REAL 
COOL 
OFF-ER! 


Beavtaful Three-Quart 
, ICE 
BUCKET 


Imported from Italy 


Here’s how 
you get it... 


When you pay the regular price of $18.15 for 11 MAC’S-IT 
KITS plus $2.00 for your insulated cooler, you get one 
MAC’S-IT KIT FREE! You sell the free KIT for $2.75 and 
get your $2.00 back plus an extra 75¢...and you make 
your full profit on the 11 MAC’S-IT KITS, too! 


Or, you can buy 11 pints of MAC’S RESIN COAT at the 
regular price of $13.20, plus the $2.00 for the cooler, and 
get one pint of RESIN COAT FREE. You sell the free pint 
and get your $2.00 back and make your full profit on the 
other 11 pints. 





MR. DEALER: 


Look for Special consumer offer in each 
carton of Mac’s-It Kits or Mac's Resin 
Coat. 








MAC’S SUPER GLOSS CO., INC. 


Los Angeles 42, Calif. * Cincinnati 26, Ohio 
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transmission, although he is ulti- 
mately well-rounded in all. One of 
our personnel specializes in Hy- 
dra-Matic and Dynaflow; another 
who has been working on all 
transmissions for a year and a half 
and can rebuild Dynaflow and 
Hydra-Matic specializes in Power- 
glide; a third with me for five 
months specializes in the Fordo- 
matic and Mercomatic, and the 
newest has been spending his three 
months on Powerglide. 

I believe a measure of the con- 
stant activity and high production 


of our shop may be attributed to 
the understanding relationship 
among us. I encourage freedom of 
discussion and exchange of ques- 
tions and answers that surely 
helps all of us. Changes take place 
in cars constantly and it would be 
foolhardy to blunder through a 
repair blindly without seeking help 
if any of us came upon something 
new that we did not understand. I 
want my men to ask questions, 
seek answers, probe for explana- 
tions. Though I have had years of 
training and experience, I myself 





with FAMOUS RALCO ROLLERS 


Unmatched for performance 
and value, these creepers, avail- 
able in a seven-model range of 
types, sizes and prices, are all 
designed for long, comfortable 
service and made of the finest, 
kiln-dried oak. 

Jeepers Creepers are low-slung, 
easy to maneuver and fitted with 
soft, plastic - coated headrests 
that are resistant to acid, grease, 
gas and alcohol. 


sk 


RALCO 
ROLLERS 


PROVIDE MAXIMUM ROLLING EASE WITH MINIMUM 
HEIGHT, AMAZING LOAD CARRYING ABILITY. 


ASK YOUR JOBBER FOR JEEPERS CREEPERS 


GEEPERS Crezprps 6 


Lisle Corporation 
Clarinda, lowa 
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re. SP 


By the Manufacturers of 
Lisle Automotive Tools, 
Hydraulic Brake Parts, 
Brake Cable Assemblies, 
and Original Equipment 
Components for the Aircraft 
and Automotive Industries 





Victor M. Cain (shown here) 
has been named president and 
chief executive officer of Snap-on 
Tools Corp., succeeding Joseph 
Johnson, who was elected to the 
newly-created office of chairman 
of the board. Cain began with the 
company in 1929 as a bookkeeper 
for Blue-Point Tool Co. Following 
that company’s consolidation with 
Snap-on in 1930, he became head 
of the branch accounting depart- 
ment, He continued to advance 
and in 1955 became vice-president 
in charge of controls and accounts. 
He subsequently became  vice- 
president and controller and later 
executive vice-president. 


sometimes have to seek informa- 
tion from another shop, just as 
other shops call me and ask 
whether I’ve run into a certain uni- 
que problem. It serves no purpose 
hiding from each other problems 
that stump us. 

I expect them to foul things up 
occasionally, break a tool, make a 
costly mistake. But it is better to 
be outspoken about it so that repair 
or replacement can be made 
promptly without setting us back 
unexpectedly at some future time. 
I make no deductions from wages 
for tool breakage. 

We have meetings after 6 p.m. 
periodically to discuss shop prob- 
lems and procedures. Difficulties 
are discussed openly. 

If we need a new tool or should 
add a piece of time-saving equip- 
ment, this comes to the fore. Our 
men are on weekly salaries and are 
granted sick leave with pay over 
an extended period, if necessity 
arises. 

Our personnel have been our 
best business promoters. Auto- 
matic transmission volume breaks 
about 50-50 between the independ- 
ent and dealership garage and the 
retail customer. It is the confidence 
our personnel build up through 
their skill and enthusiasm that 
keeps us growing. 
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The new 


Toledo Steel 


forged aluminum 
piston... 


powerforged 


Treat yourself to a 
trouble-free engine. . . install 


Toledo Steel pistons! 
oledo pisto ee ==> Up to 70% stronger 
| 


The Powerforged is just one in 
Toledo’s complete line of 
pistons, pins and sleeve 
assemblies for every standard 
and heavy duty application. 
Quality materials and precision 
manufacturing to original 
equipment specifications are 
your assurance of quick, easy 
installation and long, 
trouble-free performance. 





ee. Ps 


-* 
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than conventional cast 
pistons! Power forging 
changes the grain flow of 
the aluminum in the 
Powerforged Piston. The 
new, denser grain is one 
reason for this piston’s 
greater strength and 
longer life. 


i : 

eT 

a. o* 4 a 
a. ZS 
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TOLEDO STEEL PRODUCTS 
Division of Thompson Ramo Wooldridge Inc. 


6402 CEDAR AVENUE - CLEVELAND 3, OHIO 


WORLD'S FINEST AUTOMOTIVE PARTS 
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Car has 
ever obsoleted 
the Weaver 
Twin Post 

Lift! 


WIN POST LIFT 


NEW WEAVER FRONT SADDLE SPOTTING 
DEVICE (shown above) mokes it easy to 
correctly spot adapters under the proper 
lifting points Operator simply inserts shift 
lever (A) into left (B) or right (C) socket to 
adjust corresponding adapter in or out. 
ANY MODEL Weover Twin Post Lift now in 
use can be modernized with this new Front 
Saddle Adapter Spotting Device. 


wi “VER 


Complete line includes: Twin Post Lifts . . . 
Frame Type Lifts . . . Bumper Jack .. . 
Testers... Brake Testers... 
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Wheel Balancing Equipment... 


handles them all! 


This great all-purpose lift is rail-less, and 
provides unobstructed chassis accessibility — 
lifts cars at outer end of lower control arms 
for completely relaxed front suspension and 
proper ball joint lubrication and the safe 
way to handle Air Suspension cars — without 
deactivating Air Control Valves. It handles 
all new models—or older models — long, 
medium or short wheelbase. Current model 
Weaver Twin Post Lifts, with standard 
adapters easily handle jobs that can not be 
raised on other make lifts. 
Because of its utility and anti-obsolescent 
ualities, the Weaver Twin Post should be 
de NUMBER ONE lift for you. 
Weaver Passenger Car Size Twin Post Lifts 
are regularly furnished with standard 60” 
wheelbase adjustment. Other wheelbase ad- 
justment ranges from a minimum of 36” to 
any desired maximum available. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


Division of Detroit Harvester Company 


SERVICE SHOP EQUIPMENT 


Triple Post Lifts . 
Cor Washers .. . Wheel A 


Single Post Roll-on, Free- Wheel and 
Headlight 
. Wheel Dollies and Air Compressors. 





Jacks . 





For its grand opening, McDavid 
Rambler, Inc., Houston, Texas, 
staged this unusual parade 
through downtown streets. Five 
haulaway trucks loaded with new 
Ramblers were linked together 
with ropes and another rope was 
strung between a Metropolitan 
and the first truck to indicate the 
little import was pulling the entire 
load. Ten other Ramblers driven 
by models, plus a siren-sounding 
police escort, helped attract atten- 
tion. The new dealership delivered 
23 cars during its three-day open- 
ing celebration. 


Imports Here to Stay, 
Says Simca Official 


beh inne may happen in the 
small, domestic car field 
in the near future, I believe there 
will be room for small imported 
cars priced under $1,800.” 

That is what David R. Crandall, 
national director of Simca sales for 
Chrysler Corp., said recently in 
Chicago, adding that imported, 
small economy cars are meeting 
special transportation needs of 
American motorists and they are 
here to stay. 

Citing the sales gains made in 
America by imported cars in the 
last five years, Crandall said, 
“Since 1953 more than 1,000,000 
imports have been sold in this 
country. In 1955, when 7,200,000 
domestic cars were sold, only 
58,000 cars were imported. In that 
year we shipped more than a 
quarter-million U.S.-made cars 
overseas—five times as many as 
we imported.” 

Today, he said, the situation is 
reversed. 

“Surveys of imported car own- 
ers reveal that 85% would be re- 
peat buyers,” Crandall said. Low 
cost and economy of operation 
were cited by 95% of imported 
car owners surveyed by the Na- 
tional Automobile Dealers As- 
sociation, he said, as the main rea- 
son for buying an imported car. 


SOUTHERN AUTOMOTIVE JOURNAL for June 1959 





YOU'RE SITTING frelly 
—_— 


WITH A 


<< New Bnilain 
MASTER TOOL SET 


For master mechanics — and mechanics 
on their way up — here’s the complete 
Tool Set that will handle practically 
every job in your Shop. This 150 piece, 
high quality Set includes the finest alloy 
steel Ratchets, Drive Handles, Sockets, 
and Flat Wrenches, plus Hammers, Chis- 
els, Pliers, Screw Drivers, and more... 
every Tool designed by mechanics — for 
mechanics! Ask your Jobber how you 
can get it and put it to work making 
money for you! The cost of Tools you 
use in your work is deductible from your 
income tax! The New Britain Machine 
Co., New Britain, Conn. 
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NEW BRITAIN « CONNECTICUT HAN 0 TOOLS 
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On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





10 MODEL NUMBER INTERCHANGE 

—Handy reference sheet with com- 
plete listing of all passenger cars 1946 
through 1959 by model number inter- 
changeably with model name. Saves look- 
up time by including car model data not 
found elsewhere. Useful as a supplement 
to every automotive parts catalog. Kem 
Mig. Co., 20-21 Wagaraw Rd., Fair Lawn, 


10 SAMPLES, BOOKLETS, AND CAT- 

ALOG SHEETS—describing the DL 
Handi-Cleaner available on request. DL 
Products, Inc., Banite Bidg., Buffalo, N. Y. 


] VENTILATED CUSHIONS — Com- 

lete merchandising program on 
Kool Kooshions, including handsome wire 
display rack, full color catalog sheets, 
other advertisin on complete Kool 
Kooshion line, 001 Kooshion Mfg. Co., 
Dyersburg, Tenn. 


105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. 
Contains an explanation of the operation 
of the Wagner Rotary Air Compressor 
complete with diagrams, cross section 
drawings, and photographs. Lists by cat- 
alog numbers component parts as well 
as field installation kits. Write for Cat- 
alog KU-201, Wagner Electric Corpora- 
tion, 6362 Plymouth Avenue, St. Louis 14, 
issouri. 


1 CAP MERCHANDISER—How to in- 

crease profits by use of radiator 
and gasoline cap Merchandiser. The space 
saving Merchandiser saves you time and 
yee! while increasing sales and profits. 
Ask for detailed information. Stant Mfg. 
£oy 1620 Columbia Ave., Connersville, 
nd. 


108 1957 EDITION OF 12 VOLT ELEC- 
TRIC EQUIPMENT FOR PASSEN- 
GER CARS—Contains description of 12- 
volt automotive electrical equipment used 
on 1957 model cars, giving special empha- 
sis to the new external adjustment type 
distributor and the enclosed shift lever 
type cranking motor. Recommendations 
for periodic servicing, checking and ad- 
justing of the charging, starting and ig- 
nition systems are discussed. Special 
section devoted to trouble shooting of 12- 
volt electrical — ment. Technical Lit- 
cresure Sestion, elco-Remy Div., Ander- 
son, Ind. 


] AMMCO BRAKE SERVICE, EN- 

GINE REPAIR, AND HONING 
TOOLS AND EQUIPMENT — Catalogs, 
describing the Ammco line of brake drum 
lathes, brake shoe grinders, brake drum 
micrometers, brake shoe setting gauges, 
brake hones, brake bleeders, brake safety 
machines, small bore hones, cylinder 
checking instruments, pin fitting honing 
hones, cylinder surfacing hones, ridge 
reamers and torque wrenches. Ammco 
Tools, Inc., 2110 Conimonwealth Ave., 
North Chicago, Ill. 


1] SELECTION GUIDE OF SPECIAL- 
IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of 
cars and 8 specialized tools. Especially 
helpful to inexperienced operator, making 
it practically impossible to select the 
wrong gun or accessory for any given 
operation. Also has chassis drawing point- 
ing out every part named. Form No. 


38-808. Alemite Div., Stewart Warner 
Corp., 1826 Diversey Parkway, Chicago 
14, Illinois. 


1] SOUND SLIDE FILM — entitled 

“Automotive Wheel Bearings” is 
the first in a series of audio-visual aids 
designed to provide bearing salesmen, 
servicemen and replacement parts men 
with practical and useful information on 
various applications for ball, roller and 
engine bearings and on oil seals. Federal 
Mogul Service, 11031 Shoemaker Ave., 
Detroit 13, Mich. 


113 NEW BRAKES & TIPS ON 
TROUBLE SHOOTING—A 24-page 
Grey-Rock booklet giving service infor- 
mation on brakes used on 1958 cars in- 
cluding the self-adjusting brake used on 
Mercury and the new Edsel, and the total 
contact brake used on cars in the Chry- 
sler Corporation line. Also includes 
trouble shooting information on brakes 
on all cars, including older models. Grey- 
Rock, Manheim, Pa. 


] 14 32 REASONS FOR OIL CONSUMP- 

TION — An easy-to-use, indexed 
corrective manual listing 32 major oil 
consumption problems and remedies. In- 
formative, illustrated, prepared by one of 
the top technical staffs _in this field. 
Write—Oil Consumption Booklet, Amer- 
ican Hammered, 2001 Sanford Street, 
Muskegon, Mich. 


1] AUTOMOTIVE ELECTRICAL E- 
| QUIPMENT CATALOG NO. D-200— 
Applies to automobiles, trucks, trailers, 
farm and industrial. equipment. New 64 
page catalog covers entire field of auto- 
motive switches, connectors, wiring ac- 
cessories, etc. Voltage ratings are clearly 
specified in large type for all switches, 
and other units. Cole-Hersee Co., 20 Old 
Colony Ave., Boston 27, Mass. 


1 1 BRAKE SERVICE GUIDE — Com- 
plete instructions for inspecting, 
flushing and bleeding the brake system. 
Handy trouble check chart. Write for 
Bulletin HU-411. Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis 14, Mo. 


1 1 RAMCO SERVICE MANUAL — 5th 

edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhaulin and 
how to overcome. Ramsey Corp., 3698 For- 
est Park Blvd., St. Louis 8, Mo. 


12 NEW GRIZZLY BOOK—Nine basic 

steps to extra miles of safe braking. 
Illustrated charts enable maintenance men 
to visualize faulty braking conditions and 
help them in trouble shooting and servic- 
ing truck and bus brakes. Grizzly Mfg. 
Co., 700 W. Caroline St., Paulding, Ohio. 


12 SALES AIDS AND MERCHAN- 

DISER CATALOG, FORM D-227— 
Features a complete line of quality auto- 
motive electrical equipment mounted on 
effective “Business Getting” displays. 
This colorful 8 page catalog covers the en- 
tire field of switches, connectors, voltage 
reducers, etc. for automotive truck, trail- 
er, bus, marine, farm, earth-mover and 
industrial equipment. Cole-Hersee Co., 
20 Old Colony Ave., Boston 27, Mass. 


1 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear “On-A-Car” 


Service which makes possible tire retru- 
ing right on-the-car. Explains method 
using most advanced tru 4 priests 
ad Mfg. Co., Dept. SAJ, Rock Island, 
Ill. 


1 AERO-SEAL HOSE CLAMPS — An 

illustrated 4-page folder giving 
clamp ranges, mechanical information, 
engineering data, stock numbers, packag- 
ing, etc. Breeze Corps., Inc., 700 Liberty 
Ave., Union, N. J. 


12 GAS, OIL & BRAKE LINE HAND- 
BOOK NO. 3016 — Gives helpful 
information on various types of tube fit- 
tings and how to ——— them, hints on 
replacement of flexible gas and oil lines 
and “how-to-do-it” information on cut- 
ting, —y double-flaring and bendin. 
of tubing. Imperial Brass Mfg. Co., 63 

W. Howard St., Chicago 31, Il. 


125 STANDARD DUTY GENERATOR 
REGULATORS—A 16-page 82x11 
inch booklet covering the operation and 
maintenance of Delco-Remy regulators. 
(62 pictures) Contains illustrations show- 
ing various steps of adjustment. Will help 
automotive electricians understand and 
service regulators. Delco-Remy Service 
Department, Anderson, Indiana. 


13 VALVE CATALOG — A new 166 

page catalog of valves, valve 

guides, valve seats, valve openings and 

other valve components is offered by Rich 

Ae Corp., 200 Elm St., Battle Creek, 
ch. 


131 WALL CHART NO. 3034-B — Size 
8-%” x 11-14” gives application data 
on power steering lines by car _ make, 
model and year. Imperial Brass aay Co., 
6300 W. Howard St., Chicago 31, Ill. 


13 CATALOG NO. 56—Features more 
than 300 Champ-Items automotive 
replacement parts for all makes of cars. 

handy service book. Champ-Items, Inc., 
6190 Maple Ave., St. Louis 14, Mo. 


13 MOOG RINGLINER — Illustrated 
piston ring catalog carries listings 
and product information on complete 
line of Moog cast iron, partial chrome 
and Chrome Plus lines. Moog Industries, 
Inc., 6650 Easton Ave., St. Louis 14, Mo. 


13 PLUG CHEK—A colorful wall ban- 
ner showing condition of s ark 
plugs under various driving conditions. 
his service tool is designed to assist 
service men in Gages spark plug heat 
range problems. e Electric Auto-Lite 
Co., Toledo 1, Ohio. 


13 AIR COOLED ENGINE VALVES— 

A complete 8-page & cover eateieg 
of valves for air-cooled engines an 
locks, first offered by any replacement 
valve manufacturer. Lists replacement 
valves for leading manufacturers of en- 
gines used for powering lawnmowers, 
garden tractors, mixers, conveyors, 
pumps, combines, industrial engines, re- 
frigeration units. Rich Mfg. Corp., 200 
Elm St., Battle Creek, Mich. 


] PRESSURIZED COOLING SYSTEM 
—Servicing and maintenance of the 
pressurized cooling system is detailed_in 
a booklet available from Stant Mfg. Co., 
1620 Columbia Ave., Connersville, Ind. 


14 MOOG STREAMLINER CATALOG 

—Carries exploded views, detail il- 
lustrations and listings of leaf springs, 
main leaves, spring parts, shackles, shock 
links, tie rod ends, drag links, king bolts, 
coil springs and other coil action parts 
for cars and trucks. Moog Industries, Inc., 
6650 Easton Ave., St. Louis 14, Mo. 


142 1958 MUFFLER CATALOG SUP- 
PLEMENT — Lists high efficiency 
mufflers and dual exhaust equipment for 
each model of 1958 cars. Grand Automo- 
ore, Peeeeets, 2055 N. Ruby St., Melrose 
ark, > 


14 RADIATOR SERVICING EQUIP- 
MENT—A new 48-page book “Blue- 
print For Profits” explains big profits 
servicing radiators, explains the Inland 
methed, illustrates and describes Inland 
equipment, free factory training school, 
payment plan, etc. Inland Mfg. Co., 1108 
Jackson St., Omaha 2, Nebraska. 


1 HAND CRIMPING TOOL—Descrip- 

tive circular. Strips and _ also 
crimps Rajah terminals to ignition cable. 
ae Co., 35 Verona Ave., Newark, 
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149 TIRE & TUBE REPAIR MATE- 
RIALS are listed in this new 12- 
page catalog. Gives the complete line of- 
ered and also the stock numbers, quan- 
tity in —— and the shipping weight. 
ace Bu ber Co., P. O. Box 6147, Dallas, 
‘exas. 


15 MAKE MORE SALES ALL OVER 
THE LOT—Attractive 2-color fold- 
er shows how to increase gas, oil and 
TBA sales and turn new customers into 
steadies. Pullman Vacuum Cleaner Corp., 
Dept. P, 25 Buick St., Boston 15, Mass. 


15 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8 
Pages of easy-to-follow, how-to-do a bet- 
ter body repair job with this “miracle 
body filler that hardens like rock.” Eas- 
ily, quickly and conveniently applied, 
Bondo permanently restores surfaces 
“like new” for automotive, marine and 
industrial repairs of metals, wood, stone 
and concrete. Bondo Div., Jaycee Chem- 
, — ree ae 1104 Forest Road, Northford, 


161 COMPLETE REBUILT LINE — A 
122-page catalog covering a com- 
plete line of top quality rebuilt products 
or automotive and tractor units is now 
available to both present and prospective 
users of the Kimco line. For all informa- 
tion write Kimco Auto Products, 1520 
Texas St., Memphis, Tenn. 


162 BONDO SERVICE BOOKLET—IL- 
LUSTRATED — Describes in com- 
plete detail application and uses of plas- 
tic-fibreglass filler for the auto body re- 
Pair—showing different types of repair 
work and advantages and how to save 
time on body work. Bondo Div., Jaycee 
Chemical Corp., Northford, Conn. 


16 TIRE TOOL CATALOG — Sheets 
: show you the complete Ken Tool 
line givin specifications for each. In- 
cludes explanation of how and where each 
tool should be used to most profitable 
advantage. Ken Tool Mfg. Co., 768 E. 
North St., Akron, Ohio. 


16 SPARK PLUG SERVICE & IN- 
STALLATION MANUAL, FORM 
7K—18-page booklet gives type, construc- 
tion, size, heat range, and service pro- 
cedure of spark plugs. Also deals with 
spark plug tools and special installations, 
analyzes service conditions, gives hints 
for selling _ plugs, etc. Champion 
Spark Plug Co., Toledo, Ohio. 


1 CYLINDER HEAD STOCK RE- 
J MOVAL CHART—A handy pocket 
size showing year and model of car, 
standard compression and the amount of 
cylinder head stock removal necessary to 
attain the increased ratio. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas 35, Texas. 


169 YOUR ANSWER TO VAPOR LOCK 
—New technical bulletin deals with 
vapor lock and_hot-moter re-starts and 
explains how Filt-O-Re, helps prevent 
these conditions and increase engine ef- 
ficiency. Alondra Sales, Inc., 959 Cren- 
shaw Blvd., Los Angeles 19, Calif. 


17 TO TRUE OR NOT TO TRUE — 8- 
' page illustrated booklet gives pra~- 
tical advantages of tire truing. Shows you 
how tire rounding increases tire mileage 
and how this can be a profitable business 
for you. Bee-Line Co., Davenport, Iowa. 


17 A-1919 FUEL PUMP SHOP MAN- 
' UAL—Contains the operation, test- 
ing, repair, installation and removal of 
fuel and vacuum pumps. D. Dwyer AC 
Spark Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS — Complete 
/ master catalog of the complete line 
of Eis hydraulic parts. Lists and illustrates 
the complete line of repair kits, hoses, 
stop-light switches, brake-master and 
wheel assemblies. Information complete 
up to 1957. Eis Automotive Corp., Middle- 
town, Conn. 


17 OIL SEAL POSTER—second in a 
series to help you better under- 
stand the value of oil seals and the need 
for replacing with new seals. The color- 
ful 9” by 25” posters are done in cartoon 


strips for easier reading and have several 
illustrations showing aaporsante of tight 
seals to good vehicle braking. Chicago 
Rawhide fg. Co., Service les Div., 
Elgin, Ill. 


176 AXLE SHAFT GUIDE — Valuable 
~ free guide gives causes and pre- 
ventions of axle shaft failures. The U. S. 
Axle Co., Inc., Pottstown, Pa. 


17 A-2356 SERVICE TIPS BOOKLET— 

' On — plug removal and instal- 
lation. D wyer, AC Spark Plug Div., 
Flint 2, Mich. 


18 THE LAMSON NO. 56-A AUTO- 

MOTIVE CATALOG — Gomptetety 
revised, illustrated reference boo of 
fasteners used daily by automotive main- 
tenance men including Plated Cap Screws 
and Nuts—Brass Nuts, Expansion Plugs, 
Assortments, Brake Lining Fasteners, 
Bumper Bolts, Tapping Screws, Flat and 
Lock Washers, Truck heel Studs, Stove 
Bolts, Cotter Pins and many other items. 
List prices, demensions and carton quan- 
tities are given. Lamson & Sessions Co., 
1971 W. 85th St., Cleveland 2, Ohio. 


18] WHEEL COVER CATALOG NO. 57 
—Covers complete line of wheel 
covers in sizes to fit 14”, 15” and 16” 
ne Namsco, Inc., 333 3lst Ave., Bell- 
wood, 


185 SERVICE ENGINEERING’ BRO- 
CHURE—A new brochure compris- 
ed of 14 Service Engineering articles cov- 
ering oil consumption problems, ring 
problems, oil control problems peculiar 
to the modern high compression-high 
vacuum engines, | and piston ring 
nomenclature an several articles on 
scuffed rings and how to avoid scuffing 
and scoring. Perfect Circle Corp., Hagers- 
town, Ind. 


18 FILTER CATALOG—offers details 
on complete line of oil, air, fuel 
and cooling system filters. Lee Filter 
Corp., 43 River Road, N. Arlington, N. J. 


18 ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100 
DB—Gives full information on each test- 
ing equipment item in the entire Herbrand 
line. Includes details on such items as 
Power rey | Lights, Compression 
Gauges, Neon Tube Timing Lights, Tach- 
ometers and others. Herbrand Div., Fre- 
mont, Ohio. 


18 GENERAL PAINTING INSTRUC- 

TIONS—Form 5723 covers finishing 
of passenger cars or commercial vehicles 
in lacquer or enamel finish. Gives full de- 
tails for any surface including prepara- 
tion of same. Ditzler Color Division, 8000 
W. Chicago Ave., Detroit 4, Mich. 


19. TWIN POST LIFT WHEEL ALIGN- 

MENT OUTFIT — Illustrated 8- 
page catalog, shows how this equipment 
does not limit floor space, shows how 
anyone can do wheel alignment and 
points out fast reading advantages. Wea- 
ver Mfg. Co., Springfield, Ill 


195 1958 SALES “PORTFOLIO”—Con- 
tains catalog sheets on YANKEE’S 
new “Duet Series” Mirrors, Boat Trail- 
er Lamps and Water Ski Mirror, All- 
Chrome Truck Mirrors, mirrors for for- 
eign and sports cars, and other service 
items. Kalamazoo punched for filing. 
Yankee Metal Products Corp., Norwalk, 
onn. 


19 SPARK PLUGS — Condensed four- 

page specification folder for pas- 
senger cars, including 1958 models. The 
Electric Auto-Lite Co., Toledo 1, Ohio. 


19 SERVICE JACK CATALOG PAGE 
—Model WA-66, 134-ton and 1'2- 
ton service jacks are fully described. 
Light weight of these models makes them 
ideal for road service trucks and away 
from shop service. Includes complete 
- i: Weaver Mfg. Co., Spring- 
leld, 


20 TWIN POST LIFT ADAPTER RE- 
QUIREMENTS—Gives definite in- 
structions on which adapter is needed for 
various passenger car models. Adapters 
described are required for all 1957 model 
cars. Weaver Mfg. Co., Springfield, Ill. 


202 “DON’T BLAME THE GENERA- 
TOR”—free booklet designed to 
help keep your profit by eliminating 
costly comebacks. Arrow Armatures Co., 
11 Fordham Rd., Boston 34, Mass. 


203 COOLING SYSTEM CARE BUL- 
LETIN is designed for posting in 
the service station to guide station at- 
tendants in preparing cars for summer 
driving. During the hot vacation months, 
cooling system care is vitally important 
to the car owner and can be a most 


SOUTHERN AUTOMOTIVE JOURNAL for JUNE 1959 


profitable service for the station opera- 
tor. Warner-Patterson Co., 600 S. Michigan 
Ave., Chicago, Ill 


205 HOW TO INCREASE ENGINE 
LIFE 90% —lIllustrated booklet tells 
how to reduce wear to moving parts and 
insure better rformance from automo- 
biles or trucks by explaining the air fil- 
ter—the vital piece of equipment through 
which an_ engine breathes. Fram Corp., 
Rumford Post Office, Providence 16, R. I. 


206 THE SERVICE STORY ON SHOCK 
ABSORBERS—Handbook points out 
that one of every four cars on the road 

in need of some kind of shock absorb- 
er service. It illustrates proper servicing 
procedures, including importance of pe- 
riodic inspection of shock absorbers on 
air suspension cars. It is designed to 
simplify shock absorber installations. 
United Motors Service Div., 3044 W. 
Grand Blvd., Detroit 2, Mich. 


21 COLUMBUS SHOCK ABSORBERS 

ae catalog of Luxury-Ride 
and Velvet-Ride lines, including type 
needed for front and rear of each make, 
year and model car—plus numerical parts 
listing, installation, bushings and washer 
information. Heckethorn fg. & Supply 
Co., Dyersburg, Tenn. 


21 SHOCK ABSORBER 

NO. 320-T-A—A 16-page listing by 
numbers or by makes — ock absorbers 
for every automotive need — passenger 
cars, and some trucks. Monroe Auto E- 
quipment Co., Monroe, Mich. 


21 THE WHYS AND HOWS OF 
VOLTAGE REGULATORS — Ex- 
lains in simple lan ge, every detail of 
oltage Regulators—how they work, why 

they are important, how to adjust and 

service them. In 16-page handy pocket 
size edition, with many working draw- 
ings to clarify and _ illustrate e text. 

Standard Motor Products, Inc., 37-18 

Northern Blvd., Long Island City 1, N. Y. 


21 LAHER CATALOG PAGE — Both 

sides feature passenger car over- 
loads and booster springs. Includes speci- 
fications and price. Laher Spring & Tire 
Corp., 300 Madison Ave., Memphis, Tenn. 


217 ROUGH IDLING—CAUSE & COR- 
RECTION — 4 page bulletin lists 
common causes of rough idling and points 
out corrective measures to be taken. In- 
cludes explanation of how and why gum 
forms in carburetor and what steps are 
necessary to remove gum deposits. Gum- 
out Division, 2690 Lisbon Rd., Cleveland 
4, Ohio. 


220 1955 LASCO BRAKE SHOE AP- 
PLICATION CATALOG—complet 
listing of brake shoe number, F.M.S.1. 
number, year, make and model of auto- 
mobile. Available upon request. Laher 
Spring & Tire Corp., 300 Madison Ave., 
emphis, Tenn. 


HYDRAULIC JACK REPAIR KITS 
221 are explained in detail in a new 
illustrated folder on JACK PACK hydrau- 
lic jack repair kits. For your free copy 
write Jack-Pack Mfg. Co., 2115 N. Mari- 
anna Ave., Los Angeles 32, Calif. 


222 “WHAT PRICE QUALITY”—Read 
how ignition parts should be made 
and why. “WHAT PRICE QUALITY” tells 
the story of the making of quality igni- 
tion parts. Written in non-technical lan- 
guage. Standard Motor Products, Inc., 37- 
18 Northern Blvd., Long Island City 1, 
N. Y. 


CATALOG 


22 DEGREASING EQUIPMENT AND 
CLEANING COMPOUNDS — Full 
information included in our catalog sheets 
for every automotive or industrial usage 
Practical a, Co., 2840 4th Ave. 5., 
Minneapolis, inn. 
22 OIL LEAK DETECTOR—Bulletin 
shows how hooking up the bear- 
ing oil leak detector reveals internal en- 
ine conditions, uncovers main, rod or cam 
aring wear, plugged oilways, starved 
bearings, before tearing down the en- 
gine. Also describes how the detector 
checks the completed overhaul and pre- 
lubricates ae parts before turning 
over the engine. Illustrates two sizes with 
maintained oil pressure—one for cars, one 
for larger truck engines. Federal-Mogul 
earyee. 11031 Shoemaker, Detroit 13, 
ch. 


22 FUEL PUMP TROUBLE SHOOT- 
ING—Clearly describes and illus- 
trates correct procedure for testing fuel 
and vacuum pumps, and how to use prop- 
erly a fuel pump pressure gauge. Four 
age pamphlet also includes complete 
uel pump pressure specifications and 
car application data. Kem Mfg. Co., 20-21 
Wagaraw Rd., Fair Lawn, ‘ 
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HELPFUL 


BOOKLETS 


FREE! 


23 TUNE UP BOOKLET — 20-page 

boeklet answers such questions as 
“What should engine tune-up do?” and 
“Where to start.” A includes explana- 
tion fuel system, carburetor and a check- 
list for a complete engine tune-up. Form 
3759, a; Department, Carter 
Carburetor Div., ACF Ind., 2840 N. Spring 
Ave., St. Louis, Mo. 


232 NEW MUFFLER TOOL INFORMA- 
TION—Teol cuts through mufflers 
without use of chisels, saws or torches. 
Made of light weight construction, it fits 
from 149” to 249” pipe. Muffler Products 
Corp., 2808 Crawford, Houston 4, Texas. 


23 HOW TO AVOID AXLE SHAFT 
—Wall chart shows hew io avoid 
axle shaft failures in passenger and com- 
mercial vehicles. It pictorially presents 
the common faults responsible for most 
axle shaft breakdowns, dividing them in- 
to two categories, mechanical faults and 
human faults. The U. S. Axle Co., Inc., 
Pottstown, Pa. 


23 INSTALLATION OF SHOCK AB- 

SORBERS — Detailed instructions 
for the removal and installation of direct 
action shock absorbers. Stem and loop 
end types for both leaf and coil spring 
installations. Monroe Auto Equipment 
Co., Monroe, Mich. 


241 BRAKE SERVICE MANUAL—A 16- 
page booklet giving complete in- 
structions on servicing and installation of 
brake shoe assemblies in demestic and 
foreign passenger car and truck brake 
assemblies. Imco Mfg. Sales Co., 10 E. 
Lafayette Ave., Baltimore 2, Md. 


243 HOW TO SELL MORE OIL, OIL 
FILTERS, LUBRICATIONS & TBA 
ITEMS — 12-page illustrated booklet gives 
profitable tips on increasing your sales 
customer. Pullman’ Vacca Cleator meey 

- Pullman Vacuum Cleaner - 
25 Buick St., Bostom 15, Mass. —_ 


2 SPARK PLUG INSPECTION 
CHART—Form No. M- 
color chart that can be tacked or 
taped up onto walls showing both normal 
and abnormal appearance of spark plugs 
—4 y Fy now te ant top erformance 
plugs. e Cc - 
Co., Toledo, Ohio. a 


246 ARMATURE TOOLS—Catalog sheet 
gives full details on hand operated 
armature undercutter and armature turn- 
ing tools. Also includes feature of growl- 
ers and testers, distributor holding clamps, 
armature vise jaw pads and generator 
pulley uller. Newnan Machine Co., P. O. 
ox 737, Providence 1, R. I. 


248 “BRINGS YOU A 100% PROFIT”’— 

Catalog sheet describes rubber 
brake adjusting hole covers and the at- 
tractive wplay cards on which they are 
mounted. e plugs are easily sold with 
each grease job and fit all models of 
cars and trucks using Bendix brakes. 
Newnan Machine Co., - Box 737 
Providence 1, R. I. 5 


251 NEW EATON CAP CATALOG — 
Illustrating and describing Eaton 
radiator pressure caps, fuel tank caps, 
locking gas caps, oil filler caps and the 
new Eaton cap and cooling system test- 
er. Also _ catalog-sheet showing special 
cap combination effers, and new ton 
cap merchandiser display rack which acts 
as an “automatic cap salesman” and saves 
time in checking inventory and ordering 
fastest moving items. Eaton Mfg. 
Stamping Div., 17877 St. Clair 
Cleveland 10, Ohio. 


254 MASTER BRAKE SERVICE GUIDE 
—Contains fully illustrated, step- 
by-step instructions for adjusting and re- 
lining the twenty different types of hy- 
draulic wheel brakes used on passenger 
cars and light and medium trucks and 
buses. World Bestos Div., P. O. Box 346, 
New Castle, Ind. 


25 TOOL CATALOG “W”—112 pages 
gives pictures, description and 
gpecttipations of the —_ Snap-On 
ool line of merchandise. Snap-On Tools 
Corp., Kenosha, Wis. 


0., 
Ave., 
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257 RUBBER PRODUCTS — A con- 
densed catalog designed for parts 
reference work just released. It contains 
handy simplified identification and il- 
lustrations of floor mats, pedal pose, 
motor mounts, and rubber bushings. Doan 
ha So 1725 London Road, Cleveland 
s oO. 


258 WHEEL ALIGNMENT — Catalogs, 
specification charts, price lists. J. 
H, Bender uipment Co., 5430 Tweedy 
Blvd., South Gate, Calif. 


25 PROFIT WITH ACRYLIC FINISH- 

ING — Two pages describe the 
only complete Acrylic Intermixing Syste 
that is now available. The system includ 
basic tint colors, Mix-O-Matic co 
machine and three agitator storage units. 
Zac-Lac Paint & —. Corp., Simp- 
son St. N. W., Atlanta, Ga. 


2 BODY REPAIR, RECONDITION- 
ING & REINFORCING—4 page cat- 
alog sheet and envelope stuffer describes 
FILLERITE plastic paste and FILLER 
ITE System. Includes uses, paste 
specifications and instructions 
plying. Plastics Division, Baird Dynamic 
Sorp.. 1700 Stratford Ave., Stratford, 
onn. 


262 OIL FILTER SELLING AIDS — 
Wix-O-Matic the guide to extra 
rofits in oil filter service sales. A revo- 
utionary merchandis: concept featur- 
ing minimum, controll inventory, guar- 
anteed sales, perpetual stock control, 
Dial-O-Matic cartridge selector, cartridge 
installation charge guide, dealer franchise, 
plus choice of two eye-catching, money 
making merchandisers—floor, cabinet or 
wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. C. 


26 TIRE VALVES, EQUIPMENT & 

TOOLS — Complete jobber catalog 
describes the entire line; giving numbers, 
description, packaging and weight of each 
item. Acme Air Appliance Co., Inc. 205 
Newman St., Hackensack, N. J. 


265 TIRE VALVE WALL CHART — 
Comparison chart shows applica- 
tion of tubeless tire valves by car name. 
Also shows the interchange stock num- 
bers of other manufacturers. Acme Air 
Appliance Co., Inc., 205 Newman S&t., 
Hackensack, J. 


2 COMPRESSOR CATALOG—16 page 

catalog gives full details on the 
complete compressor line, including 
specifications, iagrams uses. Champion 
Pneumatic Machinery Co., N. Pleasant 
St., Princeton, Ill. 


26 AUTOMOTIVE BEARINGS — Cat- 
alog 50-CB—a 68 page listing of 
cemouing rods, cam shafts and main 
bearings for cars, trucks and tractor en- 
ines. Johnson Bronze Co., 540 S. Mills 
treet, New Castle, Pa. 


269 IGNITION PARTS MERCHAN- 
DISER — New 16 page illustrated 
manual describes and pictures complete 
new line of Merchandisers, their purpose 
and value to all types of ignition repair 
shops. Guarantees results through easy to 
read, up-to-date cataloging, backed-up b 
reliable information and accurate speci- 
fications to take “guess work” out of 
ignition business. Guaranteed Parts Co., 
Inc., Seneca Falls, N. 


270 “TRICKS OF THE TRADE” — 16 
page illustrated booklet gives uses 
for Permatex sealants. Uses are those 
developed by mechanics. Permatex Co., 
Inc., 300 Broadway, Huntington Station, 
New York, N. Y. 


271 AUTOMOTIVE CHEMICALS — 8 
page catalog gives description of 
each item in the Permatex line giving 
uses, parts numbers and sizes. Permatex 
Co., Inc., 300 Broadway, Huntington Sta- 
tion, New York, N. Y. 


272 STEAM CLEANER BULLETINS — 
describe Model 80 and Model 4985, 
wetuding specifications and coiew- 
Vapor Heat ng Corp., 80 E. Jackson Blvd., 
Chicago 4, Ill. 


273 “HOW TO EARN BIG PROFITS 
IN BRAKE SERVICE” Booklet tells 
how to spot and sell brake service pros- 
peer. Shows how a small investment in 
rake equipment will yield annual re- 
turn of over 267%. Includes a check list 
of equipment and accessories necessary 
for a profitable shop. Ammco Tools, Inc., 

Commonwealth Ave., North Chicago, 





274 NEW WHEEL SERVICES—Catalog 
lists 11 new wheel alinement and 
balancing services and is said to be the 
most complete catalog of its kind in the 


industry. The 20 page catalog describes 
and illustrates all of the new ar . ?é 
ment. Bear Mfg. Co., Rock Island, 5 


27 PISTON RING — 16 page booklet 

contains a description of the Mod- 
ern Power features of Ramce Piston Rings 
complete with illustrations. Ramsey Corp., 
P. ©. Box 513, St. Louis 66, Mo. 


2 FRONT END CATALOG—Describes 

in detail idler arm kits, ball joint 
kits and upper control arm bushings. 
Gives kit numbers and makes they fit. 
Carlson Mfg. Co., 1332 Speer Blvd., Den- 
ver, 4, Colo. 


27 POLISH AND TIRE CLEANER — 

Catalog sheet gives details on these 
new products in non-spill squeeze con- 
tainer, including packaging and prices. 
Associated Engineering Chemistry, Inc., 
P. O. Box 1777, Ft. Lauderdale, Fla. 


31 WAGNER BRAKE PARTS CATA- 

LOG—A handy ONE-POINT ref- 
erence to fast-moving brake parts and 
lining, covering Pop ar models of cars 
and trucks. Catalog also lists complete 
stock of shoe exchange sets, as well as 
CoMax bonded lin segments available 
to those interested in bonding lining in 
their own shops. Wagner Electric Corpora- 
tion, 6362 Plymouth Avenue, St. Leuis 14, 
Missouri. 


—16-page, 8 — pomeeee cove 
ring theery, operation and maintenance o: 
Delao-Remy ignition equipment. Contains 
71 illustrations. Will help automotive elec- 
tricians understand and service ignition 
equipment. Delco-Remy Service Depart- 
ment, Anderson, Ind. 


17 GRIZZLY BRAKE BONDING CAT- 
3 ALOG — Describes equipment for 
conditioning shoes for bonding; power 
pressure gas-heated automatic bonder; 
clamping devices and gas and electric 
ovens for bonding. Complete listing of 
Saftibond segments and applications. Griz- 
zly Mfg. Co., Paulding, Ohio. 


NEW DEALER CATALOG OF MO- 
320 TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan job- 
ber line of engine rebuilding machines. 
Attractively printed in two colors, punch- 
ed and slotted for inclusion in jobber 
salesman’s catalogs. Storm-Vulcan, Inc., 
2225 Burbank St., Dallas 35, Texas. 


BRAKE LINING — A new 18-page 
323 condensed catalog listing brake lin- 


31 BETTER IGNITION by Delco-Remy 
e 


ing recommendations for all popular pas- 
senger cars, commercial cars, etc. Vehicles 
are listed by year and model. Recom- 
mendations are made both for riveted and 
for bonded lining. World Bestes Corp., 
P. O. Box 346, New Castle, Ind. 


NEW FILKO IGNITION PARTS 
336 CATALOG — Big 160-page catalog 
contains complete listings of all Filko 
Ignition Replacement Parts for practically 
every make and model of car, truck, bus 
and tractor. New simplified listings make 
the new Filko Catalog exceptienally easy 
to use. F & B Mfg. Co., 4248 W. Chicago 
Avenue, Chicago 51, Ill. 

40 OIL, AIR, FUEL AND WATER 
3 FILTERS—Valuable information on 
oil, air, fuel and water filters. Complete 
selection of material to help you sell, 
install and service filters. Fram Corpora- 
tion, Providence 16, R. I. 

4 HYDRAULIC BRAKE WALL 
3 5 CHART—Spiral bound listing up- 
to-date parts information for passenger 
cars and trucks, including listings for mas- 
ter and wheel cylinder repair kits, stop 
light switches and brake hoses. Eis Auto- 
motive Corp., P. O. Box 701, Middletown, 
Conn. 

NEW “QUICK REFERENCE” GAS- 
36 KET CATALOG—Complete, easy-to- 
find listings of Fel-Pro Gaskets for practi- 
cally all makes and models of cars, trucks, 
tractors, buses, etc. New cataloging style 
makes gasket selection simple and easy. 
Write for your free copy today. Felt 
Products Mfg. Co., 1508 Carroll Ave., Chi- 
cago 7, Ill. 

EMEROL MFG. CO. — Complete 
37 printed information on entire line: 
Marvel Mystery Oil, Marvel Inverse Top 
Cylinder Oiler, Hi-Rev Motor Tune-Up 
Oil. Shows uses,  - description, dealer 
information. P. O. Box 871, Pert Chester, 


N. Y. 

1 NEW AIR BRAKE MAINTENANCE 
4 BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully illus- 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operation and maintenance. ag- 
ner Electric Corp., 6400 Plymought Ave., 
St. Louis 14, Mo. 
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804—Ignition Catalog 


Presenting a number of new prod- 
ucts, features and merchandising aids 
in addition to full lines of standard 
ignition items, available from Wells 


Mfg. Corp., Fond du Lac, Wis., an 
84-page catalog contains 2-color il- 
lustrations, accompanied by com- 


AND CATALOGS plete application information in easy- 

to-read tables for quick reference 

and lists, among other items, high- 

impact plastic modern-styled spot- 

lights, solenoid starter switches and 

" . - .e ye kits for ——_ cars, as well 

0. a shoe exchange basis throug rey- as dealer merchandisers for all lines 

80 Replacement Studs, Nuts Rock distributors and jobbers. shown for the first time. 

Want more info? Use coupon on Want more info? Use coupon on 


M factured of alloy steel to . : 
— y page 101 and you will get it! page 101 and you will get it! 


original specifications—all sizes 
plated to resist rust and corrosion, a 
complete line of replacement studs 
and nuts for Budd, Kelsey-Hayes 
and other dual wheels has been an- 
nounced by Dorman Products, Inc., 


git atecemont Ave, Cnconie =; | Hanry Wilhemi KNOWS Silver Beauty display cards 
Sa © tell you exactly what you're getting in parts! 


Right- and left-hand threads main- 
tain safe tightening, it was claimed. 


Ball face nuts assure alignment of ae 
wheel and drum. Section 10 of the He's been a jobber 50 years, sold a lot of Silver Beauty in his day. Still does 





company’s catalog lists a complete Knows why it’s.such a popular name. Dependability. Quality. The cards tell the 
line of bolts and nuts for single 
wheels. 

Want more info? Use coupon on what it’s made of. That's your guarantee. For wire, 


page 101 and you will get it! clips, terminals — anything that goes with wire — look for 


whole story on every part. How it works, why it’s better, 


801—Tubeless Sealant the name that’s popular with more jobbers automotive Wire 
Silver Beauty titles Iw 

Addition of a tubeless tire sealant 
to its line of “Camel” tubeless tire Triple A Specialty Co., Chicago 
repair materials has been announced 
by H. B. Egan Mfg. Co., P. O. Box 
1406, Muskogee, Okla. 

Sealant reportedly will overcome 
the loss of air caused by accidental 
bead damage by tire tools and will 
seal off slow air pressure leaks. It is 
packaged in gallon cans for service - 
station use. i “Tt 

Want more info? Use coupon on s } 

page 101 and you will get it! 


. 
802—Hose Clamp Plier { 


A hose clamp plier with fingertip 
position lock, announced by Her- 
brand Tools, Fremont, O., reportedly 
makes it possible to lock the plier 
in any one of three positions, freeing 
mechanic’s hands for other work. 

Lightweight and perfectly bal- 
anced, tool makes easy work of re- 
placing the lower radiator hose, it 
was claimed. 

Want more info? Use coupon on 

page 101 and you will get it! 


~ 
post CLEANER 


q 
al" 4 


803—Brake Lining Catalog 


An 8-page catalog giving con- 
densed listings with its brake lin- 
ing recommendations for all passen- 
ger cars, including ’59s, and popular 
light trucks, announced by Grey-Rock 
Division of Raybestos-Manhattan, 
Inc., Manheim, Pa., shows brake lin- 
ing numbers for those cars and - 
trucks for dealers equipped to do everything for the battery but the battery itself! 
their own riveting or bonding. Publi- 
cation also contains the company’s 
recommendations for bonded lined 
shoes and riveted lined shoes for 
each make and model, available on 
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805—Pressure Regulator 


Designed to meet the need for an 
inexpensive, compact fuel pressure 
regular, "Super S-300 Filt-O-Reg,” 
developed by Alondra, Inc., 959 
Crenshaw Blvd., Los Angeles 10, 
Calif., measures 24%” in diameter by 
1%4” in height, is easy to install in 
the most cramped under-hood condi- 
tions and is recommended for most 
popular-make cars. 

Unit reportedly provides a con- 
stant, even fuel pressure on the 
carburetor float valve and _ seat, 
maintaining the correct float level 
under all driving conditions. It is 
said to be capable of supplying up to 
47 gallons of gasoline per hour to 


carburetor and never restricts the 
flow of fuel supplied by the fuel 
pump. Advantages claimed are stops 
flooding and stalling, prevents vapor 
lock and smooths rough idling. 
Want more info? Use coupon on 
page 101 and you will get it! 


806—Brake Fluid 


“Hi-Temp” brake fluid, announced 
by Mopar Division, Chrysler Motors 
Corp., P. O. Box 1718, Detroit 31, 
Mich., reportedly flows freely at 60° 
below zero and has a minimum flash 
point of 180°. 

Boiling point of the fluid is 390°, 
which is 15° higher than the new 
SAE specification 70R3, the manu- 





PUSH BUTTON CONTROL 


in the complete line 


5 =. 
| 


‘ K Ds Signa 
~~ 
gia a 


DASH a 


* 


"PUSH BUTTON 


O} inad © 


; 
: 
{ 


nb Ww a eore, 


SWITCH’ 


iad | 


Tare PAU ee 
= 


CLASS A 
Turn Signals 
~ KD 752 
Single Face 


KD 753 Two Face 


Turn Signals, Stop 
& Rear Lites 
KO 756F 
Recessed Mounting 
KO 756 
Flush Mounting 


equip all units. Revolutionary.. . . ° 
KD 723 is the Turn Signal Control you have 
always wanted . . . dash or steering column 
mounting. Dash mounting eliminates interfer- 
ence with driver's knees . 
As simple and wearproof as your electric light 
switch ... so K-D gives you a lifetime guaranty 
against trouble! KD 723 provides positive con- 
trol for turns, 4-way emergency flashing, stop 


Before an accident delays your schedule, ask 
your jobber salesman for enough KD 723 Push 
Button Switches and Class A Turn Signals to 


unique . . 


. no visible wires. 


lites when brakes are applied. 


K-D LAMP COMPANY 


1910 ELM STREET + CINCINNATI 10, OHIO 
Warehouses: Adanta + Boston + Charloue 
Chicago + Dallas + Kansas City + Los Angeles 
Memphis « Minneapolis « New York + Philadelphia 
San Francisco * Seatle 


*Patent Applied For 


The Complete Line Tura Siensty, Track Mirrors, 
ea 


Stop and Rear Lites, Reflectors, 
Lites are representative of K- 
rce-service 


wance Marker 


s complete simgle- 


of Automotive Saftee Products. 


Want more facts? Use Reader Service Card Page 101 





facturer said. Product is said to be 
especially suitable for all vehicles 
equipped with power brakes and is 
recommended for use in Plymouth, 
Dodge, De Soto, Chrysler and Im- 
perial cars and Dodge trucks, plus 
all other automotive braking sys- 
tems. It is packaged in half-pint, 
pint, quart and gallon containers, as 
well as 5-gallon and 30-gallon drums. 
Want more info? Use coupon on 
page 101 and you will get it! 


807—Degreaser 


“Degreas-Master,” a ready-mixed 
degreaser containing Detergene for 
fast penetration, introduced by Rust 
Master Chemical Corp., 56 Creighton 
St., Cambridge 40, Mass., is available 
in 16-0z. aerosol cans. 

Self-emulsifying and self-scouring, 
product reportedly cleans like a 
spray, floating grease, dirt and oil 
away in a milky solution, leaving 
metal, wood, concrete or painted sur- 
faces clean. It is said to be excellent 
for cleaning engines, metal parts, 
chassis, garage floors, power mow- 
ers, barbecue grills, bicycles, kitchen 
exhaust fans and outboard motors. 

Want more info? Use coupon on 

page 101 and you will get it! 


808—Glass-Cutting Booklet 


Tips on cutting and installing auto- 
motive safety glass, a revised book- 
let, published by Libbey-Owens-Ford 
Glass Co., 608 Madison Ave., ‘Toledo 
3, O., for the automotive replacement 
trade, contains illustrations of ap- 
proved methods of handling glass, 
good shop layouts, storage facilities 
for glass, tools, methods of handling 
the glass, making patterns, edge work 
and polishing, as well as installing 
the glass. 

A bibliography of installation 
manuals is also provided, plus data 
on plastic and kinds of glass and a 
list of needed tools to equip the 
shop. Booklets may be obtained from 
Libbey-Owens-Ford distributors. 

Want more info? Use coupon on 

page 101 and you will get it! 


809—Valve Catalog 


To save time looking up valve and 
valve component part applications, 
its 1959 valve catalog, announced by 
Rich Mfg. Co., 96 N. Division St., 
Battle Creek, Mich., lists exhaust 
and intake valves in conjunction 
with other valve train parts for all 
1958 and most 1959 models of all 
makes of passenger cars and trucks. 
Industrial and air-cooled engine ap- 
plications are also included, as well 
as information on valves, guides, 
seats, tappets, roto-kits, rotocaps and 
valve spring inserts. 

Want more info? Use coupon on 

page 101 and you will get it! 


810—Universal Joint Kit 


“No. AJ-1” universal joint kit, in- 
troduced by Perfection Gear Co., 
152nd & Vincennes Ave., Harvey, 
Ill., contains 6 joints to service most 
popular cars and light trucks, except 
Dodge and Plymouth. 

Each kit contains 5 different num- 
bers and complete application for 
easy identification and installation. 

Want more info? Use coupon on 

page 101 and you will get it! 
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“Gates Belts are a hich profit maker for us” 
oil | 


says Leland S. Scandlyn, 
owner, Double Eagle Tire Company 
Oak Ridge, Tennessee 


When the Double Eagle Tire Co. switched 
from another brand of belts to Gates Vulco 
V-Belts more than a year ago, sales soon in- 
creased from five to ten a month to an average 
of 75 a month. 
And, during a special sales campaign in May, 
1958, more than 380 Gates belts were sold in just 
five weeks time! 
Says Mr. Scandlyn, “One of the big reasons 
for such amazing results, is the Gates merchan- 
dising assistance we receive regularly. 
“Programs like the Gates Mystery Car Cam- 
paign point up the need for replacing belts—and 
give us the tools we need to sell and install belts 
quickly and easily. 
“What’s more, Gates product quality and tested sales methods 
help to insure the complete satisfaction of our customers.” 
Mr. Scandlyn concludes by saying that he rates Gates belts a 
“high” profit maker. 
Gates station-tested methods can help you, too, to get a higher 
turnover on V-belts...to make more money...to keep your cus- 
tomers satisfied. Gates sales-building methods are used with— 


NO bother to customers ® NO service slow-down 


Changing over to the top-profit Gates line is easy, and you 
won't lose a penny on your present stock. Simply call your Gates 
Supplier, and he’ll make the switch promptly. 


The Gates Rubber Company « Denver, Colorado 


World's Largest Maker of V-Belts TPA 407 


Gates Vulco V-Belts 





811—Spray Paint 


Easy-to-use spray cans of touch- 
up paint and assortments of lacquer, 
primer and leveler, announced by 
Mopar Division, Chrysler Motors 
Corp., P. O. Box 1718, Detroit 31, 
Mich., are recommended for dealer 
and general repair shops. 

The fast-drying lacquer is avail- 
able in a variety of colors to spot- 
finish bodies on any 1958 or 1959 
Plymouth, Dodge, De Soto, Chrysler 
and Imperial cars and Dodge trucks. 
Pressurized 6-o0z. cans contain chem- 
icals which expand and become gase- 
ous when the valve is pressed to 
atomize the paint and carry it to the 
surface being sprayed. Material may 


be obtained through Chrysler deal- 
ers or Mopar wholesalers. 
Want more info? Use coupon on 
page 101 and you will get it! 


812—Valve Tappets 


Addition of both hydraulic and me- 
chanical valve tappets to its replace- 
ment valve line, announced by Rich 
Mfg. Corp., 200 Elm St., Battle Creek, 
Mich., is said to provide original- 
equipment performance, 

Hydraulic tappets are individually 
boxed and packed by sets in display 
boxes. Mechanical tappets, claimed 
to have OEM quality, are packed in 
sets. Tappets are cataloged by ap- 
plication, with other valve train 





More than 13,000,000 road break- 
downs were caused by battery or 
charging circuit failures in 1957. 
Regular testing will stop this terrible 
yearly waste of $50,000,000. Regular 
testing will also give you a handsome 
profit in battery sales and charges. 


ee ee ee ee 


st wa su. 


Want more facts? Use Reader Service Card Page 101 


dollar” look. 
SILICON OR SELENIU 


are fully protecte 
ally guarantee 
6, 8, 12, 16 oR 24 VOLTS. 
’ ’ ’ 


automotive, truc 


ment, bt BD 
teries. Today s specia 
be standard tomorrow. 


FULL OF EXTRA 


NEW, SPARKLING CHROM 


FROM MOTORIST’S 


NO. 1 ENEMY 


Surveys show you will sell 1 bat- 
tery and 3 charges every time you 
test 10 batteries. Fox Battery Servic- 
ing Equipment is the key to all these 
profits. 


TESTERS 
FEATURES! 


— CASE FRONTS. 
Give Fox equipment that “million 
M—S5 YR. WARRANTY. 
f rectifiers . - . bot 
d and uncondition- 
d for 5 years. 


Your choice 0 


; ‘ s in: 

aroge < thing that come . 
Charge any ‘ .. highway equip- 
or marine bat- 


bus, military 1 voltages will 


AUTOMATIC CUT-OFF. P 

1 you have to nn 7 
TE nett Safetronic controls _ = 
and automatically cut = “ a 
tery is fully charged. — 
cut-off models also available. 


9 is connect to 





WARNING! 


Beware of “bargain” charger 
claims. You can prove Fox supe- 
rior charging ability by a simple 
test. Write us or your Fox Distrib- 
utor for demonstration. 











Write today for FREE “Get 
Your Battery Checked” 
SIGN and Profitable Hints 
on Battery Servicing. Fox 
Products Co., 4706 N. 18th 
St., Phila. 41, Pa. 
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parts, in a catalog recently published. 
Want more info? Use coupon on 
page 101 and you will get it! 


813—Fan 


For keeping fresh, cooling air cir- 
culating in shops, portable “Hang- 
Fan” unit, announced by Fulton Co., 
1824-L Southern Ave., Shreveport, 
La., comes with nothing to assemble 
and ready to use in seconds. 

Fully guaranteed, unit is complete 
in one package with 110-volt, 60- 


cycle shaded pole electric motor and 
UL approved 6’ cord and _ switch, 
heavy-gauge 22” cadmium-plated 
wire safety grill, 20” electronically 
balanced aluminum blade and handy 
hanger. 

Want more info? Use coupon on 

page 101 and you will get it! 


814—Filter Catalog 


A color-coded master catalog of 
oil and air filter cartridges, published 
by Wix Corp., Gastonia, N. C., covers 
the company’s entire line of “Engi- 
neered Filtration” for cars, trucks, 
buses, tractors, marine and station- 
ary engines. It also includes cover- 
age of replacement cartridges for 
popular foreign cars and a complete 
selection for gasoline and diesel en- 
gines. 

Want more info? Use coupon on 

page 101 and you will get it! 


815—Torque Wrenches 


A line of adjustable snap torque 
wrenches, reportedly incorporating 
features not heretofore available on 
tools of this type, introduced by 
Skidmore Engineering Co., 5130 
Richmond Road, Bedford Heights, 
O., includes both plain square drive 
and ratcheting square drive types. 

Features include a dual scale in- 
corporated into each wrench so that 
either inch-pound or foot-pound set- 
ting can be made without conversion 
of figures. After the desired torque 
is preset and wrench placed into 
service, a distinct snap (reportedly 
both heard and felt) signals when 
preset torque has been reached. Re- 
lease mechanism is not dependent on 
friction and torque, it was claimed. 
Line includes 6 models, the smallest 
size having a range of 20 to 240 inch- 
pounds, the largest, 200 to 600 foot- 
pounds. 

Want more info? Use coupon on 

page 101 and you will get it! 
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WAYNE WINS 


The Overwhelming Majority of All Cars Entered 
in the Famous 500-Mile Classic Are Equipped with 


Wayne 
“POSITIVE SEAL” 


Radiator Pressure Caps 


Wayne is the big winner with the world’s lead- 
ing race drivers and master mechanics! They 
know the extreme importance of preventing 
engine overheating and coolant loss under the 
most gruelling conditions. Only Wayne’s dura- 
ble, chemical-resistant Buna-N diaphragm as- 
sures positive seating . . . positive sealing even if 
the filler neck is damaged or distorted! 


ocAAAN, , 
‘Sal Ne aN Ask your Jobber... or write to 


th 


ensaly ie WAYNE METALCRAFT DIVISION 
é ot -_'£&. EDELMANN & CO. 
INE SWC 2332 Logan Bivd., Chicago 47, Illinois 





816—Blow-Out, Siphon Tool 


To furnish pressure for emergency 
inflation of tires, blowing out clogged 
fuel lines, removing water from 
fouled spark plugs, etc., “Auto-Doc- 
tor,” introduced by General Special- 
ties Co., P. O. Box 539, Glenwood 
Springs, Colo., may also be used for 
building pressure in gas tanks for in- 
operative fuel pumps and other uses 
where air is needed on the spot. 

By reversing unit and flexing fist, 
it operates as a strong siphon to re- 
move liquids from one tank to an- 
other, bleed brakes, etc. Patented air- 
tight neoprene cup reportedly fits 
almost all automobile fuel filler 
openings, radiator and master brake 


cylinder fillers, permitting an air- 
tight joint for positive air suction or 
pressurization. 
Want more info? Use coupon on 
page 101 and you will get it! 


817—Marker Light 


A 3cp “flat-back” marker light 
with no protruding sockets out the 
back, announced by Arrow Safety 
Device Co., Georgetown, Del., fea- 
tures wiring which may be run from 
either the side or rear of light. 

Additional advantages of thin-wall 
construction is that there are no 
sockets protruding into the cargo 
area to be damaged during handling, 
according to the company. The “47” 





thousands of service stations are 


NCREASIN 





HYDRAULIC VALVE 
TREATMENT 


TTT? 


ves 
c wierees 
ie eworne 


G PROFIT¢ 


recommending 


* Every MARVEL 
TREATMENT 
(with new cart- 
ridge, crank- 
case oil and 


wire service) is at 


least a $10 


sale!... BIGGER 
SALES... BIG- 
GER PROFITS! 


CURES 
ENGINE 


MISERIES 


by dissolving sludge 
and varnish, freeing 
hydraulic valve 
lifters, permitting 
valve lifters to oper- 
ate quietly. 


KEEPS 


cates. 


Want more facts? Use Reader Service Card Page 101 


ENGINE 
HEALTHY . 


by lining all critical parts with 
oil film that positively reduces 
engine wear and tear, keeps 
valves and lifters free, cools 
high heat areas as it lubri- 


RCED 


Oo 
REINE ATION 


LUBRI< 


> 


Write to 
MARVEL DIVISION 
EMEROL MANUFACTURING 
CO., INC. 


331 North Main Street 
Port Chester, New York 





series also features asphalt-impreg- 
nated lens and mounting gaskets, a 
lucite plastic lens which is smooth on 
the outside and a cast-iron housing. 
Stainless steel and phosphorus bronze 
electrical parts are corrosion-resist- 
ant. 

Want more info? Use coupon on 

page 101 and you will get it! 


818—Pressure Cap 


A pressure cap and radiator tester, 
announced by AC Spark Plug Di- 
vision of General Motors, Flint 2, 
Mich., reportedly will check auto- 
motive cooling systems at pressures 
of from 1 to 30 lbs. 

Operated by pump action, tester 
uses an expansion device that fits 


inside the radiator filler neck instead 
of on the shoulder. A pressure gauge 
indicates whether radiator cap is 
good or faulty or whether there is a 
leak in the cooling system. Tester’s 
universal adapter, attached to unit, 
fits most cars and trucks. 

Want more info? Use coupon on 

page 101 and you will get it! 


819—Sunshades 


Stainless steel sunshades made 
especially for 1959 cars with swept- 
back windshields, introduced by 
Foxcraft Products Corp., Huntingdon 
Valley, Pa., are custom-crafted for 
rattle-proof fit, reportedly having a 
built-in look resembling original 
equipment. 

A do-it-yourself accessory, “Visor” 
is easy to install, requiring no drill- 
ing. Units are made to fit all 1959 
Ford and General Motors models, 
except convertibles. 

Want more info? Use coupon on 

page 101 and you will get it! 


820—Alignment Tool 


“Power - Puller” hydraulic body, 
frame and alignment tool, introduced 
by John Bean Division of Food Ma- 
chinery and Chemical Corp., Lansing 
4, Mich., is designed to fit require- 
ments of any body, frame or align- 
ment shop. 

Tool also is said to be ideal for 
most types of light-duty frame 
straightening and front-end misalign- 
ment correction. The upright pulling 
arm, withstanding pressures up to 
12,000 lbs., enables unit to handle 
such pulls as front or rear frame 
horns, upper and lower control arms, 
bumper face bars, bumper supports, 
body out-riggers, spring hangers, 
cross members and engine mountings. 
It reportedly will handle all exterior 
body work in areas up to 50” high, 
can be purchased with or without 
clamps and chains. 

Want more info? Use coupon on 

page 101 and you will get it! 


SOUTHERN AUTOMOTIVE JOURNAL for June 1959 











A GREAT OW THE G0” 


~ PROGRAM» GLIDE CONTROL 


QUESTIONS AND ANSWERS ABOUT THE GLIDE CONTROL PROGRAM 


: What is GLIDE CONTROL? 


GLIDE CONTROL is the only dependable, 
low-cost constant speed control. It has been 
engineered for greatest possible gas saving 
and driving ease. 


: How does it work? 


The driver accelerates to any desired speed, 
then ‘“‘cuts in’’ GLIDE CONTROL by pressing 
floor button with left toe. GLIDE CONTROL 
holds speed at predetermined rate until 
driver touches floor button again or applies 
brake. 


: What are the chief advantages of 
GLIDE CONTROL? 


GLIDE CONTROL cuts gas consumption up 
to 25% and eliminates ‘‘throttle-foot’’ 


fatigue. GLIDE CONTROL also provides safe 
toe-tip control. The hands never leave the 
steering wheel. And GLIDE CONTROL can 
be installed on any car in less than one hour. 


: What advertising and promotional support is 


being put behind GLIDE CONTROL? 


Magazines ... Newspapers... Radio... 
Television . . . Editorial Support! Your cus- 
tomers will be pre-sold. They'll be asking 
for GLIDE CONTROL. 


: What is the retail price of GLIDE CONTROL? 


$29.50 —with a BIG mark-up for the dealer. 


: How can YOU find out more about 


GLIDE CONTROL? 


Fil! in and mail the coupon below. Do it 
right now! 


amar cincatraahcettmlanie ieminn either ter data Sotbaiela eras) 5 SE 


. GLIDE CONTROL© CORP. 


1608 Centinela Ave., Inglewood, California 
Please rush full details on GLIDE CONTROL performance. 


ee 


lama: 
eg FB eee ee 


Hee Cee ee eS 
_) retailer 


city 














Department 659A 


—™ (check one) 


821—Compressor 


Designed for use with its spray 
painting systems, a portable com- 
pressor, developed by Binks Mfg. Co., 
3122 Carroll Ave., Chicago 12, IIL, 
may also be used for tire inflation 
and other applications. 

Reportedly constructed for extra 
long life, compressor is made in two 
models, both equipped with heavy- 
duty Briggs & Stratton #9 2.5hp 
engine. Both models are made for 
one-man operation on maintenance 
painting. “Model 33-1106” is set at 
an operating pressure of 50 to 60psi, 
while “Model 33-1107” operates at 
70 to 80psi. Unit is mounted on a 
26” x 11” steel base with underslung 





Vulcanizing Clamp 


Vulcanizing 
Patches 


H. B. EGAN 


Want more facts? Use Reader Service Card Page 101 


iS a complete repair method! 


CAMEL provides the 

world’s finest patches and 
the complete line of tools... 
all laboratory and road 
tested to make sure, safe 
“‘life-of-the-tire” repairs. 


— with recommendations of 
tested repair methods based on 
continuing research of tire 
injuries and repair failures. 


Tire Gun 


EE 


Heavy Duty 
Supreme Buffer 


Write for “The 
Truth About 
Tubeless Tire 
Repair” 


MANUFACTURING COMPANY 


USKOGEE, OKLAHOMA 
TORONTO, CANADA 





air receiver, which in turn is mounted 
on two rubber-tired wheels. A handle 
allows swing of 180° for ease of 
handling. 
Want more info? Use coupon on 
page 101 and you will get it! 


822—Cleaning Solvent 


For easier and safer cleaning of 
electric motors, generators, arma- 
ture commutators, dehydrating wet 
ignition parts, upholstery spots and 
rubber cement, “Neo Met,” intro- 
duced by Gunk Laboratories, Inc., 
630 North Harlem Ave., River Forest, 
Ill., is said to be one of the least 
toxic of volatile solvents. 

Product is non-flammable and is 
packaged in a pint-size can. 

Want more info? Use coupon on 

page 101 and you will get it! 


823—Alignment Device 


An adjustable wheel tread align- 
ment outfit, announced by Weaver 
Mfg. Co., 2166 South Ninth St., 
Springfield, Ill., reportedly handles 
all wheel treads from 42%” to 65”, 
permitting wheel alignment service 
from the small cars to the wide- 
track Pontiac. 

The weight of the rack is carried 


on ball bearings on the front-end and 
automatically retract when rack is 
loaded. Easily moved by hand, the 
“WJ-121 Floor Level” device is 
equipped with a “lock” device at 
front-end, preventing the runway 
from moving. 

Want more info? Use coupon on 

page 101 and you will get it! 


824—Air Conditioner 


Designed specifically for 1959 cars 
with increased glass area, the “Clip- 
per Twin” air conditioner, introduced 
by Clardy Automobile Air Condi- 
tioning Co., 1728 Layton St., Fort 
Worth, Texas, features twin squir- 
rel-cage blowers in both the under- 
dash and trunk unit. 

Underdash unit can be used singly 
or in conjunction with trunk unit. 
All controls are pushbutton and easy 
to reach. Other models available are 
“Towne and Country,” “Champion,” 
“Clipper” and “Adventurer.” 

Want more info? Use coupon on 

page 101 and you will get it! 


825—Brake Bleeder 


A hydraulic brake bleeder and 
fluid dispenser, which does not re- 
quire an air compressor, fits all cars, 
bleeds and refills all 4 wheels with- 
out touching brake pedal, has been 
announced by BTM Metal Special- 
ties, 800-808 South Laflin St., Chi- 
cago 7, Ill. 

Want more info? Use coupon on 

page 101 and you will get it! 
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These officers took office at 
the record-attended (approximate- 
ly 1,300) convention of the Auto- 
motive Engine Rebuilders Asso- 


More Carburetors Sold ciation last month at Toronto (1. to 


r.): seated, James : — of 
VW Md hd Motor Car Supply Co., icago, 

hen Finished In a past president of AERA and the 
new executive vice-president suc- 
ceeding the late Robert G. Patter- 
son; Richard S. Love of Salt Lake 
City, Utah, first vice-president; 
F. C. Bradley, Jr., of Connecticut 
Bearings Co., New Haven, Conn., 
president; Ernest R. Sluggett of 
Detroit, second vice-president, and 
George W. Yount of Indianapolis. 
treasurer; standing (directors), 
H. B. Eldridge of St. Louis, Ed. 
Renier of Oklahoma City, Louis F. 
“Lew” Guenther of Chicago, Paul 
L’Heureux of Montreal, Lawrence 
M. Lee of Marshfield, Wis., 
William Hedges of Portsmouth, 
Ohio, Peter E. Casey of Worcester, 
Mass., D. W. Carlson of Sioux 
City. Iowa, and Clyde L. Brooks 
of Jackson, Miss. Absent when the 
Picture was taken were these di- 
rectors: T. H. Gill of Bowling 
Green, Ky., Frank Norfleet of 
Memphis, Tenn., and S. M. “Bee” 

White of Raleigh, N. C. 


Memphis Firm Will Stage 
Rebuilt Carburetors Parts Show Aug. 22-23 





by HE annual Mid-South Parts 

nlall 60 Show, sponsored by Automo- 

KIM ) tive Jobbers Warehouse, Inc., 

Memphis, Tenn., will be held Aug. 

A customer-catching new finishing process, 22-23 at the Chisca Hotel in Mem- 

KIMBOLD combined with precision rebuilding move Kimco phis, according to W. G. Phillips, 
rebuilt carburetors fast*. Clean, sparkling, attractive Jr., general manager. 

appearance makes your initial sale easy, Approximately 80 manufac~ 

and perfect performance —assured by rigid testing —keeps turers represented by either fac- 

tory men or their agents will take 


satisfied customers coming back for more! 
part in the table booth event. 


For further information write: 


AAC Names Mrs. Nordlinger 


Mrs. Mildred Nordlinger, ad- 
vertising manager of Permatex 
Co., Inc., has been appointed the 
first woman member of the Auto- 
motive Advertisers Council. For 


CARBURETOR co. three years prior to her appoint- 


229 Industrial Avenue * Memphis 6, Tenn. ment as advertising manager, Mrs. 


. er er ll. . . FUEL PUMPS. Nordlinger was assistant to the di- 
Ameo finishing also used on a rector of merchandising. 





Want more facts? Use Reader Service Card Page 101 SOUTHERN AUTOMOTIVE JOURNAL for June 1959 











Can you fill in the 
price tags on these beauties ? 
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At $15.95, *22.95 and *27.95-—they 
look alike and they sell, sell, sell! 


You can’t see the difference in these three batteries unless 
you know the Exide Line for °59. The whole line has 
the same design! Smooth eye-catching lines! Tough resin- 
rubber containers! 

Because we believe the low-priced line doesn’t have 
to look low-priced, you'll find sales easier to make. The 
Startex is as good looking as the premium Ultra-Start. 
Yet it is priced—wet or dry charged (acid included) — 
at only $15.95 for all 6-volt sizes, $19.95 for all 12-volt 
sizes (even lower if you give a trade-in allowance). And 
it has a two-year guarantee. 

Exide batteries not only look better, they are better— 
with new engineering, new sizes. Special high-impact 
resin-rubber containers have thinner walls that permit 
an increased volume of electrolyte — for longer service. 
Submerged connectors stop power leakage. When you 
sell your customers a new Exide, they stay your customers! 

Now’s the time to switch to the Exide Line. Remember, 
we furnish the electrolyte for dry-charged Exides at 
no extra cost. For information, write: Exide Automo- 
tive Division, Dept. SA-6, Box 6266, Cleveland 1, Ohio. 


When it’s an Exide... you start making money 


Want more facts? Use Reader Service Card Page 101 115 


H. V. “Bo” Bodine, manager of the 
United Motors Service Division 
office at Cincinnati for ten years 
and later a well-known jobber in 
that city, is the new executive 
secretary of the Florida Auto- 
motive Wholesalers Association, 
FAWA President J. R. “Chic” 
Stradley of Titusville announced 
this month. Bodine, who organized 
and was nt of the Greater 
Cinc Automotive Wholesalers 
Association, ig a former director 


gest Ford dealership in Cincinnati. 

He was chosen from 29 applicants 

for the position vacated by Charles 

H. “Chuck” Davis, who has enter- 
ed the publishing field. 


“What's in « Name?" 
Plenty, Says GM 


CSeome infringement on a 
copyright, General Motors has 
forced American Air Products 
Corp. of Fort Lauderdale, Fla., to 
change the name of its automo- 
bile, “The Merry Olds.” 

Henceforth the car will be 
known as “The Merry ’01,” ac- 
cording to Roger R. McGrath, 
president of the Florida corpora- 
tion. 

The vehicle is a replica of the 
1901 Oldsmobile, except for a 
self-starter, sealed-beam  head- 
lights and a four-horsepower, one- 
cylinder Clinton engine as stand- 
ard equipment. A “new” model 
will feature top, battery and di- 
rectional signals as optional equip- 
ment. 

McGrath said he will make an- 
other change. From now on the 
car will cost $1,350 rather than 
$1,495 F.O.B. Fort Lauderdale. 

GM attorneys said the “Merry 
Olds” is synenymous with Olds- 
mobile, a registered trademark. R. 
E. Olds designed the prototype of 
American Air Products’ car at the 
turn of the century. 

“Our ‘Merry Olds’ is named for 
its designer,” said McGrath. 
“However, if General Motors feels 


116 


that we are cutting into its mar- 
ket by use of the trademark, we'll 
bow to the demand and change 
the name.” 

The Fort Lauderdale plant em- 
ploys 35 persons and is geared to 
turn out 2,500 units a year. 


Auto-Lite Names Duffy 
To Assist Stroh 


a T. Duffy has been 
named executive assistant to 
E. R. Stroh, vice-president and 
director of sales for The Electric 
Auto-Lite Co. 

For the past ten years, Duffy 
has been associated with The 
Weatherhead Co. in sales manage- 
ment posts. In his new position he 
will implement the coordination 
and direction of the company’s 
over-all sales effort. 


Miami Group Names Kahn 


Burton S. Kahn, Colonial Ponti- 
ac, Inc., has been elected presi- 
dent of the Miami (Fla.) Automo- 
bile Dealers Association. Vice- 
president is J. O. Thompson, 
Spitzer Motors, Ine. (Dodge- 
Plymouth), and T. J. McGahey, 
Jr., McGahey Motors, Inc. (Chrys- 
ler-Plymouth), is the treasurer. 
Directors are R. F. Fogarty, Don 
Allen Chevrolet, Inc.; L. H. Bolton, 
J. D. Ball Motors, Inc. (Ford); 
Charles Grentner, Grentner 
Brothers (English Ford), and 
Frank S. Edelen, Edelen Buick Co. 


Kent-Moore Elects Two 


Election of James S. Lanham 
and Louis C. Krieser as vice-presi- 
dents of Kent-Moore Organization, 
Inc., has been announced by Presi- 
dent J. D. Adair. Lanham, who had 





M. Robert Wolfson, director of 
advertising, sales promotion and 
public relations for Maremont 
Automotive Products, Inc., Chi- 
cago, was elected president of 
the Automotive Advertisers Coun- 
cil at the semi-annual meeting last 
month at Hot Springs. Va. He 
succeeded Frank F. Schuhle of 
General Electric Co.’s Miniature 
Lamp Department. 


been chief engineer since 1953, 
assumed the position of vice-presi- 
dent—engineering at the executive 
offices in Warren, Mich. Krieser, 
located at the Jackson factories, 
became vice-president — special 
products. 


Bradenton Elects Hilliard 


Dozier B. Hilliard, Hilliard 
Brothers (Pontiac-Cadillac), is the 
new president of the Bradenton 
(Fla.) Automobile Dealers Associa- 
tion. Vice-president is William B. 
Davidson, Best-Davidson Motors 
(Fiat), and Fay B. Firkins, Braden- 
ton Rambler Motors, is the secre- 
tary-treasurer. James Cox, Cox 
Chevrolet Co., was chosen director. 


Edgar Rogers, Jr., president of United Warehouse, Inc., Jacksonville, 
Fla., and a past president of the Florida Automotive Wholesalers As- 
sociation, poses beside the reportedly first trailer load to Florida of 
Wagner Lockheed brake parts. United serves jobbers in southern 
Georgia and Florida and it frequently orders stock in trailer loads. 


FOR 
( UNITED WAREHOUSE nc BRAKE Parr. 
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WINS 


PUROLATORS 


126,000 
DEALER PRIZARAMA 


3 


ESTHER WILLIAMS 
SWIMMING POOLS 


Esther Williams “Living Pool"—the swim- 
ming pool that grows with the family! 
Complete with redwood sun deck, filtration 
plant, all extras. Installed by International 
Swimming Pool Corporation. 


TRIUMPH ESTATE 
WAGONS 


Use the Triumph Estate Wagon for family 
or business. Comes complete with radio, 
heater, and Triumph economy, from the 
makers of the famous TR-3 sports car. 


OVER 2400 PRIZES! 3 MAMMOTH DRAWINGS 


for service station, garage and car dealer personnel. See ‘em all on the next page. : 
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(FS EASY! 


‘PRIZARAMAWINNER © 


NO PUZZLES — NO JINGLES — NOTHING TO BUY — 
NO LIMIT TO ENTRIES! 


1—Place a Purolator “Seal of Protection” 
sticker on a customer's car or truck. There's a 
sticker in each Purolator carton. Additional 
stickers are available from your supplier, or 
on request to Purolator. 


2—Your Sweepstakes entry blank is printed 
on the back of the “Seal of Protection,” and 
is peeled off when sticker is placed on 
vehicle. Fill out entry neatly and completely. 


Your Purolator Supplier Salesman gets a dupli- 
cate prize if you're a winner in Drawing 3. 


You get Prizes and Profits 


with Purolator’s Prizarama! 

3—Save all entries. Mail them to Sweepstakes 

¢ Geared to mesh with your Summer and Fall selling seasons! headquarters in an envelope. Be sure to mail 

Seana in time for each of 3 drawings (see dates 

* Every “Seal of Protection” sticker promotes new filter below). Remember—no lait to entries. The 

sales—signals repeat filter business! more you send in—the better your chances 
e Every sticker is another chance for you to be a winner! to be a winner. 

e Purolator super-micronic filters are 20% more effective 

than all other leading brands—help you provide service 


Get complet I d details f 
that puts money in your pocket! Ce ee 


Purolator Supplier today! 


The Standard Equipment Line 
Let's 
=o PURQOQLATOR 
Soe OIL, AIR & FUEL FILTERS 
PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 


**Purolator’’ and *'Super-Micronic’’ Reg. U.S. Pat. Off. 
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Bill McDavid (right), formerly one 
of the world’s largest Oldsmobile 
dealers, signs the franchise to 
open McDavid Rambler, Inc., in 
North Houston, Texas. Looking on 
are R. C. Mackey (left), special 
representative of American Mo- 
tors, and T. J. Slogget, AM Dallas 
zone manager. 


American Chemical Hints 
Of 100,000-Mile Tire 


ESEARCH that “eventually will 
lead ta the 100,000-mile auto- 
mobile tire’ has been reported by 
the American Chemical Society’s 
Division of Rubber Chemistry. 
An extensive research program 
on the new “urethane” rubber, ac- 
cording to B. F. Frye, a research 
chemist with the Mobay Chemical 
Co., New Martinsville, W. Va., in- 
dicates that it has the necessary 
abrasion resistance for a 100,000- 
mile tire. In addition, he said, it 
has outstanding oil resistance, 
ozone and oxygen resistance. 
Formerly the rubber did not 
perform satisfactorily at extreme- 
ly high or low temperatures, Frye 
said, adding that recently de- 
veloped information on the range 
of performance of urethane has 
been extended many fold. Tem- 
perature limitations have been ex- 
tended from —90° F. to 400°, cov- 
ering nearly any possible climatic 


storage. Removal of the rail facili- 
ties will allow additional assembly 
line space adjacent to present pro- 
duction lines. The plant’s last 
major modernization in 1952 add- 
ed 284,000 square feet of floor 
space and almost doubled working 
space. 


Gavin of Lucedale Sells Out 


M. B. Gavin has sold his in- 
terest in Gavin Motor Co. (Ford), 
Lucedale, Miss., to W. A. Ballow, 
Jr. Gavin was president of the 


Mississippi Automobile Dealers 


Association in 1957. 
Holley Promotes Burch 


R. M. Burch has been named 
assistant automotive sales manager 
of Holley Carburetor Co., suc- 
ceeding John R. Nyland, recently 
named general sales manager. 
Burch joined the company in 1950 
and has worked with original- 
equipment accounts in both truck 
and passenger-car fields during 
that subsequent period. 





Here's the Latest in 


Suvedife 


HOSE CLAMP N i FrY-PAKS 


the NEW 


MACTER- 


NiFrY-PA 


A Single Package Deal that meets 
ALL Automotive Hose Clamping Needs! 


CONSISTS OF 100 SURE-TITE HOSE CLAMPS in the 
following sizes and quantities with either deep-slotted screw 


or collared screw: 
30 Heater Hose Clamps 
40 Radiator Hose Clamps 
20 Booster Brake Hose Clamps 
10 Truck Hose Clamps 


HANDY 10-PAKS AVAILABLE ON ALL SIZE SURE-TITE 
CLAMPS FOR REFILL AND CONVENIENT STOCKING 


Each Box Is Plainly Marked with Clamp No., and Diameter 
Range, Also Complete Size Chart on Each 10-Pak. 


exposure that might be en- 
countered, he said. 


Ford at Dallas to Add 
80,000 Square Feet 


SCHEDULED third addition to 

the Dallas, Texas, assembly 

plant of Ford Division, Ford Motor 

Co., will add 80,000 square feet to 

increase the total floor space in 

the main building by more than 
700,000 square feet. 

The modernization program will 
include relocating rail facilities 
from the east side of the building 
to the new addition, which will 
be designed for production stock 


\ Sure ew 
deep-slotted 
screw 


collared 
screw 


Southern Representatives 


Rudy Copeland 
P. O. Box 2140 
Ft. Worth, Texas 
Telephone: EDison 5-1258 


Battle and Davis Sales Co. 


914 Texas Bank Building 
Dallas, Texas 
Telephone: Riverside 8-2965 


Hirsig-Brantley Co. 


American National Bank Bidg. 
Jacksonville 7, Florida 
Telephone: Flanders 9-6657 





@OT2A 











TIME SAVERS 














Making Valve Spring Tool 
From Used Valve Bar 


W" MADE a tool from an old 
1937-39 Ford valve bar 
which has proved very effective 
for removing and replacing valve 
springs and keepers on V-8 
Chevrolet engines. 

Bend the bar to an angle of 
105° 3%4” from the end. Drill a 
7/16” hole through the bar and 


VALVE BAR 


place bar on rocker arm stud after 
the rocker arm and pushrod have 
been removed. Rocker arm nut 
and a flat washer hold bar in place 
while spring is being compressed. 
A screwdriver or compressed air 
may be used to hold the valve in 
place.—Forrest Garrett, Route No. 
1, Drakesboro, Kentucky. 


Treating Dry Oil Seals 
With Silicone Spray 


_ use we have found for 
the now-common automotive 
silicone spray is to treat dry oil 
seals that may be making noise 
on cars that have not been run- 
ning regularly. 

Many times the silicone spray 
will get to the dry spot before the 


grease, stopping the noise and pre- 
venting any damage to oil seal.— 
James D. Martin, Service Man- 
ager, Jack Hughes Motors (Ford), 
100 E. San Antonio, San Marcos, 
Texas. 


Holding Paper Tempiates 
For Center Punching 


H= is a simple but effective 
method for holding paper tem- 
plates in place for marking holes 
to be drilled or cuts to be made 
for installation of radios, antennas, 
outside mirrors, etc. 

It is difficult for one man to 
hold the templates to do his own 
center punching or marking, but 
I have found by dij ving the tem- 
plates in water they will stick in 





Do the switches and electrical connectors on your 
vehicle have a low voltage drop to supply proper 
lamp illumination? 


Were the switches on your vehicle built to S.A.E. 
and National Association of Boat and Engine Man- 
ufacturers’ standards? 


Are the switches you propose to buy guaranteed a C] [] 
and individually tested? 


Are you judging the product for its true value rather [] [] [] 
* than by its outside appearance and packaging? 


You CAN ANSWER “YES” TO ALL OF THESE QUESTIONS IF YOU USE COLE-HERSEE QUALITY 


SWITCHES AND CONNECTORS. 
Cole-Hersee units are well cataloged, warehoused and ; 


internationally distributed by reputable outlets for your ——— 
a COEE-HERSES of «J 


service. 


Send us the name of your jobber with catalog request 


for your particular field 20 OLD COLONY AVENUE, BOSTON 27, MASS. 
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GOT A GOOD 


37 IDEA? 
will be paid for every 
time - saver or shop 


short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 
Rejections will not be returned. 





to the arbor of my sander, speed- 
ing up the operation and eliminat- 
ing use of an electric drill. This 
can also be done on a 3/8” spindle 
sander.—Lee Hayes, 1007 Oak- 
land, Topeka, Kansas. 


Using Distributor Cap 
For Touch-Up Brushes 


A DISCARDED’ distributor cap 
makes an excellent holder 
for touch-up brushes. It keeps 
them handy for choosing proper 
size for a particular job.—Leland 


Lawson, Broer Chevrolet Com- 
pany, Eudora, Kansas. 


Simplifying the Repair 
On Studebaker Steering 


Ww" the steering mainshaft 
upper bearing support on 
some models of Studebaker cars 
must be removed for shift or signal 
light repair, it is difficult to re- 
place, since there is nothing to 
hold the two square-headed retain- 
ing bolts in place while installing 
the support. 











place long enough to complete the 
job.—Fred H. Findley, Service 
Manager, Reform Motor Company 
(Ford), Reform, Alabama. 


Using Transmission Pan 
To Soak Seals, Gaskets 


Wwe rebuilding an automatic 
transmission, I have found 
that an old pan from another auto- 
matic makes a handy tray to soak 
seals and small gaskets in this 
shop operation. 

Clean up the old pan and, using 
four spring center bolts and eight 
nuts, place one bolt and two nuts 


—— 


TRANSMISSION 
PAN BOLT 


in each corner, as shown in illus- 
tration. Use one nut to adjust and 
one on top to lock and your tray 
is ready.—Shadrach H. Boyer, 425 
Anderson Drive, Dunleith Estates, 
Wilmington, Delaware. 


To Use Carbon Brush 
On Sander Arbor 


ANY body men use an electric 

drill with a carbon cleaning 
brush for cleaning paint from 
cracks and crevices before lead- 
ing. However, I have a short cut 
for this method. 

Using a new carbon cleaning 
brush, I saw the 4” shank off and 
then weld a 5/8” nut on the back. 
This will let the brush screw on- 
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takes the place of all others.) 


him to a competitor. 





REPLACES 
HUNDREDS 


The electric way to save money 
on mechanical fuel pump stocks 


You need hundreds of mechanical fuel 
pump models to cover the entire market. 

But Autopulse, plus just a few fast mov- 
ing types of mechanical pumps, gives you 
the same 100% market coverage. (Those 
few account for 65% of all mechanical 
pump replacement sales. One Autopulse 


ELECTRIC 


aU T OC Pe UL lhe 














What’s more, with Autopulse alone 
you're never caught without the pump a 
customer needs. You never have to send 


Think of the investment you don't need 
to make in hundreds of mechanical types 
of pumps! That means cash — cash you can 
use to stock other fast moving items. 


AUTOPULSE 
DIVISION 

WALBRO CORPORATION 
LUDINGTON, MICHIGAN 
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To remedy this, stretch a small 
rubber band over the top of the 
steering housing outside the bolts. 
This will hold the bolts in their 
slots while installing the bearing 
support.—Victor McGee, c/o Bed- 
well & Cole Auto Service, 310 S. 
7th Street, Mayfield, Kentucky. 


Repairing Wood Parts 
In Wagons and Cars 
HEN repairing small places in 


wooden parts of _§ station 
wagons or wood frames in cars, 


where the repair will show, we 
often avoid a time-consuming re- 
finishing job by removing a piece 
of the wood from a less conspicu- 
ous place on the vehicle, and make 
some of it into a paste by using a 
sanding disc and enough glue to 
hold sandings together. 

The dough is used to fill the 
damaged surface a little higher 
than the surrounding area and 
then sanded down flat when dry. 
In many cases, the merest bit of 
finishing completes the job for a 
perfect match. — Stanley Clark, 





FOR TOP 
PERFORMANCE 


P& D-ize 


ALL IGNITION SYSTEMS 
ONCE A YEAR 








Once a year is all you need to 


P&D-ize any ignition system-for all P&D 
ignition parts are warranted a full year! 


Think what that means in customer 


satisfaction and real power performance! 


Get the P&D-ize story now and start 


making bigger profits. 


PD MANUFACTURING CO., INC. 


STARTING 
19-02 STEINWAY ST 


Want more facts? Use Reader Service Card Page 101 


LIGHTING - 
LONG 


IGNITION 


ISLAND CITY 5,N.Y 





Stanley Clark Service, Box 2162, 
East Bradenton, Florida. 


Stopping Bypass Leak 
On Ford Manifolds 


ERE is a way to stop water 

leak at bypass pipe in intake 
manifold on engines B G & H ’58 
and ’59 Fords: 

Remove pipe from manifold, put 
in lathe and cut two grooves ap- 
proximately 3/16” apart in one 
end. Fit two O-ring seals (part No. 
1A7288) in grooves, which have 
been made just deep enough to 
allow ring to extend above sur- 
face approximately 1/32” to as- 
sure good, tight fit. Drive pipe 
back in manifold and ground 
temperature gauge sending unit.— 
B. J. Tice, Shop Foreman, Magic 
City Motor Company, 400 W. 
Salem Avenue, Roanoke, Virginia. 


To Repair Air Cleaner 
Bolt Threads Securely 


TRIPPED threads for the bolt 
that holds the air cleaner to 
the top of the carburetor can be 
permanently repaired with a piece 
of stovepipe wire and a new bolt. 
Tap the hole with a 5/16” stand- 
ard tap. Using a new bolt, wind 
a length of stovepipe wire around 
the threads to form a coil about 
%4” long. Remove the coil from 
the bolt by unscrewing it so as to 
retain its shape. Screw the coil 
of wire into the 5/16” threads. 
The wire will serve as new threads 
for the %4” bolt. — Archie M. 
Miller, Cargile Motor Company 
(Cadillac - Oldsmobile - Chevro- 
let), Fourth and State Line, Tex- 
arkana, Arkansas. 


Pittsburgh Plate 
Names Calhoun 


PPOINTMENT of William B. 

Calhoun, Jr., as manager of 
automotive sales for Pittsburgh 
Plate Glass Co.’s Ditzler Color 
Division in Detroit, Mich., has 
been announced by Howard J. 
Mather, general manager of indus- 
trial finishes and plastics—paint 
division. 

Calhoun has been manager of 
industrial sales for the company’s 
Houston, Texas, paint factory 
since 1953. He also was associated 
in industrial sales with the mer- 
chandising division’s distributing 
branches in Dallas, Texas, prior to 
his transfer to the East Point (At- 
lanta, Ga.) paint division in 1952 
as manager of industrial sales. 
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se — complete units of EIS Master 

s or the popular EIS Cylinder Repair 

you'll find you can produce a better replacement 
— a better rebuilding job — everytime! 


, nearly 70% of the wheel cylinders on America’s 
most popular cars (including CadiHac and 
e been initially equipped with expander-type 
! For a perfect replacement, the obvious answer is EIS 
Series HRC* Wheel Cylinder Cups WITH EXPANDERS! 
L brake jobs for a better seal! 
\"Heat-Resisting Compound 


4 fa “ “d ' 
> LAR KE 


The Safety- Engineered Crake Parts Line 
that's wou MORE COMPLETE than ever/ 


These EIS Brake Parts are typical examples of the advanced engineer- 
ing, research and manufacturing the automotive replacement market 
has gained from more than a quarter of a century of EIS 

That's why Brake Parts Jobbers and Brake Servicemen EIS — 
INSIST on EIS for the brake parts that assure customer-safety and 
peak performance. It ail adds up to increased service business, no 
come-backs and a better net profit! 


/ esi 


. 
HYOR RTS AND REP 

CLUTCH SLAVE CYLNGE. 0 POWER BRAKE PARTS AND Kit 
rates piston with positive, built-in-stop feature 
vents Cup damage due to build-up of lgpseoressure tig fae Srmeees 
through the clutch arm. These kits are available in 

two sizes — 1” and 29/32” for various models of BRAKE CABLES e BRAKE EQUIPMENT 
Ford trucks, 1957-'59. SUPER SAE BRAKE FLUIDS 


Write for Descriptive Catalogs E | S$ AUTOMOTIVE CORP. Middtieteue,..C oe. 
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JOE'S FILLER STATION 


NOTES AND ANECDOTES TO FILL YOU IN ON FILLERS 


HITS, RUNS AND ERRORS 


In the Spring, they say a young man’s fancy 
turns to thoughts of love. But if he’s any kind 
of red blooded American male at all, at least 
part of his fancy — and full attention — turns 
to baseball. 


By this time, even the pint-sized Mickey 


Mantles and Ted Williams have pulled their 
mitts out of moth balls and are cavorting in 
the nearby playgrounds and parks. Professional 
sportscasters have made their seasonal forecasts 

. which, as usual, they’ll conveniently forget 
comes Fall. 

Yes, the sound of “play ball” is heard across 
the land . . . and as the season advances, tension 
will mount until a thousand hopes are riding 
on every pitch. And for every game, there'll 
be at least one exciting moment that will never 
be forgotten by the real fan. 

Take that time late in the game, around the 
seventh inning, when you suddenly realize the 
pitcher is on his way to a perfect game. Every- 
one, even those who came to boo the pitcher’s 
team, is right out on the mound with him. And 
when, after two out in the ninth, a surprise 
hit (well fielded) breaks the suspense, well, the 
disappointed groans can be heard way beyond 
the ball field. Now, pitching a shutout is no 
disgrace, but that difference between a shutout 
and a perfect game is sure to haunt a pitcher 
for years, and make him wish he’d never seen 
that third man up in the ninth. 


THE STRAIGHT PITCH 


I know just how the pitcher must feel. I 
don’t have to tell you, I have been making 
a “pitch” tor some years now for that wonder- 
ful plastic autobody filler called UNICAN 
“PLASTIK”. Frankly, I know it’s absolutely 
perfect. And judging from all the laboratory 
tests, field performance experiments and on- 
the-spot checks we gave “PLASTIK” before 
putting it on the market, I certainly had every 
reason to believe that UNICAN had “pitched” 
a perfect autobody filler with 


AUTOBODY 
FILLER 


er 


Well, recently I started getting an isolated 
complaint here and there about “blisters”... , 
just a few, but I fele just like that pitcher 
I've been talking about. Here I was, on my 
way to the Hall of Fame... and bingo! All 
I could claim was a shutout. It didn’t matter 
to me that so many enthusiastic auto-body 
men were praising “PLASTIK” to the skies. 
So long as there was one complaint, I’d missed 
pitching a perfect game. 

Fortunately, I was able to have some of 
my men in the field (auto, not baseball!) 
ferret out what was wrong. It seems some 
repairmen were either using “Metalure” (a 
fine product, I must admit) when grinding 
down areas to be filled, or a silicone solution 
for cleaning off damaged paint areas. But 
they neglected to get rid of the last remains 
of “Metalure” or silicone solution before 
applying “PLASTIK” — and that’s what 
caused the blistering. 


I'm perfectly willing to back up every 
claim I make for “PLASTIK” — including 
the fact that properly used, it won't blister. 
We have all our tests, and your experience, 
to prove it will withstand pinging, banging, 
pounding of any kind, as well as many 
chemical agents. 


KEEP IT CLEAN! 


But it stands to reason that if ‘“Metalure” 
and silicone are potent enough to creep 
through paint and affect the metal, then both 
these powerful elements could ruffle even a 


-, ae 
WA 


hardy, resistant material like “PLASTIK”. So 
may I please remind you of our instructions: 

Before applying “PLASTIK”, clean your 
autobody surface thoroughly! I'm all for 
foreign bodies — especially delicious morsels 
like Brigette Bardot or Sophia Loren. But 
when it comes to an auto, please — get rid 
of every trace of a foreign body before apply- 
ing “PLASTIK” — the filler that always 
bats a thousand in any league . . . if you 
don’t cross up the signals! 


COV enn 


PRESIDENT 


i 
LareiCer 
PLASTICS CO., INC. 


Main Plant and Executive Offices 


SHREWSBURY, MASS. 


WEST COAST PLANT * UNICAN PACIFIC CORPORATION, 1346 WEST 15TH STREET, LONG BEACH, CALIF. 
CANADIAN PLANT ¢ UNICAN PLASTICS, LIMITED, 241 DUBE AVENUE, MONTREAL EAST, PROV. OF QUE 
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Jobber News 
(Continued from page 45) 





Texas Group May Cruise 
To Nassau in 1961 


‘HE more than 500 members of 

the Automotive Wholesalers of 
Texas are balloting on whether 
they would like to hold their 1961 
convention in March or April in 
the form of a week’s cruise to 
Nassau in the Bahamas, which lies 
175 miles slightly south and east 
of Miami, Fla. 

The proposal calls for traveling 
in the M.S. Italia, a 26,900-ton, 
fully air-conditioned transatlantic 
liner. This reportedly would be 
the largest cruise ship to sail from 
a Texas port. Galveston would be 
the embarkation point. 

North Carolina wholesalers have 
cruised twice in recent years. 


Fort Worth Facility Enlarges 


Precision Brake and Clutch, 
Fort Worth, Texas, has occupied 
a new building at 2921 Morton, 
next door to its old store, which 
will be retained as a production 
plant. 


Hans Siverts has been appointed 
general sales manager of Ramsey 
Corp., St. Louis, Mo., according 
to President Bill Mahoney. To 
Siverts’ responsibilities as sales 
manager of the replacement piston 
ring division are now added those 
of sales manager of the original 
equipment division and the retain- 
ing ring division, a move describ- 
ed by company officials as a “re- 
unification of effort’ in all divi- 
sions, as well as recognition of 
Siverts’ outstanding performance 
as head of the service division. 
He joined Ramsey in 1957. Prior 
to that time he was with Ameri- 
can Brakeblok Division in Detroit. 
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*TWIN-AIR MODEL 


WORKHORSE of the 
tire industry 


If you could slice the 5-inch Coats Air Cylinder in half 
and compare it with others on the market, you would 
easily see why it out performs and out-lasts competitive 
units. That’s why Coats gives you the best guarantee in 


HOW IT WORKS FOR YOU 
the industry. 


(1) 


The Twin-Air Tireman loosens both beads entirely by air 
power. Super leverage cam-action, combined with the 
terrific power of compressed air, gives you the fastest, 


a easiest bead loosening ever devised. Simply depress the 
valve pedal and let air power do the rest. Wide steel 
(3) shoes go into action instantly, distributing force over a 


large area to loosen all tires,even on the toughest 14- 
inch safety-rim wheels. All tire sizes, from 12 inches up, 
conventional or tubeless, are handled with ease. 





ENNESSY 


INCORPORATED 


ATS COMPANY. Fort Dodge, lows 





NEW WARM WATER RINSE! 


now available with 


MAKES 
CLEAN-UPS 
QUICKER, 
EASIER 
THAN 
EVER! 


“U" fitting allows operator to mix 
steam jet with cold water (from “T”’ 
fitting) for 125° water for rinses. 


Now-—dissolve caked-on mud, grease, sludge 
in minutes instead of hours with Vapor’s 
high-impact steam cleaning (80 gal phir @ 
125°). Finish up with a warm-water rinse that 
delivers 245 gal/hr @ 125° to quickly wash 
away loosened dirt, soaps and detergents... 
cleans surfaces perfectly for paint or 
undercoating. Great for grease pits, floors, 
driveways, too—shows customers you take 
pride in your work! Burns kerosene, No, 1 
fuel oil or gas. Warm-water rinse, soap 
tank, or handy wheels for extra 
convenience are optional equipment. 


for bigger jobs... 


VAPOR MODEL 200 

UPGRADER MAJOR STEAM CLEANER 

@ 200 gal/hr @ 120 psi. 

e Built-in soap solution tank 

e One unit can supply two steam guns winieth aii 
e Easily portable (wheels optional) S°EAM CLEANER 
e Complete with wire-braided steam hose 

e Burns fuel oils No. 1 or 2, or natural gas 





VAPOR HEATING CORPORATION 
Dept 44-F, 80 East Jackson Blvd., Chicago 4, Ill. 


Please send: Bulletin on CT Model 80 Cc Model 200 Steam Cleaner 


[_] name of nearest dealer 


Name 





Address 





City, Zone, State 

















T. D. Stephens has been named 
manager of distributor sales of the 
Tung-Sol Electric, Inc., Atlanta, 
Ga., sales office, succeeding John 
B. Secrist, who opened the office 
in 1937 and who will remain in 
an advisory capacity until his re- 
tirement later this year. Assistant 
manager since 1956, Stephens will 
be responsible for both automotive 
and electronics products replace- 
ment sales. 


Kentucky Sets Sept. 14-15 
For First Convention 


E first annual convention of 
the Kentucky Automotive 
Wholesalers Association will be 
held Sept. 14-15 at the Phoenix 
Hotel in Lexington, President Joe 
Wright of Mayfield announced. 
John Yellman of Lexington, W. 
B. McGee of Louisville and John 
Sheehy comprise the program 
committee. George W. Wilson is 
the executive secretary. 


Neumeyer Motor Parts 
Moves in Houston 


EUMEYER Motor Parts, Inc., 

Houston, Texas, has moved 
from 1602 Milam St., where it was 
located for a number of years, to 
1504 Clay St., with an increase in 
floor space from 11,000 to 23,000 
square feet. 

The company originated in 
April 1925 with E. J. Neumeyer, 
president; his brother, George, and 
an employe named Dudley. In 
1930 E. J. Neumeyer formed the 
present company, remaining as 
president and direct head of the 
business. George was in charge of 
purchasing and Dudley became 
head of sales. The company now 
has 35 employes. 


Oklahoma City Firm Moves 


Auto Parts and Machine Co. has 
moved from 828 West Reno to 901 
West California in Oklahoma City, 
Okla. 
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AUTOMATIC TRANSMISSION 

TOOL SET 2035-AT-S 

Handles band and linkage adjustments on 
HydraMatic, Dynaflow, Powerglide, Ford- 
omatic, Cruise-O-Matic, Merc-O-Matic, Ed- 
sel, Flightomatic, PowerFlite, TorqueFlite 
and Turbodrive transmissions. Snap-on 
booklet with close-up photographs and easy, 
step-by-step instructions make these jobs 
extra simple. 


4 out of 5 


NEW CARS 


pling: welll: sels oe 
have automatic transmissions 
® 


PROFIT BIG witTH THESE 


AUTOMATIC TRANSMISSION TOOLS 


In the past few years, automatic transmission 
servicing has grown by leaps and bounds, And 
the work is so easy with a Snap-on automatic 
transmission tool set. You can handle all the 
simple, routine servicing, which accounts for 
75 percent of automatic transmission work. 


A Solid Money-Maker 


One operator handled 29 automatic transmission 
jobs in the first two months with his new Snap-on 
equipment, These jobs brought in $410, plus an 


extra $180 in other repair work he spotted while 
servicing the transmissions. And this case is 
just one of hundreds. 


Yours on easy payments 


Get in now and reap the profits. You can own 
these Snap-on automatic transmission tools for 
a little down and a little each week — pay for 
them out of profits. Ask your Snap-on man 
for full details the next time he calls at 
your shop. 


TACHOMETER MT-415A. Tach scale 
checks engine rpm. Used in pre- 
check and during adjustments. 


Olu PRESSURE GAUGE SET AT-67-MB. 
Used in prechecks to localize trou- 
ble area, eliminate waste time. 


Nia Sieecp-c Tocks 


"WE CHOICE OF BETTER MECRARKCS, Ve 


Ws 
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OIL SEAL DRIVE SET A-1413-B. Helps you cor- 
rect automatic transmission fluid leakage. 
Includes slide shaft, slide hammer and var- 
ious oil seal drivers and pullers. 


cS Ga = FF @o S&S A TS OS 
8052-F 28th Avenue e Kenosha, dee 
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HERE'S WHY... 
MORE SERVICE STATIONS SHOULD 
GET STARTED IN WHEEL ALIGNMENT 


This portable equipment will get started. It will enable you to check alignment and make 
corrective adjustments on 80% cars that need alignment . . . (1) Bender Turnplates, (2) 
Bender Magnetic Camber and Caster Gauge, (3) Bender Magnetic Toe Analyzer ‘Senn, (4) 
Bender Wrench Set and Steering Wheel Holder . . . An investment of only $286.20. 


income Increased by 15% 
Reports from stations now offering Bender Alignment Service 
show an average increase in gross profit of 15% . directly 
accountable to wheel alignment. 


Small Investment Needed 
The equipment shown above is all you need to get started. The 
gauges are the easiest to operate on the market ... and you can 
do 80% of the jobs with a few simple adjustments. The average 
~~ be done in less than 30 minutes, and you’ve made $7.50 
to 50. 


Wheel Alignment Business is Increasing 
4 out of every 5 cars on the road need an alignment. Why? Be- 
cause most cars haven’t been aligned within the last six months. 
Front wheels generally need aligning every six months, after an 
accident or heavy impact against curbs. Also, wheels should be 
aligned when mounting new or recapped tires. Many stations are 
making from $5,000 to $10,000 a year more since adding alignment 
equipment. 

Service Stations Sell More Alignments 
You meet car owners more than any other automotive serviceman. 
You have repeated opportunities to point out costly and hazardous 
driving conditions due to a misalignment of wheels. In five 
minutes you can check the alignment and show the customer 
visual proof of need for an alignment. 

Find Out How To Get Started 


Write or phone for this descriptive bulletin: “How To Get Started 
in Wheel Alignment.” Do It Now! 


Please send me Bulletin C-1, 
“How to Get Started in Whee! Alignment" 


Name of Station 
Address 


2315 No. 26th St. City . 


aN Alek 





Phone FAirfax 3-5263 
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Floridians Will Meet 
In St. Petersburg 


S": PETERSBURG will be the host 
city for the fifth annual con- 
vention of the Florida Automotive 
Wholesalers Association Nov. 12- 
14, with the Soreno Hotel as head- 
quarters, according to plans an- 
nounced by that group made in 
conjunction with a special com- 
mittee from B-36 Boosters Club. 

Directors of the association and 
Boosters agreed that more time 
should be devoted this year for 
discussion of trade problems. Ac- 
cordingly, three sessions will be 
given over for that purpose. Dates 
were selected for the meeting so 
that there would be no Sunday 
sessions. 

All day Thursday, Nov. 12, will 
be “Fun Day” for early arrivals, 
with a board meeting scheduled 
for the evening. 

Registration will take place Fri- 
day morning, followed by closed 
sessions of wholesalers and manu- 
facturers. A joint industry lunch- 
eon will precede the afternoon’s 
joint session for jobbers’ and 
manufacturers, with private “get- 
togethers” planned for the evening. 

Saturday’s program will include 
a closed business session and table 
conference. A Boosters’ hospitality 
hour in the evening will be follow- 
ed by the annual banquet. 


Texas Warehouse Company 
Changes Area Personnel 


Am personnel changes an- 
nounced by Val H. Rhodes, 
general manager of Automotive 
Parts Warehouse, Henderson, Tex- 
as, are: 

Travis English, promoted from 
outside salesman for the Automo- 
tive Service Parts Co., Mansfield, 
La., to store manager, with Henry 
Blount and George Shadoin as 
counter salesmen; Prentiss Dayton 
Letneye, formerly parts buyer for 
Angelina County Motor Co., Luf- 
kin, Texas, named store manager 
for Automotive Service Parts Co., 
Nacogdoches, Texas, and James 
Arthus, formerly with E & T Auto 
Supply Co., Athens, now store 
manager for White Auto Supply 
Co., Henderson, with Curtis Briggs 
of Shreveport, La., as counter 
salesman. 


Lutes Dies in Decatur, Ga. 


Albert P. Lutes, 63, a founder 
and co-owner of Decatur Auto 
Parts Co., Decatur, Ga., died last 
month. 
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Dealers appearing in new “Prestone” anti-freeze movie reveal 


HOW TO SELL MORE ANTI-FREEZE 
IN SPITE OF DISCOUNT PRICES 


and make as much as ©20 in related item sales on each job, too! 


W. S. Johnson, service dealer, Kan- 
sas City — ‘‘Everybody buys at dis- 
count houses. People can buy anti- 
freeze at discount prices. But we 
have one weapon we can really 
fight with and that’s good service!"’ 


C. Goforth, service dealer, Port- 


land, Ore. — ‘‘One thing you've got 
to do is get customers in your sta- 
tion so you can sell them the ser- 
vice story. To back it up, | use 
advertising and display material." 


W. W. Rudd, service dealer, Chicago 
— ‘Stores giving discounts on anti- 
freeze have made it rough. But the 
Guaranteed Pian really works. You 
can make anywhere from eight to 
twenty bucks on a single job.”’ 


Let’s face it, any dealer can 
sell any anti-freeze at a dis- 
count. But smart dealers sell 
more “Prestone” anti-freeze 
at a high profit by selling 
service — Guaranteed 5 Point 
Service. 


GUARANTEED 


POINT 


Service means an opportunity 
for you to make big extra 
profits selling fan belts, 
hoses, etc. 


Service is what your custom- 
ers want, need—and will pay 
for—if it’s sold to them! 


Sell Guaranteed 5 Point Ser- 
vice. Sell the brand that's 
pre-sold by nation-wide TV, 
radio and newspaper advertis- 
ing—“Prestone” Anti-Freeze! 
Call your supplier now! 


FREE 
MOVIE! 


“ASSIGNMENT: 
ANTI-FREEZE SALES” 


shows how deolers can moke 





extra money selling anti 
freeze. Available to dealer 
group meetings on request 
Write: W. R. Peppard, Steff 
Assistant, Room 1308, National 
Carbon Co., 30 E. 42nd St., 
New York 17, N. Y, 











“Prestone’’, “Eveready” and “Union Carbide" are registered trade-marks of Union Carbide Corporation 


NATIONAL CARBON COMPANY « Division of Union Carbide Corporation + 30 East 42nd Street, New York 17, M. ¥. 
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A set of colorful, attractive jumbo-size 
posters will help you promote rebuilt 


~ | FREE 


engine sales. Each one 42” x 28”, suitable for wall or window 
mounting. Write us for your posters now! 








Sales Up for 94%; Oil Companies 
Blamed for Price-Cutting Tactics 


ALES volume is booming for 
94% of the wholesalers over 
the South and Southwest, with 
only six per cent showing a drop. 
That’s the conclusion which 
could be reached if you’d apply 
to every jobber’s business the fig- 
ures reported by scores who ans- 
wered a questionnaire mailed last 


month to 350 in the 19 states in 
which this publication circulates. 

What’s even better, the percent- 
age gains the first four months of 
this year over the same period 
of last year were 20% or higher 
for more than a third of the re- 
spondents. Repeatedly they in- 
cluded such expressions as “Bus- 





INSTALL 
REBUILT 


CREMANUFACTURED) 


ENGINES 
Guaranited 


w 
uot by. you! 
Say goodbye to the customer comebacks and free adjustments 
that eat away your profit on an engine overhaul! Install per- 


formance-proved remanufactured engines that are fully guaran- 
teed by the engine rebuilder to satisfy both you and your customer. 





With a remanufactured engine you will make more money, in 
less time, with less work. What's more, you can expect bigger 
volume because you'll offer faster service and greater depend- 
ability. Investigate today! 


See why the next three years will be big ones for remanufactured 
engines. Read how to double your parts profit . . . triple shop 
capacity . . . increase related parts sales. Write today for “IN- 
STALL RATHER THAN OVERHAUL.” Muskegon Piston Ring 
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Company, Muskegon, Michigan 


| for you. ... 





A Reader Su 


iness looks good,” “Things are 
looking fine for the rest of this 
year,” etc. 

Distribution problems also bob- 
bed up. 

Said an official of one well- 
known Florida East Coast com- 
pany whose sales were up ten per 
cent over last year: 

“Our biggest problem has just 
recently developed. The oil com- 
panies are selling spark plugs (and 
he mentioned two well-known 
brands) for as little as 51 and 52 
cents and sealed beams in large 
quanities for as little as 90 cents. 
In other words, they are cutting 
the price on everything possible.” 

The North Carolina Automotive 
Wholesalers Association adopted a 
resolution at its April convention 
condemning the policy adopted 
recently by some manufacturers 
of supplying oil and rubber com- 
panies and asking them to recon- 
sider this additional competition 
for wholesalers supplied by these 
same manufacturers. 

The sales manager of a veteran 
company in Missouri whose sales 
volume was ten per cent higher 
protested: 

“Redistribution is the largest 
problem. How long will whole- 
salers tolerate such a profit-eater 
and such an unnecessary outlet?” 

From a small-town Georgian 
whose business was up five per 
cent came this observation: 

“The change in the automotive 
parts distribution from wholesaler 
to the warehouse - neighborhood 
jobber setup is our biggest prob- 
lem. Our dealers aren’t stocking 
parts anymore but prefer to pick 
them up locally as needed.” 

While an Oklahoman’s sales 
were up ten per cent, he reported 
his area needed more rain as it 
had had less than two inches in 
the past eight months. 

Industrial strikes, including oil 
strikes in some areas of Texas, 
depressed sales for some jobbers, 
while the slower activity in coal 
fields hampered some sections of 
the Virginias. 

Weather troubles have general- 
ly been a far less bother this year 
than a year or two ago when the 
Southwest was plagued with a 
severe drought. In those areas, in 
most instances, sales volume has 
come back sharply. 
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IT’S EASY to understand why Hirsig- 
Brantley Service means complete service 
for manufacturers and jobbers in the South. A 
quick look at the Hirsig-Brantiey organization 
is all that is necessary. ... 


AUTOMOTIVE EXPERIENCE . Hirsig- 





Brantley Service is complete because of the 
many years of automobile experience behind 
this organization . . . an average of over 13 
years per man! These years of experience bring 
know-how to the creation and maintenance of 
the kind of service that builds business. 


SMALL TERRITORIES | | | Hirsig-Brantley men 
have small territories so they can make more 
frequent calls on their customers and serve 
them better. From headquarters in 13 Southern 
cities, information brought to customers on 
Hirsig-Brantley lines is timely and complete. 


CAREFUL PLANNING .. . The work of the 
Hirsig-Brantley men in the field is planned and 
directed from Headquarters by men with long 
and successful experience in the automotive 





field. A fully staffed home office promptly A 
handles the necessary details as required by an K~ LORS 
efficient sales organization. F agi 4 * 
— r * ne 
] ) Ri 
| + \* oe 
«| #)6a a 
Miss to ‘4 ~g 
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ECHLIN HAS 
TRANSISTORIZED 
IGHITION 


In our opinion, transistors 
of reliable characteristics for 
ignition purposes are not yet 
available at a price that makes 
transistorized ignition eco- 
nomically practical. ECHLIN 
Transistorized Ignition is there- 
fore not now being offered to 
the service trade. Its use is 
limited, presently, for experi- 
mental purposes. Watch for 
future announcements of its 


availability. 


€CH Li i a 


THE ECHLIN MANUFACTURING COMPANY °* BRANFORD, CONN., U.S.A. 
IN CANADA: ECHLIN IGNITION OF CANADA LTD., TORONTO 
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TUBELESS 
Change RuCcK 


Faster-Easier 


lit 
K E N 3 
T-45 TIRE TOOLS 


TRUCKS — BUSSES 
TRACTORS 


Used and recommended by leading tire 
makers. New, improved design for mount- 
ing and demounting tubeless truck tires 
on new one-piece drop-center rims with- 
out damage to sealing features. Simple 
instructions with set of tools. Length: 
38”. 


“ines 





USED IN PAIRS 


Mounting first bead 


SP-L° 1001L- Nay 


WU a 


A 


4 \ 
Pom S 


Demounting second bead PAIRS 


SEE YOUR JOBBER! 


SAVE LABOR, TIME AND MONEY. 
INSIST ON KEN TOOLS. Finest Quality 
and Design. Largest Exclusive Mfgrs. of 
Tire Changing Tools and Equipment. 


The KEN-TOOL Mfg. Co. 
AKRON 5, OHIO 
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Memphis Operation 
Promotes Six 


OHN Cayce, Jr. (shown here), 
former manager of the jobbing 
division of Standard Parts Co., 
Memphis, Tenn., and a vice-presi- 
dent of the organization, has been 


appointed manager of the com- 
pany’s facilities in Charlotte, N.C., 
a move which led to five other 
promotions within local branch 
operations. 

Formerly sales manager of the 
warehouse division, Ned Bell has 
been named to succeed Cayce as 
manager, while Eddie Ison, one 
of the company’s oldest employes 
in years of service, replaced Bell. 
Frank Wilder succeeded Ison as 
manager of the Summer Avenue 
branch, which was the first and 
largest branch. Wilder most re- 
cently had been manager of the 
Thomas Street branch, to which 
George Stocks was moved from 
the Millington branch. Gwinn Bo- 
mar replaced Stocks at the Mill- 
ington branch. 


Savannah Firm Adds Branch 


Thompson Motor Supply Co., a 
branch store of The Motor Supply 
Co., Savannah, Ga., was opened at 
1211 Boundary St., Beaufort, S. C., 
Sales Manager R. F. Coleman an- 
nounced. The company also has 
branches at Brunswick and Au- 
gusta, Ga., and associate stores at 
Aiken, S. C., and Waycross, Ga. 


K-D Promotes Myers 


Promotion of C. Paul Myers 
from director of marketing to vice- 
president in charge of sales has 
been announced by K-D Mfg. Co., 
Lancaster, Pa. Myers was former- 
ly associated with Raybestos Divi- 
sion of Raybestos-Manhattan, Inc., 
later transferring to U. S. Asbes- 
tos Division in Manheim, Pa., as a 
sales engineer. 





Improved Engine Performance 


with BRISKO'S 
Fuel Pressure Regulator 


List Price only 


$5.9 


Customary 
Jobbers 
Discounts 


Attractively boxed in 
display type  con- 
tainer for wall or 
counter 
Used on Cars © Trucks © Tractors 
Boats © Industrial Engines 
Eliminates Hot Engine Stalling e Vapor Lock 
e Hard Starting of Cold and Hot Engines 


Easy fo Install @ Fits All Cars 


GUARANTEED SALES 
If the car owner is not completely satisfied with 
improved performance and better gas mileage 
after 30 days of driving, his money will be re- 
funded in full. 


BRISKO'S 
Automatic Choke Heater 


Corrects Heat Tube Troubles for Life of Car 


Fits Fords @ Mercury e Lincoln @ Edsel 
Chevrolet @ Oldsmobile @ Chrysier 


List Price only 


$3.75 


Customary 
Jobbers 
Discounts 


eo Operates efficiently in any 
climate 

e Installed in minutes 

e Absolutely trouble-free 

e@ Nothing to wear out 

e@ No holes to drill 

e@ No studs or bolts to remove 

Brisko's Automatic Choke Heater supplies dry, 
wre gir, super-heated by unique design fs 

nmsure fast choke opening. Less oil dilution, 


more econom ae greater power, longer engine 
life, and eliminates costly carburetor overhauls 


Order trom your Parts Jobber or write to — 


BRISKO’S 
MILEAGE-SAVER, » 


Factory and Sales: Box 38, OJIBWA, WISCONSIN 
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This first full carload of jacks 
shipped by Walker Mfg. Co. of 
Wisconsin, Racine, went to South- 
ern Distributors, Inc., Washington, 
D. C., and consisted of more than 
1,000 units with a total weight of 
35,000 pounds. Inspecting the 
shipment are (l. to r.): Clifton I. 
Munroe, Jr., product manager— 
jack division; Wayne E. Rapp, 
vice-president in charge of whole- 
sale sales, and David Jordan 
customer service department. 


ASIA Field Men 
Named for South 


IELD representatives appointed 

by the newly-formed Automo- 
tive Service Industry Association 
to cover Southern territories are: 

Anthony H. Fernald—Delaware, 
Maryland and Washington, D. C-.; 
Daniel J. Hartnett—New Mexico; 
Robert W. Nix—Kansas, Kentucky 
(northern half, approximately) and 
Missouri; Jack A. Ruth—Arkansas, 
Louisiana, Mississippi, Oklahoma, 
Tennessee (west end) and Texas, 
and Chauncey Stuff—Alabama, 
Florida, Georgia, Kentucky (south 
half, approximately), North and 
South Carolina, Tennessee (except 
west end), Virginia and West Vir- 
ginia. 

Because of an overflow crowd 
which attended the joint meeting 
of both former associations which 
comprise ASIA — MEWA and 
NSPA—on Feb. 17, it was decided 
that a meeting place for the con- 
vention would have to be located 
outside any hotel. 

“Consequently,” said President 
Victor L. Toft of Omaha, Neb., 
“we have made arrangements so 
that the ASIA business sessions of 
the 1960 convention will be held 
in Carnegie Hall in New York. 
This is in the immediate vicinity 
of the Coliseum where the show 
will be held and is within walking 
distance of the convention head- 
quarters hotels.” 

The show will be held Feb. 10- 
13. 


Taussig Names Memphis Firm 


Jan Major Co. and Associates, 
4677 Normandy Ave., Memphis, 
Tenn., has been appointed repre- 
sentative for a new color vinyl 
spray for fabrics and plastics pro- 
duced by Taussig Paint Sales Co., 
Jenkintown, Pa., in Alabama, 
Mississippi, Tennessee and Ken- 
tucky. 


SOUTHERN AUTOMOTIVE JOURNAL for June 1959 





oe 


GORA 


“imae EASY- OFF 


OIL FILTER TOOL 


* Sing 


Chan 
UNS aa 
TYPE OIL » 
CLEAN AN FL TERS tondy 


In Seconds! 


Saves Time 
and Temper! 
cosrs y $4951 A 


ONLY (i Self-Tightening 5 Slip Action 


“Cee pic a Proof Nickel Plated Finish 
A 


LOOK, just ONE HAND! 
To remove disposable type oil filter 
. . « just slip Easy- Off around the oil 
filter head. It is self- -adjusting, slip- 
proof, with a sure-grip handle and 
ratchet-like action that guarantee no 
slip-ups! Then, just a twist ... and the 
oil filter comes off quickly, easily. You 
do it with just one hand! No dirty 
hands . . . no oil spills! Ruggedly built 
for long, hard usage! 
Easiest — Fastest — Most Reliable. 


WITH EASY-OFF 


NO MORE THIS! BUT THIS! EASY-OF F 


_—— we 1S THE CLEANEST.. . 
¢ FASTEST ... EASIEST... SAFEST 

i i . . » WAY TO CHANGE Dis- 

| POSABLE TYPE O/L FILTERS. 


Fits All Disposable 
Type Oil Filters! 


' Fully guaranteed 


CASTANO 


CASTANO ENGINEERING CO. 

251 Centre Street, Brockton, Mass. 

Sure, send me | EASY-OFF @ $1.65, or the 
special offer, 2 for $3.00 at once. (Please enclose 
cash, check or money-order). 


Address: .. 


i Mm ENGINEERING CO. 


City & State: .. 
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M : William E. “Bill” Harner (left) is 
eee fir Ss ft to intr oduce shown receiving an inscribed sil- 
ver tray commemorating 25 years 

M4 J of service with Simmons Parts 

oreign cor co verage. Co., Staunton, Va., from James S. 
Simmons, Jr., retired past presi- 

: dent. Approximately 50 employes, 
Providing our customers with complete foreign car coverage has given wives and husbands attended a 
surprise banquet honoring Harner 
and others for length of service, 


Albany Meeting Adds 


Broke Shoes @ Universal Joints @ Water Pumps ” ~~ 
The Imco Mfg. & Sales Corp. Members for GAWA 


Baltimore 2, Md. 


them tremendous advantages over competition. This is just one reason 
why Imco users are growing steadily in number. And don’t forget 
Imco offers the most complete domestic car and truck coverage, too. 


SECOND regional meeting, a 

follow-up to the Columbus 
session, added several members to 
the growing ranks of the Georgia 
Automotive Wholesalers Associa- 
tion at Albany last month. 

Ten jobbers and warehouse dis- 
tributors flew down to put on the 
meeting, over which Howard Hout 

of Keenan Auto Parts Co., Albany, 
tenn | ~ presided. 

> pea GAWA President Dexter Swan- 
is difficult to play strom of Atlanta and Executive 
at magnificent Mountain Director Henry S. Clark predicted 
. the membership would be 100 by 
Lake. The scenic grandeur the November convention, with 

takes your breath away. Open nearly 50 members now. 
May 23-October 1. American Other speakers included Thomas 
S. Perry of Atlanta and John Wil- 
plan. Reasonable rates. Se- son of Jacksonville, Fla., who is 
cluded cottages, hotel regional manager of Universal 


accommodations. Underwriters. 





Jack P. Hennessy Names Three 


The Jack P. Hennessy Co., Inc., 
Englewood, N. J., has named E. J. 
hotel Roelandt of Pittsburgh, Pa., to 
cover its West Virginia territory. 
Other new representatives are 
ountain Charles Heimbach of Orlando, 
Fla., who will travel Florida and 
Alabama, and William Kitchens, 

Atlanta, Ga., who will handle 
ake Georgia and South Carolina. 


Wallace Dies in Georgia 


James B. Wallace of Perfection 
Gear Co. died last month in a 
: Thomson, Ga., hospital following 
3 a heart attack. 
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Now you can boost your sales of Du Pont “Zerex”’ and “Zerone” anti-freeze two ways: 
installed or carried out ! 

The new “carry-out” prices of $2.39 for “Zerex” and $1.25 for “Zerone” help you 
compete on price with the cash-and-carry outlets that captured 49% of total anti-freeze 


sales last season.* And you have the extra sales appeal of the Du Pont reputation 
for quality. 


You can increase your installation business, too, by switching carry-out customers to 
service customers and charging for installation. Your Guaranteed Anti-freeze Protection 
Program will help you do it. 

So get your order in now—you'll make greater anti-freeze profits at both ends with 
this new Du Pont pricing plan! 

*Based on a 1958-59 survey conducted by National Family Opinion, Inc 
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ZEREX 
PER GALLON PLUS INSTALLATION 
ZERONE +4 25 PER GALLON PLUS INSTALLATION 


(Above ore Faw Wode prices) 
=< 


SETTER THINGS FOR CETTE THROUGH CHEmsTOr 
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“We moved to this location, which is about three miles from our 

uptown store, three years ago,” said W. R. Frankland, vice-president 

of Frankland’s, Inc., Jackson, Tenn. “We are just inside the city limits 

and have plenty of parking space. Many used-car dealers and new- 

car dealers, as well as businesses having small fleets, have moved 

out our way, which we feel accounts for part of the increase that 
we have had for the past three years since moving.” 


NAPA's Sales Jump 
22% in Quarter 


Mc than 300 representatives 
of NAPA warehouses and 
manufacturers attending the an- 
nual spring meeting of the NAPA 
Council heard Robert L. Stacey, 
vice-president and general man- 
ager, report a 22% sales increase 
for the first quarter of 1959 over 


Plans for increased emphasis on 
sales planning, as well as further 
expansion of NAPA jobber serv- 
ice into marketing areas in which 
NAPA jobber service is not now 
available to the service-repair 
trade, were outlined by Wilton 
Looney of Atlanta, president of the 
National Automotive Parts As- 
sociation. 

W. M. Stuart, president of Mar- 
tin-Senour Co. and chairman of 


the NAPA advertising committee, 
reported a ten per cent increase 
in NAPA jobbers actively par- 
ticipating in the “Parade of Parts” 
advertising and merchandising 
program this year as compared 
with 1958, which marked the 
previous high point. 


John A. Stair Leaves 
Fort Smith Company 


oHN A. Stair has resigned as 
J sales promotion manager of 
The Automotive, Inc., Fort Smith, 
Ark., to accept the newly-created 
post of managing editor of Jobber 
Product News, Chicago. 

In 1946 Stair joined the Arkan- 
sas firm where he handled assign- 
ments in the warehouse operation. 
Later he became assistant to the 
general sales manager, taking over 
the company’s advertising and 
sales promotion activities. 


Nashville Firm Hires Floyd 


Dick W. Floyd, formerly with a 
manufacturer, has joined the J. R. 
Tate Co., Nashville, Tenn., manu- 
facturers’ representatives serving 
Tennessee and Kentucky, J. R. 
“Dick” Tate announced. 


the same period in 1958. 





FITZGERALD 
7. Y—) , q 5 


have the 
answer 


Ah... 


that’s my driver! 


It’s a 


Service men all across the country 
agree ... there’s no other screw driver 
or nut driver with the built-in comfort of the 
VACO “comfordome” handle. Makes service work easy! 
Enjoy the luxury grip of a VACO .. . the driver that gives 
plenty of power, yet is always kind to hands. Next time 
choose a VACO and feel the difference! 

Manufactured and Unconditionally Guaranteed by 


VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ill. 


In Canada: VACO-LYNN PRODUCTS CO., LTD., Montreal 1, Que. 


The Fitzgerald Manufacturing Co. 


Torrington, Connecticut 
Branches and Warehouses 
los Angeles, Calif.—Chicago, Ill. 
Canadian FITZGERALD Ltd., Toronto, Canada . 
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Today... EVERY DRIVER at the 
Indianapolis Race relies on BEAR to 
CHASE OUT THE “kil-JOYS” caused by 
Out-of-Line and Unbalanced Wheels! 


for the 26th Year at the most exacting 
TRA CK PROVEN testing ground for PRECISION BALANCING 
and ALINEMENT dnbontl ! 


To be Official Alinement and Bal- ; 
ancing Service at the “500,” year — 
after year, PROVES that Bear Does 
the Job ricHT! Bear precision is ¢=& 2 
proven at track speeds exceeding 
180 miles an hour. That means iN |] 

‘ = ade N The Bear Telaliner 
that Bear Equipment is precision . leaves no doubt... both 

. mechanic and driver 

proven for customer goodwill... see that the job is done 
proven for shop efficiency. right! 


- : i o 
Bear Equipment is PROFIT PROVEN ~ ~~~ — FriciaAL 


too! More shops use Bear than all ei — sot WHEEL JALANCING 

others combined. Years of experi- : 

ence in leading shops from coast 

to coast prove that you can make 

more money with Bear... because 

Bear does the Job r1GHT. The new 

Bear Profit Idea Book shows you 

how you can step into this big a ; Precision work of the 


° ° Bear Balancer is track 
profit picture. Mail coupon today! proven at wt po 


180 miles an hour...it 


: - . has to be right! 
and ALINEMENT SERS SERVICE < 
BEAR @ FRAME, BODY new : aS 








STEERING ~ 
the most famous name in 


SAFETY SERVICE 


You're sure to do the 

saan tae, OD — : , be - rf job right with Bear... 
e le 4 é ' from alinement testing 

| Dept. S-5, Rock Island, Ill. ae 4 : ; : wh to body-frame straight- 
Have my Beor Representative ‘ , ' ening. This track-prov- 
bring me the Beor Profit ax » 7. en, profit-proven equip- 
Idea Book, without cost or y ) 4 ment can be easily paid 
obligation. (write name and out of profits. Your 


address in margin below) 
Copyright 1959 Bear Mfg. Co. 668 Bear Jobber has a plan 
ce oem ee ee see ~ = > 7 to fit your needs. 


— or oe owe ee eee ee ee ee oe 
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Automotive NEWS BRIEFS 


(Continued from page 15) 








sales of imported cars in this 
country this year appeared headed 
toward a rise of 45% over last 
year and said that 41% of the 
franchised dealers of the U. S. 
sell some kind of foreign car. 

Other speakers included Gover- 
nor Ernest Vandiver of Georgia, 
John E. Murdock of Murdock Ac- 
ceptance Corp., Memphis, and 
Thomas J. O’Neil of Ford Motor 
Co.’s Dealer Policy Board. 


"59 Dodge Sixes Show 
23% Sales Increase 


MAND for six-cylinder 1959- 
model Dodge cars has in- 
creased 23% compared with the 
sales record of the 1958-model 
year, according to Dodge General 
Manager M. C. Patterson. 
“More and more buyers of low 
medium-price cars seem to appre- 
ciate the lower initial price and 
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USED CAR 


TRADE-INS 














operating economy of six-cylinder 
engines,” Patterson said. 


“Yes, it'll take me wherever I want to go, but you said nothing about 


bringing me back.” 





$300” 


A WEEK 
SERVICING 
RADIATORS! 


“Our INLAND Radiator Department brings us an aver- 
age of $300 A WEEK! (Over $15,000 a year!) Wish 
we'd installed it years ago!”— Douthit-Carroll-San Chez 
Company, Memphis, Tenn. 

$8,000 to $15,000 A YEAR ADDITIONAL VOLUME 
IS COMMON! “$400 in my first 10 days!” (Over $12,000 
a year!) — Bonifield Brothers, Metropolis, Ill. “Almost 
$900 in 30 days!’”»—M. J. Wilson Auto Company, 
Shelbyville, Ill. 

RADIATOR SERVICING BRINGS MORE PROFIT 
PER SQ. FOOT! 83% of all radiators over a year old 
are partly plugged. Inland equipment PROVES extent 
of plugging to customer. Inland offers complete pack- 
age: Equipment, training, “Pays-for-Itself” purchase plan. 


*)! 
> 
a 3 
if mt Ano 
camares omen Pin 
Py. 


INLAND MFG. COMPANY, oesK%°3 bert -A¢ 


i FIRM 


je e2eeseeee= =e ee ee ee oe oe 
FREE INLAND MFG. CO., Dept.iA-6 1108 Jackson St., Omaha 2, Nebr. J 
48-pg. book [ Please send new free book, “Blueprint for Profits.” » 





| ADDRESS 


(PLEASE PRINT) q 





ZONE___STATE 
TITLE 








If dealer, make of car sold 


Are you now operating a radiator shop D Yes [J Ne 
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The Economy of 
Asphalt-paved highways 
gets you your big roads 

PLUS... 


... your all-important local and farm-to- 
market roads. You see, Asphalt-paved high- 
ways save up to 10% and sometimes up to 
50% in construction costs. Further, main- 
tenance costs no more, often less. Money 
saved building big roads with heavy-duty 
Asphalt pavement means that 
much more money is available 
for building and improving your 
state’s entire network of roads. /” 


Ribbons of 
velvet smoothness... 
ASPHALT-paved 
Interstate Highways 


THE ASPHALT INSTITUTE 
Asphalt Institute Building, College Park, Md. 
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De Soto Quality Dealer Don Naylor 
Sees New Sales Record in 1960 


“Everything points to a fabulous sales 
jump in 1960,” says Don Naylor, president 
of Naylor Motor Sales Co., Inc., 

Ann Arbor, Mich., and one of the youngest 
men in the U.S. to win the coveted 

Quality Dealer award. ‘‘Next year’s 
market could easily be even greater than 
1955. I’ve never felt stronger about 


anything in my life. 


“I base this feeling on continuing economic 
recovery, growing public confidence and the 
most intense interest in new cars I’ve 

seen in the past four years. De Soto’s 
decision to invest an additional 25 million 
dollars in research for future models 


makes me even more confident. 


“Looking farther ahead, I’m convinced that 
our De Soto sales will continue to grow 
during the next decade. The basic 
ingredients for success are integrity, a 
quality product, an alert organization, 

and volume sales with a respectable profit. 
That—together with the fact I consider 

De Soto’s attitude toward its dealers as 

the best in the industry —explains why I am 


” 


going to grow with my De Soto franchise. 


It pays to be a 


DE SOTO 
DEALER! 
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Hoss Tradin’--Texas Style 


— Goss, Dallas, Texas, used- 
car dealer, recently swung a 
fancy hoss-tradin’ deal—20th Cen- 
tury Texas style—when he ac- 
quired a 1919 Chevy from one 
Mrs. Mattie Yaw. 

The story as told in Texas Deal- 
ers News, monthly publication of 
the Texas Independent Automobile 
Dealers Association, relates that 
Mrs. Yaw sought out Goss because 
of “his reputation for being able 
to look unblanching into the eye 
of a spooky deal.” 

The car with 19,000 miles on it 
was boarded up in the Yaw 
garage in 1921 when Mrs. Yaw’s 
husband, a Watkins remedy sales- 
man, was transferred to Charlotte, 
N. C. “And,” said Mrs. Yaw, 
“that’s where it stayed. The new 
East-West Expressway is going to 
come right through our garage, so 
I called Mr. Goss.” (Mrs. Yaw’s 
grandson had bought a car frum 
him.) 


Went for the Hickey 


Goss said, “I went out to look at 
the old hickey. It’s a four-door 
touring model 4-90—that stood 
for four days on the road and 90 
in the garage. But I knew I 
wanted it, so we worked out a 
trade. 

“They didn’t have title papers 
in those days. We drew up a paper 
that’s official sounding and signed 
gg 

The verbatin, 
agreement reads: 

3-20-59. At night. Trade deal 
on old car. The deal goes like this 
—Mattie Yaw, now of age, trades 
me her 1919 Chevy 4-door tourin’ 
model 490, plus these things 
throwed in: One small wood stove, 
two old timey trunks, her hus- 
band’s crosscut saw, one shoe last 
and stand and one old timey lan- 
tern, for my stuff which is listed 
below: 

“One small pocket radio, one 
diamond lookin’ ring, one rollaway 
bed, plus $325 paid by check. Deal 
made and agreed on, signed, Gene 
Goss, Mrs. Mattie Yaw.” 

To solve the problem of remov- 
ing the relic from the garage with- 
out damaging the trees which had 
grown up since it was boarded up 
38 years ago, Goss used a large 
crane and lifted the car out of the 
yard after one side of the building 
was torn down. The car is on dis- 


handwritten 
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play at his lot at Ross and Cen- 
tral. 

“What I enjoy most about it,” 
Goss said, “is that Henry White 
had a car lot next to Mrs. Yaw all 
these years. Henry is a real trader, 
like me, and he would have 
wanted that car real bad if he’d 
only known it was there.” 





South Carolinian Heads 
Tank Carrier Group 


A. Opom, chairman of Asso- 

Je ciated Petroleum Carriers, 
Inc., Spartanburg, S. C., has been 
elected president of National Tank 
Truck Carriers, Inc. 

For the past year Odom was 
first vice-president of the body, 
had previously been its general 
counsel and a director since the 
organization was founded in 1945. 
He is a partner in the law firm of 
Odom, Nolen and Foster. 





How to se// the CO/L SPRINGS 


designed with a BUILT 


. 
re 
a 4 








ww 


“Signs of ‘coil clash’ ...no wonder your car sags.” 
TEST: To check for worn coil springs, watch for cars having low front ends. 
And look for “coil clash” — shiny or worn spots where coils have hit or rubbed 
together under pressure. You'll find these signs of worn coil springs even on 
low-mileage cars, where original coils are too soft to carry the load. 





“MOOG Coils can lift that front end.” 


“Can we install ’em for you today?” 





DEMONSTRATE: Stand back and 
show the customer how the front end of 
his car sags. “Coil clash” provides further 
proof of the need for replacement coils. 


ASK FOR THE ORDER: Explain 
what coil springs mean in terms of safety 
and comfort. Makes it easier to sell them 
in matched pairs...and with related parts. 
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50,000 IGOA Stickers Are Used 
In Tennesseans' Promotion Plans 


ter thousand small stickers of 
the three-colored IGOA em- 
blem have been purchased for pro- 
motion by the Independent Garage 
Owners of Nashville and at least 
that many more will be bought 
soon. 

This was one of the unit reports 
received last month during the 


first annual convention of the In- 
dependent Garage Owners of 
Tennessee, one of 33 state groups 
composing the Independent Ga- 
rage Owners of America. 

The stickers are being placed 
on invoices and particularly on 
statements and checks by the 
garagemen in order to call cus- 


tomers’ and parts wholesalers’ at- 
tention to the IGOA movement. 

The stickers cost $3 a thousand 
and even this price may be cut by 
orders in larger quantities. 

Reports from city or county 
units were received from Kings- 
port, Shelbyville, Columbia, Nash- 
ville, Chattanooga and Memphis 
at the board meeting, over which 
W. C. “Josh” Wilder of Nashville, 
IGOT president, presided. 

Wilder urged the board mem- 
bers to report any dissatisfaction 
with parts directly to manufactur- 


ers, since more than 80 are allied 
members of IGOA, and explain 
what has been found wrong, rath- 
er than merely turning a part back 
to the wholesaler. 

John Baker displayed photos of 
a 40’ by 10’ highway sign rented 
by the Kingsport unit on a yearly 
basis. 

A unit is expected to be com- 
pleted shortly at Knoxville. 

Representatives of the Columbia 
unit told how a school teacher 
brought in a tailpipe and muffler 
to be installed but was convinced 
he should take them back to the 
wholesaler from whom they were 
purchased. The teacher authorized 
an IGOT member to install these 
parts from the member’s own in- 
ventory. 

In some areas wholesalers of 
Tennessee have attempted to block 
efforts at forming units, the board 
was told, while other jobbers were 
described as being most coopera- 
tive. 

More than 100 members and 
ladies attended the banquet, held 
at the Andrew Jackson hotel at 
Nashville and at which the speak- 
er was William C. “Bill” Herbert, 
editor of SOUTHERN AUTOMOTIVE 
JOURNAL, Mel Turner of Chicago, 
vocational director for the Auto- 
motive Service Industry Associa- 
tion, spoke briefly. 

IGOT officers will be elected in 
October. 

The annual convention of IGOA 
will be held in Denver, Colo., 
June 24-27, with several hundred 
garagemen expected to attend 
from throughout the country. 





IN OVERLOAD FACTOR 





Don't Forget... 
Attend IGOA National Convention 
Denver, Colorado June 24-27, 1959 


PROPER BALANCING of all these variables gives MOOG Coil Springs: 
(1) longer life, plenty of “guts” for extra durability; (2) easier 

ide .. . never stiff, never too soft; and (3) carry car at the right 

height. Designed with a built-in overload factor that protects 

overstressed parts in older cars. Order MOOG Coil Springs 

n matched pairs... with colorful dis- 

play banners that set you up as “Coil 

Spring Headquarters.” 


Chrysler Elevates Shelton 


Cy Shelton has been appointed 
Plymouth-De Soto manager for 
the Memphis (Tenn.) region, which 
includes Louisiana, Mississippi, 
most of Tennessee and Arkansas 
and part of Missouri. Shelton 
joined the corporation in 1953 as 
a district sales manager and wa 
Memphis regional manager in 
charge of De Soto sales later. 


MOOG MEANS MORE 
UNDER-CAR BUSINESS 
MOOG INDUSTRIES, INC., ST. LOUIS 14, MISSOURI 
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Dealer Profits Hit 1.2% 


PERATING profits averaged out 

to 1.2% of sales, or $63 per 
unit, for new-car dealers during 
the first three months of this year, 
the National Automobile Dealers 
Association reported. 

This was a continuation of the 
upward profit trend which began 
with the introduction of new 
models in the fall and was the 
best showing since the second 
quarter of 1957. 

Four dealers out of five (80.4%) 
finished the three months with 
some profit, in contrast with the 
same period last year, when the 
combined profit average was a 
minus .8% and 55% of all dealers 
operated at a loss. 

Wash-out gross from combined 
new and used unit sales averaged 
$402 per new unit sold. This was 
close to the averages reported in 
the first three quarters last year, 
but considerably better than the 
year-end figure of $387, which re- 
flected the discounting of old 
models and year-end adjustments. 


Car absorption (the ratio of 
wash-out gross, after selling ex- 
penses, to fixed overhead) rose to 
44.5%, compared with the year- 
end average of 33.5%, and only 
28.4% in the first quarter a year 
ago. 

New passenger car stocks aver- 
aged 21 units per dealer on March 
31 for an estimated total of 800,- 
000, or 47 days’ supply. 

Used vehicle inventories aver- 
aged 27.9 units per dealer, which 
was a 35.3 days’ supply at the cur- 
rent rate of sales. 

Total investment (reflected on 
the dealer’s statement as net 
worth) averaged $122,674 per 
dealer on March 31. This was up 
from $116,497 at the year end. 

Said NADA: 

“One of the most consistent fig- 
ures developed in NADA’s surveys 
has been the ratio of gross profit 
from combined sales of new and 
used vehicles. Through the five 
quarters since the beginning of 
1958 this percentage ratio has 


stood at 9.4, 9.2, 9.4, 9.2 and 9.5. 
There is no way of determining an 
acceptable average of the proper 
allocation of the dealer’s overhead 
to the new- and used-car depart- 
ments because of the wide vari- 
ance in accounting methods. We 
do know, however, that through 
1958 and the first quarter of 1959 
the ratio of total expense to total 
sales has averaged between a low 
of 14.7% and a high of 16%. 

“With car sales returning a 
gross of only slightly more than 
9%, it seems obvious that the car 
business is not pulling its share of 
the load—a convincing explana- 
tion as to the necessity for most 
dealers to look to other sources of 
revenue for their profits. 

“The generally profitable first 
quarter was made possible by a 
sharp increase in car sales without 
a corresponding increase in the 
cost of doing business. By the 
same token, continued profitable 
operation through the balance of 
the year will depend not only up- 
on general business conditions, but 
most importantly upon the resolu- 
tion and ability of the individual 
dealer to maintain a tight control 
of expenses in the face of expand- 
ing volume.” 





lin crowning the CR POET 








lt! 
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Meet serviceman Charles A. Maupin! He 
toted away $1,000 in C/R’s ‘‘Complete-the- 
Strip’’ limerick contest—$500 top prize 
money and a bonus of $500 for owning a 
registered C/R Oil Seal Stock Display Cab- 
inet. Maupin’'s strictly on the ball at his job, 
too! As owner of the Charles A. Maupin Ga- 
rage in Oklahoma City, Oklahoma, he de- 
pends upon C/R merchandising aids to help 
him sell oil seal inspection and replacement. 
Once the customer's in his shop for any serv- 
icing requiring removal of the wheel hub, he 
checks the seals with his C/R Installation- 
Inspection Tool, and replaces them with oil 
seals on hand in his C/R tailor-made service 
stock. You, too, can cash in on related parts 
sales when you stock C/R. 


CHICAGO RAWHIDE 
MANUFACTURING COMPANY 


Service Sales Division « Chicago 22, Illinois 
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O. A. Sutton Corp. Sells 
Automotive Division 


CQUISITION of the entire auto- 

motive division of the O. A. 
Sutton Corp., manufacturer of 
Vornado automobile air condi- 
tioners, at a purchase price in ex- 
cess of $1,000,000, has been an- 
nounced by The Jamos Corp., 
Flushing, N. Y. 

Formerly sales representative 
for Sutton’s automobile air-condi- 
tioning division, Jamos has form- 
ulated a program to continue the 
manufacture and distribution of 
the air conditioners, having pur- 
chased patents, trade name, as 
well as inventories, tools, dies and 
machinery. Key personnel of Sut- 
ton’s engineering staff joined the 
Jamos organization. 





Designer Apperson Dies at 89 


Edgar Landon Apperson, 89, de- 
signer and builder of one of the 
first American automobiles, died 
last month in Phoenix, Ariz. In 
1893 Apperson and his brother, 
Elmer, began building a horseless 
carriage in their machine shop at 
Kokomo, Ind. 





Charter members of the new Independent Garage Owners of Memphis 
appear here (I. to r.): first row, Conley M. Miller, Sr., secretary: W. E. 
Pafford, treasurer: Burl Brown of Bee-Dee Body Shop, president: 
J. E. Jones and Jack Freeman, Jr.; second row, Ray Reed, Bill Luka, 
A. Nichols and George Cornatzor. Charlie Hill, vice-president, is not 
shown. The unit was organized April 30 and now has 18 members. 


Stonebraker of Hagerstown Dies 


John Ellsworth Stonebraker, Sr., 
76, head of Antietam Paper Co. in 
Hagerstown, Md., died last month 
following surgery. He was one of 
the oldest Dodge automobile deal- 
ers in terms of length of service 
east of the Mississippi River in 
this country. 


Lee of American Motors Dies 


James A. Lee, 57, director of 
procurement for the automotive 
division of American Motors Corp., 
died last month of a heart attack. 
A native of Wesson, Miss., Lee 
received degrees in mechanical 
and electrical engineering from 
Texas A & M in 1926. 










... ANO THESE ARE 
THE REGAL RHYMSTERS 
WHO WON THE NEXT 
TOP PRIZES 
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JACK KNUTSON 


Ardmore, Oklahoma 





DONALD L. SWEITZER 
Kiefer’s Sunoco Service 
Phillipsburg, New Jersey 


$300 prize winner 


Knutson’s Garage 


$75 prize winner 








$200 prize winner 
CHUCK HENSCHEN 
Tschabold Motor Co. 
Alliance, Ohio 





$50 prize winner 
RICHARD REEVES 

Luken’s Pontiac 
La Mesa, California 





$100 prize winner 
ARTHUR R. EDMONDS 
E K Motor Clinic 
Redmond, Oregon 





HONORABLE MENTION 
$25 PRIZE WINNERS 


William C. Pierce, Pierce's Garage, 
Paris, Tennessee 
Gerald M. Olsen, Norm's Auto Clinic, 
Eau Claire, Wisconsin 
J. Cervero, New York, New York 
Ernest W. Harris, Harris Motors, 
Florence, Oregon 
Billy L. Hall, Nielson Motor Co., 
Luck, Wisconsin 
Larry Herbord, Supreme Shell Service, 
Melrose Park, Illinois 
William P. Wold, Lane Motors, inc., 
Norwalk, Connecticut 
E. P. Kennedy, Jr., Kennedy's Esso 
Service, Kingsport, Tennessee 
Armand Martines, Armand’s Garage, 
Yuma, Arizona 
W. J. Dowen, Burns Chevrolet Co., 
Caldwell, idaho 
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Have you 
sent for your 


FREE 
\ SAMPLE of 


FLORCO? 


It is the most effective, practical 
and economical adsorbent for 
industrial and commercial use. 








Approved by Armed Forces 
specifications and Underwriters 
Laboratories, Inc. 




















1.—Sprinkle Florco on 
Floor is Safe and Clean 


2.—Sweep it up 






TRY FLORCO 


FREE ft ae 





You'll be pleased with 
results and service from 
our nearest warehouse. 
Mail coupon below today 


loridin Company 
. 0. Box 989, Dept. U 
allahassee, Florida 


+0 


Oo 


.K. I'll try Florco on my floor. 
Send me, without cost or obligation, my free | 
sample. 





Title 


=z 
ro) 
| 
> 





a 
a 
= 
ao 
yr 
" 








A 
City._._.™ Zone___State. 
Type of Business 





—o. naan amen 





148 Want more facts? Use Reader Service Card Page 101 










Power Trunk Release 
Offered by Olds 


A POWER trunk release mechan- 
ism enabling driver to unlock 
and open the trunk of a 1959 Olds- 
mobile without moving from the 
front seat or removing ignition 
keys has been announced by H. N. 
Metzel, Oldsmobile chief engineer. 

Offered as optional equipment 
on all Oldsmobile models except 
station wagons, the device may be 
installed by the factory or by the 
dealer. 

Actuated by pulling a handle in 
the glove box, the system allows 
vacuum to flow which in turn re- 
leases the lock (situated in the 
trunk) and allows the trunk lid 
to move to the open position by 
action of the trunk lid torque rods. 
The handle is in the glove box, so 
it is out of sight and can be locked 
when valuables are carried in the 
trunk. 

The release may be operated 
several times after the engine has 
been shut off, Metzel said, since 
a vacuum reserve tank near the 
engine is the source of power when 
engine is not operating. The trunk 
still can be unlocked with the key 
if desired. 





Ford Places Crumpton 
In New Miami Post 


pease L. Crumpton has been 
appointed to the newly-estab- 
lished Miami (Fla.) area sales of- 
fice for Ford Division of Ford 
Motor Co., H. B. King, Jackson- 
ville district sales manager, an- 
nounced. 

The office, affiliated with the 
Jacksonville office, was opened, 
King said, to “assist dealers in 
merchandising Ford Division prod- 
ucts in five Southern Florida 
counties and to establish closer 
relationship between the division, 
the dealers and the consumer.” A 
graduate of Tulane University, 
Crumpton was born in Birming- 
ham, Ala. 





Marvel-Schebler Names Pulliam 


Appointment of Andrew B. 
Pulliam as president and general 
manager of Marvel-Schebler Prod- 
ucts Division of Borg-Warner 
Corp. has been announced by R. C. 
Ingersoll and R. S. Ingersoll, chair- 
man and president, respectively, of 
Borg-Warner. Pulliam, formerly 
associated with General Motors 
for 26 years, succeeds R. C. Inger- 
soll, who will devote more time to 
company-wide responsibilities. 





Experience shows that factory-selected ig- 
nition Assortments have their drawbacks. 
Parts that sell well in some areas, do not 
necessarily move in others. SHURHIT’S 
Selective Stocking Program lets you cus- 
tom-select your ignition assortment to fit 
your Own service demands. 


Whatever your current operations re- 
quire, — your SHURHIT jobber will sup- 
ply the exact cabinet and initial stock of 
quality parts you need for YOUR locality 
and YOUR trade, at an amazingly small 
initial investment. 

Contact your SHURHIT jobber today 

for details on the SHUR- 


HIT Selective Stocking 
Program. 


* Shurhit 


PRODUCTS, INC. 


Waukegan, Illinois 


WORLD’S FINEST IGNITION 

















Be Sure ... Be Safe with 


HYDRO-LOC 


HEAVY DUTY 
BRAKE FLUID 


Exceeds every specification set 
down by the Society of Auto- 
motive Engineers! 

















Acclaimed throughout the! ‘ 
world as the finest 
quality Brake Fluid 
money can buy, HYDRO- 
LOC has been used for 
many years by the largest 
fleet owners, car dealers 
and brake service sta- 
tions. Accepted by all 
states which have en- 
acted laws prohibiting 
use of any sub-standard 
brake fluids. Costs no 
more than competitive 
brands! 


Available in 12 oz. cans, 
Pints, Quarts, Gallons, 
5 Gallon can with flex- 
ible spout, and 54 Gal- 
lon Drums, 


IMMEDIATE DELIVERY 


All orders shipped the same day received! 
Write today for prices and terms. All 
prices are quoted FULL FREIGHT AL- 
LOWED. 


HYDRO-LOC 
MANUFACTURING CO., INC. 


307 Smith Street 
DURHAM, NORTH CAROLINA 
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DEFIES SUN, DIRT, RAIN, WEAR! 


BLUE- 
BLAZES 


Removes dirt you thought was permanently 
embedded in paint. Restores finish to new- 
ness you thought you’d never see again. 
Wipe on, wipe off .. . and it lasts and lasts! 
SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE ONE 
























CLEAN AUTOMOTIVE « 
& INDUSTRIAL PARTS 















1. Continuous Flow Hose 

2. Air Agitated Soaking Tank 
3. “Super Power" Jet Air Gun 
A must in every service shop! 





Model 30 (less 
Jet Air Gun) 
also available 





PRACTICAL MFG. CO. 


















TIRE CLEANER 


One squeeze provides a controlled spray 
of a special chemical formula that will 
effectively and effortlessly return that 
bright showroom look to whitewall tires. 
Full pint retails for $1.00. 

Kemkat Whitewall Cleaner, Golden Car 
Wash and Kar Klene are all available in 
new, colorful “squeeze bottles” designed 
for quick sales and easy use. 


FOR VOLUME SALES—stock the Kemkat family of colorful squeeze cans! 


KEMKAT Kar Klene— a chrome, leather and plastic wax cleaner. 
Full pint squeeze container retails for $1.00. 

KEMKAT Golden Car Wash—an effective, non-streaking detergent 
ol — car washing. Full pint squeeze container retails 
or 65c. 

KEMKAT Motor Aid —a newly developed oil and fuel additive. 
Full pint retails for $1.50. 

Watch for KEMKAT White-Sno . . . a new waterless hand cleaner 
with Old Spice and lanolin. See your lecel Jobber 


THE KEMKAT COMPANY 


Francis Street, Derby, Connecticut 
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IS A QUALITY 
PRODUCT—BACKED 
BY OVER 15 YEARS 
OF BODYFILL 
MANUFACTURING 
EXPERIENCE 





'm 
 “'Steics cams ao rRUe™ 





QUALITY 
INGREDIENTS 


Body Fill may look the same, but when 
put to the actual test, there's a difference. 
Look at it this way. Your biggest asset 
is your relationship with your customers. 
It takes a quality product like SpeedBond 
to keep them happy and satisfied—keep 
them coming back again and again. 


NATIONALLY 
ADVERTISED 


So why take chances. Buy the name 
you can trust. Buy SpeedBond. 

SpeedBond is a catalyst type filler 
made of the finest polyester resins. Pure 
aluminum is added for strength and for 
less dust. SpeedBond dries in 2 hour 












ACCEPTED 


BY JOBBERS normally—can be speeded-up with “Lig- 
AND USERS vid Heat” Rapid Set. Smoother finish 
EVERYWHERE upon hardening requires less sanding. 








SPEED BOND 


* STAYS PUT = & HARDENS LIKE STEEL 
*& SETS FASTER 


ORDER from nearest supply 
house or write for name of 
nearest Jobber. FREE FOLDER, 
PRICE LIST ON REQUEST. 





{ 


ADDED FOR 
% MIXES QUICKLY STRENGTH, LESS DUST 


ATOMIZED MATERIALS COMPANY, INC. 





207-E RAUCH BUILDING 


PITTSBURGH 5, PA. 
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Board Chairman Donner 


GM's Chairman Foresees 
Bright Skies Ahead 


a Motors’ chairman of 
the board asserted last month 
there were “good grounds for an- 
ticipating that the normal growth 
of new-car sales will be about 
three per cent per year, resulting 
in an annual level of sales of about 
7,250,000 passenger cars per year 
by 1965.” 

Also, said Frederic G. Donner 
at the 5lst annual meeting of GM 
stockholders at Wilmington, Del., 
“Of course, in years of high busi- 
ness prosperity, sales will rise 
above this and in recession years 
they would be below.” 

Reasons for long-view optimism 
about the automobile business in- 
clude, Donner said, expected in- 
creases in population and per 
capita income which will raise ag- 
gregate buying power in the 
United States an estimated 22% or 
more by 1965, further shifts in in- 
come distribution favorable to 
new-car purchase and the “very 
significant” growth in the number 
of families owning more than one 
car—which he estimated would 
represent one out of every four 
car-owning households by 1965. 


As for GM’s small car, the Cor- 
vair, which Chevrolet dealers will 
begin handling this fall, he said: 

“While it will be priced attrac- 
tively and will be economical to 
operate and maintain, it will not 
be a_ so-called ‘stripped down’ 
model. It also differs substantially 
from the cars being imported into 
this country from abroad by Gen- 
eral Motors and by other manu- 
facturers and distributors. 

“Both wheelbase and over-all 
length of the Corvair will be 
shorter than the present Chevro- 
let passenger car. Interior dimen- 
sions, however, will still be large 
enough to seat six passengers. In 
appearance, in comfort and com- 
petitive performance it will be 
outstanding. In every way it will 
conform to the high standards 
typical of any General Motors 
product. 

“The Chevrolet Motor Division 
will manufacture the Corvair in 
its expanded Willow Run plant in 
the Detroit area and also in plants 
at Kansas City, Mo., and Oakland, 
Calif. It will be merchandised by 
all dealers holding Chevrolet 
franchises.” 


Tennesseans Elect 
Bryant President 


~ I. BRYANT, Buick dealer of 
e Cleveland, was elected presi- 
dent of the Tennessee Automotive 
Association at its 20th annual con- 
vention in Chattanooga last 
month, and Robert E. McAdams 
of Hippodrome Motors (Ford), 
Nashville, was _ reelected  secre- 
tary-treasurer. 

Regional vice-presidents named 
were: John Stamps of Collierville, 
Neal Stroud of Henderson, Grady 
Spann of Waverly, Fred Kittrell 
of Hohenwald, Andy Trotter of 
Chattanooga, Darrell Eagleton of 
Maryville and Gates W. Kidd of 
Johnson City. 


New directors are N. G. Moore 
of Dyersburg, John E. Murdock, 
J. M. “Pat” Patterson and Claude 
Shute of Memphis, T. F. Austin of 
Paris, Leroy Holmes of Lexington, 
Stroud, Spann, J. Houston King, 
Robert E. McAdams and J. E. 
“Jay” Moore of Nashville, W. P. 
“Bill” Wade of Gallatin; Harry 
Sadler of Goodlettsville, Kittrell, 
J. C. “Jim” Brady of McMinn- 
ville, W. P. “Bill” Murrey of 
Pulaski, Stokley Doster and Pem 
Cooley of Chattanooga, Martel 
Gamble of Spring City, Walter Q. 
Higdon of Copperhill, R. A. “Dick” 
Wall of Athens, R. T. “Bob” Bales 
of Morristown, George Terry of 
Oneida, J. Lacy Myers of New- 
port, Robert L. Looney of Kings- 
port and Kidd. 

Herbert L. Galles, Jr., of Albu- 
querque, N. M., president of the 
National Automobile Dealers As- 
sociation, and TAA’s Past Presi- 
dent Carroll G. Oakes of Morris- 
town were among the speakers. 











NEW - IMPROVED 


Radiator Conditioner 


_ bin | 


ONE did not happen. it 
was scientifically devel- 


- Stops Leaks in Rad- 


- Stops Leaks in Block 
and Cylinder Head 

. Stops all Hose and 
Gasket Seepage 

- Stops Rust and Seale 
formation, instantly 


vith mall Types of A 
The. “Original six in 
ONE Contains 100% 
Zingiberaceous Fibers. 


if you find ey better 
Money will be retunded. 


GUARANTEED 
MAGNA-KROM MFG. CO. 


VANDERGRIFT, PENNA. 

















DEPENDABLE BATTERIES 
for more than 30 years 


IpMA APPROVED 


BNW Ze 


Makes. . 


Tampa, Fla. 


Service Branches in Tampa, Miami, Jacksonville 


and Columbus, Ga. 


and Pensacola, Fla., 


Automotive, Marine, Motorcycle, 

Aircraft. 

We OUTSELL... 
We Out SERVE 

We also Repair and Rebuild ALL 

. Automotive, 

marrs wa Railroad 


YOCAM BATTERIES, Ine. 


BECAUSE 


ppnsTnens COE LATE 


Industrial = outs 
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i WOT Ty. 
<a + HC my 
“unm : 
nw Olt AND Gas 


Yes! Oil Starvation 
Can Be Stopped! 
Add Miracle Power to 


Gas Tank and Crank- 
case 


i @ Prevents sticky valves 


@ Restores lost power 
@ Prolongs spark plug life 
®@ Lubricates the Sot spots 


Profitable? Ask your jobber! 
MIRACLE POWER PRODUCTS CORP 


e Avenue Cleveland 
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MAKES WATER WETTER! 


WINDSHIELD 
2 CLEANER 
CONCENTRATE 











For automotive windshield cleaner reservoirs—spray 
bottles. Can’t haze or harm car finishes. Excellent 
bug remover. Practical in all kinds of weather. 


SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE ONE 








RAJAH PAT. HAND CRIMPING TOOL 


So = 


NOTE—tThe simplicity of this Tool 
It strips and also crimps Rajah Terminals to 
Ignition Cable 


Order from your jobber or direct from us. 
Send for circular and prices. 


The Rajah Company, 35 Verona Ave., Newark, N. J. 








Acclaimed 


DETROIT’S 
best... 


One of the country’s most popular 


roe’ LULLER 


... featuring convenience, comfort, 
quality! A cosmopolitan atmosphere in 
home-like setting. In the centex of all 
downtown activities. Newly decorated. 
Ultra modern, confortable guest rooms... 
excellent food at moderate prices in 

our modern coffee shop and cafeteria. 


FAMILY 
RATES 


No Charge 
for Children 
12 and Under 


800 ROOMS 
WITH BATH 


from $4 


GARAGE avail- 
able at nom- 
charge. 
ree overn 

parking ~ 
registered 
guests in 
PARKING LOT. 


Radio and Television in room. 
Air Conditioned rooms in season. 


FACING GRAND CIRCUS PARK 


DETROMTucricm 


Harry E. Paulsen 


SOUTHERN AUTOMOTIVE JOURNAL for June 1959 





ALIGN 'EM AL 
FOR MORE PROFIT - “6 


ALIGNER 

WITH 

MORE 

PROFIT = fe. 
FEATURES ee ‘ 
Ve The Bee Liner one section front end nae 


The Bee Liner is the most versatile aligner on the market. It is 
designed to handle a greater volume of work easier, faster 
and with lasting precision. Features include the exclusive, porta- 
ble air-lift and sealed turning aligners with off-center pivot for 
accurate caster and king-pin inclination readings. Removable 
runways with turning aligners, adjustable from 39” to 94” 
tread width accommodate all highway vehicles 


WRITE FOR LITERATURE 
a 


BEE LINE COMPANY 
DAVENPORT, IOWA 























TORQUE 


The rusty looking sediment found in brake systems 
and cups is not usually rust. Most good Brake Fluids 
have rust inhibitors in them, protecting the metal 
surfaces to a reasonable degree. 


DON’T WORRY ... this brown sedi- 
ment that looks like rust is usually sulfur 
or other curing agents in the rubber 
which gradually bleeds to the surface 
as the rubber heats and cools or ages. 
There is little you or the cup manufacturer can do 
about it and still get the most desirable physicals 


from the rubber, so don’t let it worry you. 


Don't Forget I|GO-A Convention 
Denver, June 24-27 


Tru-TORQUE 


OTTO-ITEMS, INC. 
1200 Reco Ave. « St. Lovis 22, Mo. 
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MANUFACTURERS? AGENTS 


REPRESENTING OUR ADV ERTISERS 


ALABAMA 


Alan Sales Co. — Birmingham 
Acme Air Fe . —nag Co. Inc. 
Herman J. Downey — -~——_ 
Jaycee Chemical Co 
Wood-Purvis Co. — C 
Heckethorn —y & Supply Co. 
Kool Kooshion Mfg. Co. 
Automotive Warehouse & Sales 
Agency — Decatur 
Wells Manufacturing Co. 


ARKANSAS 


Doyle Moore — Little Rock 
¥ & B Manufacturing Co. 
Triple-A Specialty Co. 


DISTRICT OF COLUMBIA 


James Paera — Washington 
Fox Products Co. 


FLORIDA 
R. L. Bridges & Associates — Gainesville 
L & S Bearing Co. 


Vaco Products Co. 

Hirsig-Brantley Co. — Jacksonville 
Detroit Aluminum & Brass Corp. 
H. B. an . Co. 

Fram Corporation 
Gabriel Company 
Imco Mfg. & Sales ~. 
Manley 

Wittek Mfg. Co. 

R. B. Pilkington, Inc. — Jacksonville 
Heckethorn Mfg. & Supply Co. 
Kool Kooshion Co. 

Milton E. Cadden — Miami 
Cole-Hersee Co. 

Sidney Butz — Tam 
Triple-A Specialty. Co. 


GEORGIA 


Aaron & Bell — Atlanta 
P & D Mfg. Co. 
John W. Suneughs — Atlanta 


Coats Co. 
Clark-Richards Co.—Atlanta 
Shurhit Products Co. 


Chicago Rawhide Mfg. , 
William Kitchens — Atlanta 
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K-D Lamp Co. 

George H. Davison Co. — Marietta 
Alondra Sales, Inc. 


KANSAS 


H. E. Russell — Iola 
Wells Manufacturing Co. 


Robert Cullins — Overland Park 
Vaco Products Co. 

Don Allen — Wichita 
L & S Bearing Co. 


KENTUCKY 


J. Paul Saunders — Bowling Green 
Monkey Grip Sales 

Lee B. Hughes — Louisville 
Acme Air Appliance Corp. 
Alondra Sales, Inc. 


MARYLAND 


W. S. Kneavel & Co. — Baltimore 
Cole-Hersee Co. 

Jess Miller Sales — Baltimore 
Lisle Corp. 

Merv Neal — Baltimore 
F&B 


Jerome suit’ Baltimore 
Triple-A Specialty Co. 


MISSISSIPPI 


Guy M. yoy — Jackson 
F & B Mfg. Co. 

Southern Sales Co. — Jackson 
Cole-Hersee +“ 
Fox Products C 

Herman A. Shields: Meridian 
Muskegon Piston Ring C 
Precision Automotive Compencte Co. 


MISSOURI 


C. N. Buettner — Kansas City 
Acme Air Appliance Co., Inc. 
Monkey Grip Sales Co. 

Dennis Company — Kansas City 
Rust Master Chem. Corp 

R. O. Dickey & Co. — ~~ City 
Jaycee Chemical Co. 

Doring & Eyer — Kansas City 
Triple-A Specialty Co. 

John W. Earl — “eee City 

mp 

E. H. Ebert — Kansas City 
Practical Mfg. Co. 

Frank Libby Co. — Kansas City 
Muskegon Piston Ring Co. 

H. J. Snyder—Kansas City 
Glide Control Corp. 

Pullman Vacuum Cleaner 

M. H. Swanman, Inc. — Kansas City 
Lisle Corporation 

Harvey Wise — Kansas City 
Heckethorn Mfg. & Supply Co. 
Kool Kooshion Mfg. Co 

Herman H. Buergler — St. Louis 
Manley Valve orp. 

Muskegon Piston Ring Co. 


Precision Automotive Components Co. 


Link & Chambers Sales Co. — St. Louis 
Ken Tool Mfg. Co. 

Russ Nixon — St. Louis 
Vaco Products Co. 

Walter G. Punt — St. Louis 
Otto-Items, Inc. 


NORTH CAROLINA 


T. L. Kidd Co. — Charlotte 
Muskegon Piston Ring Co. 
Walter F. Pope — Charlotte 
Chicago Rawhide Mfg. Co 
The Walden Co. — Charlotte 
Alondra Sales, Inc. 
K-D Lamp Co. 
J. 8. annion — Greensboro 
K-D Mfg. Co. 
J. B. Ruark Sales Agency — High Point 


Precision Automotive Components Co. 
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OKLAHOMA 


Henry Lees & Associates — 
Oklahoma City 
L & S Bearing Co. 
J. Donegan — Tulsa 
Fox Products Co. 


TENNESSEE 


George H. Anderson — Memphis 
Kool Kooshion Mfg. Co. 
Earl Potter — Memp 
K_D i Co. 
P. Stublefield — Memphis 
gy Products Co. 
J. Sullivan — Memphis 
Chicago Rawhide Mfg. Co. 


TEXAS 


Battle & Davis Sales Co. — Dallas 
H. B, Egan Mfg. Co. 
Fitzgerald Mfg. Co. 

F. J. Brogan — Dallas 
Monkey Grip Sales Company 

B. B. Burk — Dallas 
Grizzly Mfg. Co. 

P & D Mig. Company 

Caphton & McEvoy Co. — Dallas 

lide Control Comp. 
Precision Automotive Components Co. 

S. J. Cole Co. — Dallas 
Southern Friction Materials Co. 

J. 8. Connell Co. — Dallas 
Detroit Aluminum & Brass Corp. 
Manley Valve Corp 
Triple-A Specialty Co. 

H. M. Cree Co. — Dallas 
Breeze Corp 
Chicago Rawhide Mfg. Co. 
Pullman Vacuum Cleaner Cerp. 

Crockett-Jordan-Duncan Co. — Dallas 
Cole-Hersee Co. 

John D. Harvey Co. — Dallas 
Muskegon Piston Ring Co. 

Albert Jayne — Dallas 
Ken Tool Mfg. Co. 

Dean Johnson — Dallas 
Alondra Sales, Inc. 

Lynn & Hemphill — Dallas 
Heckethorn Mfg. & Supply Co. 
Jaycee Chemical Co. 

Kool Kooshion Mfg. Co. 

McClintock Sales Corp. — Dallas 
Acme Air Appliance Co., Inc. 
Wells Manufactur Co. 

J. J. O’Connell, Jr. — Dallas 
Otto-Items, Inc. 

Shipp & Payne — Dallas 
Practical Mfg. Co. 

Bradley Wayne — Dallas 
Lee Filter Corp. 

H. H. Whelan Co. — Dallas 
Emerol Mfg. Co 

Wilkinson-Rey Assoc. — Dallas 
Vaco Products Co. 

W. L. Lyon — El Paso 
K-D Lamp Co. 

Automotive Sales Co. — Ft. Worth 
F & B Mfg. Co. 

— Concent; — Ft. Worth 

Ace Rubber Co. 
Wittek Mfg. Co. 

Fritz Keller Company — Ft. Worth 
Fox Products 
Lisle Corporation 

John W. Lovelady — Ft. Worth 
Gojer, Inc. 

Mfg. Co. 


VIRGINIA 


James E. Duffee — Richmond 
Magna-Krom Mfg. Co 





sell C Itroen... 


the prestige 
‘compact car! 


BE A FRANCHISED CITROEN DEALER... 


No other car offers so many powerful sales features. Only Citroen has as standard equipment—Air-Oil Suspension 
...Front-Wheel Drive...Disc Brakes...Automatic Jacking ...33 mile per gallon gas economy. As a Citroen dealer 
you receive the full support of National and Local Advertising, Publicity, and a complete Sales Promotion Port- 
folio...plus Technical Assistance with factory trained engineers and special service schools provided at 


Citroen’s expense. 
Sign with Citroen, and your profits start immediately! 


For your application and additional information, call or write: 
CITROEN CARS CORPORATION 300 PARK AVENUE, NEW YORK, N. Y. 8423 WILSHIRE BLVD., BEVERLY HILLS, CALIF. 
(SOLE IMPORTER AND DISTRIBUTOR OF S$. A. ANDRE CITROEN, PARIS, FRANCE) 





Want more facts? Use Reader Service Card Page 101 SOUTHERN AUTOMOTIVE JOURNAL for June 1959 








NOW! 


We 
PROUT 


that... 


HASTINGS 
keeps oil clean 


Hastings keeps oil clean from filter change to filter change 
—and you can prove it! Dipsticks from engines with ordi- 
nary oil filters may show dirty vil after fewer miles than 
you think. BUT oil shows clean on the dipstick of an 
engine with a Hastings Oil Filter Cartridge—right up to 
recommended filter replacement time. 

The difference is DENSITE, an entirely different filtering 
material. Millions upon millions of selected, pressure- 
packed cotton fibres absorb dirt far beyond the capacity 
of ordinary filters. This is important—because dirt is an 
abrasive, and abrasives cause wear. 

Help protect your customer’s engines from needless 
wear. Recommend Hastings Oil Filter Cartridges with 
every oil change. You'll find you'll have satisfied customers, 
more repeat business and profits, too! 


HASTINGS MANUFACTURING COMPANY ~- HASTINGS, MICHIGAN 
Filters, Piston Rings, Casite Additives, Spark Plugs 




















2K when replaced as nor- 

mally recommended. 

Proved by tests con- 

ducted under super- 

vision of Pittsburgh 

Testing Laboratories, 

in accordance with 

U. S. Bureau of Stand- 
ards procedure. 

U. S. Patent Nos. 


2,797,811 
2,584,771 
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NGINEERED For REPLACEMENT SERVICE 


RAMCO TAPE RED FACE COMPRESSION RING 


WN 


3 AQUICK/ SEATING FEATURES 





Tapered 
Face 











Graphitic Phosphate 
Cast Iron Coated 





Power Up 
every time with 
Ramco 10-up sets 


With RAMcO you get 3 major 
compression ring designs — plus action 
refinements to assure every customer 
modern pep, power, performance. 


For engines requiring quick-seating 
cast-iron compression rings, you get RAMCO 
tapered face rings with their side sealing 
and hairline seating action. 


For engines calling for top chrome rings, 
you get RAMcO Tapered Face chrome 
compression rings. And for most engines you'll 
get the dual-purpose Chrome Rail 
compression rings that control compression 
and act as oil rings, too. 


Only rAMCO has this right combination 
of MODERN POWER ring actions for your specific 
job — no matter how old or new the engine. 


That’s why so many more modern, 
customer-minded engine men are installing 
modern RAMcO 10-Up sets. Your Jobber 
can tell you more. Call him soon. 


PIs ZT On FRANC SATS 


Ramsey Corporation,a subsidiary of Thompson Ramo Wooldridge Inc. 








’ 
Quick Velvet Smooth Highest 
Seating Chrome Conformability 
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Inner Ring Quick Auxiliary 
Support Seating Oil Ring 








Why MODERN POWER with amco 


circumferential expansion action is 
important to you is explained in detail in 


\ 4d 
K. a 
this colorful, illustrated book. \ 
Yours FREE when you mail coupon. =) 
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RAMCO CHROME RAIL COMPRESSION RING 


RAMSEY CORPORATION 
3723 Forest Park Blvd., St. Louis 8, Mo 


Yes! Send a free copy of MODERN 
POWER FACTS to: 


NAME 


ADDRESS 


Copyright 1959 Ramsey Corporation _———— 
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